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Ingredients of Prestige............++++++++...Cover I and 31 


DanieL PARKER 

Executive Vice-President, Parker Pen Company 
What are the factors that make a company outstanding? What is the 
inter-relationship between prestige and success? Does quality produc- 
tion limit quantity sales? Here is a discussion of the tangible factors 
and intangible qualities that help to make prestige. 


he 


How 1,200 Employees Were Told “We're Moving”’...... 32 
MarcGaret L. Jones 
Executive Methods Editor 


need & finish for low cost specify The trend of moving business from the cities to the suburbs is a con- 


corrosion protection or PIRIDITE) tinuing one. But there is much more involved than moving equipment 
is k] from one building to another, for trained personnel must be persuaded 
showroom spar e? to go along. Here is a report on how one company met this problem. 


Whather you're Guishing non-ferrous parts for high corrosion Compass Points of 13 


protection, paint base, or for showroom sales appeal, you can A quarterly review of current developmegts in business conditions 
be sure of low material and production costs and peak perform- with emphasis on the itapeurcant indicators of the present and of the 
ance when you specify Iridite. Here’s what you can do with i iste 
Iridite: 
ON ZINC AND CADMIUM you can get highly corrosion resistant 
finishes to meet any military or civilian specifications and 
ranging in appearance from olive drab through sparkling 
bright and dyed colors. 


ON COPPER... Iridite brightens copper, keeps it tarnish- D A R 
free; also lets you drastically cut the cost of copper-chrome 
plating by reducing the need for buffing. 


ON ALUMINUM Iridite gives you a choice of natural alumi- 
num, a golden yellow or dye colored finishes. No special Heard in Washington e*eeee#*e7#se+ee*e#e#eee#ee#ee#e#ee#e#ee#ee#e#e#8*#e##e#te#e ee 


racks. No high temperatures. No long immersion. Process in A 
The Nation’s Capital is still headquarters of the greatest 


bulk. 

ON MAGNESIUM Iridite provides a highly protective film in business in the world. Paul Wooton reports on items of in- 
deepening shades of brown. No boiling, elaborate cleaning 
or long immersions. 


terest to the entire business community. 


AND IRIDITE IS EASY TO APPLY. Goes on at room temperature by 
dip, brush or spray. No electrolysis. No special equipment. No Ved 
exhausts. No specially trained operators. Single dip for basic The nation’s business executives have always provided lead- 
coatings. Double dip for dye colors. The protective Iridite ership for their country as well as their companies. Here are 
coating is not a superimposed film, cannot flake, chip or peel. quotes from top management on matters of importance. 
WANT TO KNOW MORE? We'll gladly treat samples or send you complete 
data. Write direct or call in your Iridite Field Engineer. He's listed under 
Our readers report on what they find right—and wrong— 
Iridite is approved under government specifications with our magazine. They compliment, they criticize, they 
amplify, one of the privileges of freedom. 


ep Research Proou 
E MONUMENT STREET © BALTIMORE 5, M Everywhere, thoughts are turning to the long Summer days 
ahead and the vacations they bring. And, of course, one of 
Manufacturers of Widite Finishes for Corrosion Protection and Paint the major holiday playgrounds will be the seashore. 


Systems on Non-Ferrous Metals, ARP Plating Chemicals. 
WEST COAST LICENSEE: L. H. Butcher Co. 


FrONtisPieCe. IU 


= 


> 4. 
et. 


Beet 


Subscription: $5 a year in U. S. A. and Possessions and Canada. Elsewhere $10. Single copy, 7 
cents. Staff personnel and other information appears on page 116. Copyright 1954 by Dun & 
Bradstreet Publications Corporation. Copyrighted under International Copyright Convention. 
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Can You Match These Record-Breakers?...............+. 35 
ANNesSTA R. GARDNER 
Technical Editor 
Top these—or find your own. But don’t overlook this opportunity to 
boost employee morale and gain added customer recognition. You will 
find fresh ideas here in text and in pictures, plus a chart to guide your 


search. 


Perer F. Drucker 


The effectiveness of a business depends upon the effectiveness of its 
personnel. Motivations and rewards both play their part in fostering 
and maintaining “‘team spirit.”’ This, the fourth of a series of articles, 


explains how and why. 


Spot reports on recent trends in production, employment, prices, 
trade, and income, all of them vital facets of our national economy and 


indicators of its strengths and weaknesses. 


A matador is aware of the risks in his job 
but because SLIPPERY FLOORS GIVE NO 


WARNING— Sate-——workmen Cc 
Se. . fee be killed or hurt before they know their 


Reviews of current literature for and by business men— 
books designed to help solve management problems or to danger! A practical remedy is A. W. 
stimulate management thinking. SuPER-D1amonp—tough, rolled-steel floor 
plate with an exclusive, engineered raised- 
| diamond surface. SUPER-DIAMOND. puts 
| | | | | = 40 anti-slip traction points in every foot- 
Reports on new developments in transistors, trends in plant a ; ; 
| step—gives maximum foot safety at low 
modernization, progress in neoprene rubber, and other inno- 


cost. Investigate SupeR-DtamMonp for 


vations and improvements. 
accident prevention. Write for new 


Booklet SD-1, 


What is being done about salesmen’s pensions? A summariza- 
tion of a recent survey of businesses and their plans is in- 
cluded among the reports of new ideas eee % Economy Rolled Steel Floor Plate 


ALAN WOOD STEEL COMPANY 


CONSHOHOCKEN, PA. 
Other Products: A.W. ALGRIP Abrasive Rolled Steel Floor Plate 


Here and There in Business. 107 
r aN Plates « Sheet « Strip « (Alloy and Special Grodes) 
New techniques, products, and uses designed to do things 4 
better and more cheaply, surveyed and reported by our 


editors. 


All rights reserved under Pan American Copyright Convention. The titles Dun’s Review and 
Mopern INpustry are registered in the U. S. Patent Office. Cover: LaSalle Street, Chicago, 
Ill. by Louis C. Williams. Frontispiece: Bo and Joan Steflanson Photograph. 
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BUSINESS IN MOTION 


For many years the electrical industry has been 
asking for larger and larger generators, in order to 
meet the tremendous growth in demand. However, 
two limitations have been imposed upon generator 
output. One is physical size, which is limited by the 
dimensions of railroad tunnels and bridges. The other 
is the problem of heat dissipation. Temperatures 
within the generator must be held 
down to avoid damage to insula- 
tion. Cooling the stator is not too 
great a problem, but removing 
heat from the spinning rotor is 
not easy. In the conventional de- 
sign, heat flows from the copper 
rotor coils through the insulation 
to the steel rotor body, from 
which it is removed by a blast of 
air or hydrogen. 

Since the insulation is a for- 
midable barrier to heat as well as 
to electricity, it became evident long ago that some 
way should be found to cool the rotor coils directly 
instead of indirectly. Various methods were tried, 
with varying success. New and successful designs 
make use of extruded copper shapes. The shapes 
fit together in such a manner as to form hollow cop- 
per conductors for the rotor coils. 

The idea was fundamentally simple, but as is so 


often the case, reducing it to practicality was not easy. 


Some said the shapes could not be extruded. Revere, 
however, tackled the problem, and collaborated 
closely with the generator designers over a period of 
months. Finally all requirements were adjusted, and 
production began. Specifications for the shapes are 
tight. They are extruded, drawn, and straightened. 
Tolerances are close. Finish is important, since 
irregularities would damage the 
insulation. Special techniques 
were found to make 90-degree 
bends in the shapes, to complete 
the coils. Today generators em- 
bodying these designs are in suc- 
cessful operation. This is another 
marked advance by the electrical 
industry, which has consistently 
achieved greater efficiency, lower 

costs, and cheaper power. 
One of the important things to 
remember about this develop- 
ment is that ways were found to overcome all handi- 
caps. Close collaboration among many men on both 

sides did the trick. 

If you have an idea for product improvement, or 
a new product, let us suggest that you search among 
your suppliers for advice. If one says it can’t be done, 
perhaps another may say it can, given mutual adjust- 
ments. Just realize that the difficult is not necessarily 


the impossible; it may just take a little longer. 


REVERE COPPER AND BRASS INCORPORATED 
Founded by Paul Revere in 1801 
Executive Offices: 230 Park Avenue, New York 17,N. Y. 
SEE ‘‘MEET THE PRESS’ ON NBC TELEVISION, SUNDAYS 
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Some THINK the administration's biggest mistake 
was to create the impression that it would step into the breach and 
prevent a depression if one should develop. It just is not possible 
for the Government to operate the business machine. That can be 
done only by business itself. The Soviet Union has evolved methods 
of keeping everyone employed, but the way they do it would not be 
popular here. 


* * * * * 


Many of the declines in the volume of business could have been 
prevented by efhcient salesmanship, Commerce Department ob- 
servers believe. In retail lines much of the trouble was found in the 
last three feet the goods moved. Personnel is inexperienced. Floor- 
walkers are indifferent. Enthusiasm to sell two items instead of 
one is lacking. Sales efforts on the part of automobile salesmen 
continue to be far from intensive, reports indicate. When they 
show ingenuity, results follow. In a town with 70 doctors, a salesman 
called on their wives. He sold a second car to thirty-five of them. 
Another exception cited is the customer who entered a store to buy 
a fish hook, but was sold a $500 order. 


* * * * * 


Officials regret the general tendency to attach undue significance 
to any move that has a bearing on business. A recent example was 
the reduction of the discount rate by the Federal Reserve Bank of 
Chicago. This action immediately was heralded as an indication 
that various other steps would follow. This discount rate was 
lowered not because of apprehension, but to get it in step with the 
market rate. A rate of 1% per cent obviously was out of line. 


* * * * * 


In the seven months James Paul Mitchell has served as Secretary 
of Labor he has walked a tight rope with amazing skill. He is part of 
an administration under constant attack by organized labor, but 
despite his activity in the issues involving labor he has not been 
singled out as the target. He has made it clear that he is an official 
working in the broad public interest and not as a tool of labor 
leaders. 
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* * * * ~ 


If succeeding Congresses think like the membership at the present 
session it will be a long time before either Hawaii or Alaska attains 
statehood. Several of the votes cast in the present squabble would 
have been changed had it not been known the bill had no chance 
of passage. Two additional senators, who would be elected from 
a constituency of which citizens of American origin constitute a 
distinct minority, are not likely to be authorized, particularly from 
a non-continental area. Alaska will have to draw much additional 
population from the United States before it can hope for statehood. 


* * * * * 


Congress acts on nothing until it has to. There is no pressure on 
the legislators that is likely to influence early action on the general 
tax revision bill. It is not expected to reach the President much be- 
fore the adjournment date, now tentatively set for July 31. 


* * * * * 


Defeat in the effort to retain excise tax revenue has been taken 
gracefully by the administration. It was a case of bowing to the 
inevitable. Now it is becoming apparent that the loss will not be 
as great as expected. Buying has been stimulated. Sales promise 
to keep on increasing with the result that the net loss may be less 
than had been estimated. 


* * * * * 


Randolph Burgess is very familiar with Treasury policies and 
with the problems of debt management. He really knew his way 
around politically when he came to Washington, but he had to learn 
from actual experience that the ‘‘logical’’ frequently is the ‘““imposst- 
ble’ in Washington. As a consequence, some of his cherished plans 
have had to be altered. 
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VOICE 
OF BUSINESS 


A broad look 


at specialization 


. increased 1in- 
formation without 
increased wisdom 


ROBERT E. WILSON 


Chairman of the Board, Standard Oil 
Company (Indiana), at the Associated 
Colleges of Indiana dinner. 


Undeniably, a part of modern ed- 
ucation must be vocational in em- 
phasis. As we face the increasing 
complexities of the modern world, 
we need more and more highly 
trained specialists. We need them 
to run our complex machines and 
to design new and better ones; we 
need them to help run our com- 


munities and organizations which 
are becoming even more complex; 
we need them to cure _ illnesses, 
physical, mental, and social. We 
need men and women who can un- 
derstand economics and who can 
explain it in terms that the average 
man can understand. 

But we need more than that. It 
is a truism that we are living in 
a world in which we have tre- 
mendously increased our informa- 
tion without having appreciably in- 
creased our wisdom. We are liv- 
ing in a world in which we have 
fantastically multiplied our riches 
without having fully learned to use 
those riches wisely. We have devel- 
oped correspondingly greater re- 
sources of the spirit. 

We badly need men to-day with 
the broad outlook, men with a sure 
grasp of their intellectual heritage, 
mentally and morally disciplined 
and trained to evaluate data and ar- 


I suspect the boss! 


COSTLY RE-DRAFTING OF 
ORGANIZATION CHARTS 


STO 


THE 


thing in === | 

MAGNESIUM! easy 10 


postoffice handling. Even handles 
parcel post; and has a moistener for 
sealing envelopes. Automatically 
accounts for postage, shows amounts 
used and on hand, on visible registers. 


® Page Mr. Price or Mr. Waterhouse. 
You really need a CPA to account 
for postage around here. Somebody’s 
always using stamps—and not telling 
me.I suspect my absent-minded 
boss, for one. Why don’t we get a 
postage meter and get rid of all 

this fuss with stamps? 


@ Buy as much postage as you wish 

at a time and forget the possibility of 
lost or damaged stamps. So easy to use, 
anyone can learn in a few minutes. 


CHART 
’ : A typist, a typewriter and typing paper 
are all you need to keep your chart up 
to date. It’s that simple. 


® Now, any office, even the smallest 
branch, can have a DM desk-model 
Postage Meter—and do away with the 
bother of buying, licking, sticking 
and accounting for old-fashioned 
adhesive stamps. The DM 
prints metered postage, any 
amount needed for any kind M TRUCK 
of mail, right on the envelope. 
wed FREE: Handy chart of Postal 
nd metered mail, needing Rates with parcel post THE TRUCK THAT HAS EVERYTHING 
no canceling, can get faster ... (Except Dead Weight!) 


map, zone finder. 


@ Ask the nearest Pitney-Bowes office 
for a free demonstration or 

send the coupon for the free 
illustrated booklet. 


ELECTRO-MOTIVE DIVISION 
MOTORS CORPORAT 


RS electric model (right) 
stamps and seals 
175 letters a minute! 


It’s the load that pays the freight .. . nothing 
else! Don't penalize your floor truck opera- 
tions with the needless burden of excess 
—=2g 5 POSTAGE weight. Now, in answer to popular demand, 

Magline—America’s oldest and largest ex- 

YOUR | (> 035 clusive manufacturer of magnesium dock 


Model DM 
* Sizes to Fit Any Organization Structure 
¢ Eliminates All Costly Drafting 

_* Photographs for Sharp Prints 

* Invaluable as a Visual Training Aid 

* All Parts Are Movable and Re-usable 

-® Solves Your Chart Problem Forever 


hoards, hand trucks, and materials handling 
equipment—introduces this new, magne- 
sium-light, magnesium-strong, 4-wheel plat- 
form truck. Capacity rated to handle loads 
up to 2 ton, it weighs in at a mere 49 
pounds . . . lighter 
by as much as 75%! Thirty standard models | i 
choose from. Before buy platform Write for Free 
trucks for any purpose—write for Informa- | with Price Schedule No. D-5. 


‘MANAGEMENT CONTROL CHARTS CO. 
P.O. Box 350 Pinconning, Mich, 1731 N. WELLS ST. CHICAGO 14, ILL. 


HERE | 


PITNEY-BOWES 


PITNEY-Bowes., INC. 
1564 Pacific St., Stamford, Conn. 


Please send free [] DM booklet, ( chart to: 


Name. 


Offices in 93 cities in 


the U.S. and Canada Address 


Magline Inc. 
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HERE ARE 


A GROUP OF. 


SILENT SALESMEN THAT 
SPEAK FOR YOU 
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Lustrous 
nut Bakelite, with two deep 
wells, scads of 3x5 memo paper. 
Blank sample — $1.50 pstpd. 


Reminds of You and Your Products 
Every Hour of the Day 


Your firm name, slogan or trademark on an 
Executive Line Advertising Specialty not 
only makes a distinctive, practical gift for 
your customers and business prospects, but 
builds good will and acts as ao constant re- 
minder of your organization. 

The Executive Line is distinguished be- 
cause each and every item is 
carefully designed to be extra 
valuable, extra useful and to 
render a lifetime of use. 

BILL CLIPS * LETTER OPENERS 
TAPE MEASURES * STEEL RULERS 
NOVEL PAPERWEIGHTS © KNIVES 

CALENDARS © LIGHTERS 
PLASTIC FOLDING 6-FOOT RULERS 

AND YARDSTICKS © PEN SETS 
The EXECUTIVE LINE products 
are available from most good 
Advertising Specialty firms or 
mail coupon TODAY, attached to 
your letterhead. 


Letter Opener 


No. 1102 

Stainless Steel 
Handle — folding 
ruler, a mm. 
measure ond oa 

protractor. Back, Ip 
o decimal equiv- 

alent table and 
reduction scale. 

Blank sample — 

$2.09 postpaid. 
Pocket Slide 3 
Caliper No. 1045 - 
Multiple use tool, : 
18-8 Stainless 
Steel. Etched 
calibrations in 
inches and metric > Foe 
system and deci- 
mal equivalent 
table. Genuine 
leather case. eo 


Blank sample — 
$2.00 postpaid. 


Executive 
Ruler Knife 
/ No. 503 


\ 

yp» 
All steel —lifetime 
construction. High tem- 
si OF per carbon cutlery with 2 
wee full mirror-polished blades. Wa- 
sg Vaal fer thin, lightweight. Three scales. 
en Blank sample — $2.00 postpaid. 


The EXECUTIVE LINE, 136 W. 54 St., New York 19, N.Y. 


Send free catalog and prices. |! am enclosing § 
$ for following blank samples (checked). , 
No. 300 No.1102([] No. 1045[] No. 8 

i 

Firm’s Name 

MI-5-54 


THIS COUPON MUST BE 
ATTACHED TO LETTERHEAD 


rive at sound decisions in all aspects 
of life. 

Business wants in its ranks men 
with high ethical standards, men 
with a broad general background, 
with or without the capstone of 
specialization. It is to these men 
who are mentally equipped to step 
out of their own particular field of 
specialization to deal with problems 
over a wide area that we are look- 
ing for the leadership and the social- 
ly conscious thinking that we so 
vitally need to-day. 


Where will leadership 
be found 


management 
today requires more 
than a knowledge 
of the business...” 


GRAYSON KIRK 


President of Columbia University, 
before The Executives’ Club of 
Chicago. 


We must be wise as well as strong 
because the resources of our im- 
mense physical power could be 
easily dissipated by inept leadership. 
We must be wise because the em- 
ployment of our strength must be 
directed toward the achievement of 
defined goals. Unless we know 
where we want to go, our ability 
to go there is unimportant. 

Any society always needs all the 
wisdom it can get, and its problems 
usually outrun the foresight of its 
leaders. But I do not think it is any 
exaggeration tO say that the prob- 
lems ahead of us are more numer- 
ous, more complex, and more dif- 
ficult than those faced by our fore- 
fathers in the past. 

We are in the midst of a series 
of vast upheavals which make of 
the present an era of revolution al- 
most unprecedented in history. Old 
political systems are crumbling; 
centers of world power are shitting; 
ideological conflict of a bitterness 
unparalleled since the Wars of Re- 
ligion runs rife through the world; 
within many societies class struc- 
tures which have been traditional 
for centuries now have been de- 
stroyed in a decade; and the threat 
of atomic annihilation now hangs 
over all peoples. Simultaneously, 
we are in the midst of a political 


What a typist copies 


... KOdAK 


copies in 
minutes 


Sensationally different 

copying method 
Now you can make copies of letters, 
reports, charts, even magazine pages 
in a minute or less; and get three or 
more copies—instead of one—from 
each sheet of matrix paper. In mak- 
ing these multiple copies, you expose 
the original document only once. No 
adjustment in your present room 
lighting is required, either. For these 
reasons, Verifax copying is faster, 
easier, costs less. 


Anyone in your office can turn out 
Verifax copies after a few minutes’ 
instruction. Just plug in your Verifax 
Printer where the paper work is 


Name 


——MAIL COUPON TODAY for free illustrated folder. — — — — — 
EASTMAN KODAK COMPANY 4 
Industrial Photographic Division, Rochester 4, N. Y. 


Gentlemen: Please send free Verifax folder 
and names of near-by dealers. 


in hours 


In | minute, for 
example, you'll get 
3 copies of any letter 
on your desk for less 
than 4¢ a copy 


heaviest, and youll never wait again 
for copies needed in a hurry. 


Your savings in retyping costs 
alone quickly pay for it 


The Kodak Verifax Printer is priced 
for every office at a surprisingly low 
$240. Your retyping costs last month 
may have added up to more. And, 
remember, your Verifax copies are 
photo-exact . . . dry, legible, black- 
on-white copies. Proofreading is un- 
necessary ... mistakes are impossible. 
A Verifax Printer is truly one of the 
greatest discoveries for today’s busy 
offices .. . one of the wisest invest- 
ments you can make! 


Price quoted is subject to change without notice. 


copying saves wherever there's paperwork 


Company 


Address 


City State 
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THIS SEAL IS YOUR 


GUARANTEE 


When Quality is a 
Must in Finished 
Die Castings 


@ Write for complete details on the 
production capabilities of one of the 
largest die casting-finishing plants 
in the nation. 


America’s great industries 
demand quality, quantity 
and fast delivery of fin- 
ished die castings. That's 
why more than a score of 
leading manufacturers in 
the refrigeration, automo- 
tive, radio-television, ap- 
pliance and plumbing 
fields rely on Grand 
Rapids Brass Company. 


Two Grand Rapids Brass 
Company plants now pro- 
duce more than 17,000,000 
plated, finished die cast- 
ings each month. 


If you require quality 
castings electroplated or 
baked synthetic lacquer 
finished delivered in 
large quantities on sched- 
ule, Grand Rapids Brass 
Company's design engi- 
neers and more than 
1,000 skilled employees 
will prove of invaluable 
help. 


Suppliers 


revolution, a social revolution, and 
a technological revolution. Truly 
the world is experiencing what Ar- 
nold Toynbee has called a “time of 
troubles.” 

Business leaders of the country 
are beginning to recognize the in- 
escapable fact that the highest cor- 
porate executive posts will not to 
any great extent be filled in the 
future by men who, though lacking 
formal education, have worked 
their way to the top. The manage- 
ment of a great corporation to-day 
requires something more than a 
thorough knowledge of the particu- 
lar business; it requires men whose 
technical knowledge and skill are 
built on the foundation of a broad 
and liberal education. 

Your recognition of these needs 
is reflected in the personnel policies 
which you follow. They are very 
different to-day than they were even 
twenty years ago. To-day, unless 
an employment officer’s hiring a 
man to fill—and to remain in—a 
narrow technical specialty, he will 
prefer a candidate with a liberal 
education to a man who has had a 
premature and half-baked collection 
of specialty courses in the mistaken 
notion that they would give him a 
better start. The one man is poten- 
tial top management material; the 
other is less promising. 


A primary requisite 


of leadership 


. . the riddle of 
the machine is the 
most solemn chal- 


L. K. SILLCOX 


Honorary Vice Chairman of the 
Board, New York Air Brake 
Company, to the graduating class, 
Illinois Institute of Technology. 


There are many persons who un- 
derstand the intricacies of an op- 
eration very thoroughly who make 
poor leaders. Leadership demands 
as a primary requisite an intimate 
knowledge of human nature. The 
response of creative leadership to 
the riddle of the machine, whether 
in world affairs or community com- 
mitments, or all the realms of soul 
and spirit, is the most solemn chal- 
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to get there fa 


that’s the time 
for Telegrams 
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High-potency VAPOSECTOR is formulated for the realist 
who has an insect problem and wants to get rid of it — 
fast! 


VAPOSECTOR is many times more concentrated than 
the standard grade AA spray —and over four times 
as economical in use. There’s no danger of contamina- 
tion or odor when used according to directions. It is non- 
corrosive and will not injure metals, finished surfaces 
or fabrics, when used as directed. 


VAPOSECTOR controls insects by “double penetration.”’ 
When used with West atomizing equipment, it be- 
comes a “dry fog” that reaches and penetrates hiding 
places, and then penetrates the insect’s outer covering 
for a permanent kill. Insects have no place to hide, no 
time to escape. Demonstrations have revealed dead in- 
sects in numbers never thought possible. 


West Atomizing Equipment (portable or perma- 
nent) has exclusive suction spray nozzles that 


produce a ‘‘dry fog’’ with uniformly sized 8-micron West can supply VAPOSECTOR, special mill sprays and 
VAPOSECTOR droplets. These nozzles use less in- fumigants, residual and contact insecticides, spray- 
secticide, cover a wider area, produce a greater kill. ing equipment — or a complete insect control program 


tailored to fit your needs! 


WANT DETAILS? 
Tear out this coupon and mail it with your letterhead. 


any I'd like a FREE copy of West’s 36-page booklet 

on INSECT CONTROL. 


I'd like to talk to a West representative about 
INSECT CONTROL — without obligation. 


42-16 West Street, Long Island City 1, N. Y. 


In Canada: 5621-23 Casgrain Ave., Montreal ~acaall 
Branches in principal cities Be 
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E LIONS SHARE ? 


In 1953 the Union Oil Company did a $325,103,000 business. 
That’s big money. Who gets the lion’s share of it? 


The employees? 


In wages and other benefits, 9,263 Union Oil employees earned 
$55,564,000. The average per employee: $5,998. 


The tax collector? 
He did all right, too. Federal and other taxes took $21,821,000. 
(This does not include $55,239,000 additional in fuel taxes 
which we collected for the government.) 


The stockholders? 
No, the stockholders did not get the lion’s share. 
They were paid $11,690,000 for the use of their money, plus 
a dividend of one share of common stock for each ten shares of 
common held. This profit was divided among more than 40,000 


people. 
Well, who did get the lion’s share? 


After we replenished working capital by $20,088,000 (over and 


above the $55,564,000 paid employees, the $21,821,000 that went 
to the tax collector and the $11,690,000 to stockholders), the 
lion’s share—or $215,940,000—was divided among more than ten 
thousand companies and individuals we do business with. 
Some went for services. Some for materials. Some for wages. 
But all of the lion’s share of Union Oil’s 1953 gross income was 
reinvested in the American economy. 
Maybe it helped make your job a better one. 


UNION OIL COMPANY 


OF CALIFORNIA 


WH Buy American and protect your standard of living. 
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A aspect of busi- 
ness activity in the first quarter of 1954 was the 
apparent reluctance of génsumers to expand their 
buying at retail. Adtthough personal after-tax 
income was abouy/1.5 per cent above a year ago, 
notwithstandipé a drop in employment, retail 
sales in theAirst quarter of 1954 averaged about 
5 per cefit below the comparable 1953 level 
(Comffass Points 13 and 24, pages 15 and 16). 

, e 8 per cent decline from a year ago in 

er capita retail sales suggested that some strin- 
gency may have resulted because there were 2.6 
million more persons to be fed, clothed, and 
housed by a smaller working force than a year 
ago (Compass Points 1 and 3). But per capita 
spendable funds were about the same as in the 


first quarter of 1953 (Compass Point 14)! 

Why then, the diminished purchases? The idea 
that some buying was discouraged by the in- 
crease in unemployment (Compass Point 6) is 
supported to some extent by the preliminary 
findings from the Federal Reserve Board’s Sur- 
vey of Consumer Finances, conducted in the 
early part of the year. Although 47 per cent 
of the consumers were in the $4,000-and-over in- 
come brackets this year, as compared with 41 
per cent in 1953, and 59 per cent had savings 
of $200 or more, compared with 55 per cent a 
year ago, still, in evaluating their own financial 
situation, the proportion of those feeling that 
they were worse off than a year ago was larger 
than in the previous survey, while those who 
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thought they were better off became less nu- 
merous. 

It is true that industrial workers were work- 
ing fewer hours than a year ago and their week- 
ly earnings were consequently reduced (Com- 
pass Points 11 and 12). Were it not for the 
reduction in personal income tax rates at the be- 
ginning of the year, the disposable income 
figures might have made a less favorable show- 
ing. But it is interesting that department store 
sales in Detroit, one of the industrial areas with 
heaviest ynemployment, were 11 per cent below 
a year ago in the period January 1 to April 3, 
while thé national average decline amounted to 
13 per cent. 

That consumers were slightly less confident 
about their future financial prospects than a 
year ago was reflected in the Federal Reserve 
Board’s Survey. The proportion of the con- 
sumers who expected their incomes to increase 
in the coming year was smaller than in a similar 
survey a year ago. While those expecting higher 
incomes outnumbered those expecting lower in- 
comes by about two to one, the comparable pro- 
portion in last year’s survey was slightly more 
than three to one. 

Still, some 48 per cent of the consumers 
planned to buy a house, a car, or spend money 
for major household furnishings, as compared 
with 56 per cent in 1953 and 42 per cent two 
years 

Potential home buyers were less numerous 
than in 1953, but they were more numerous than 
in the banner year 1952, when 1,127,000 new non- 
farm residences were built. 


Declining consumer credit... 


. may have been a major reason 
for the curtailment in retail sales. Consumers 
paid off their short-term debts at a much more 
rapid rate than they incurred new ones in the 
first quarter of 1954. Although consumer credit 
outstanding was still 8 per cent above a year 
ago, it was 4 per cent lower than in the pre- 
ceding quarter, diminishing at the rate of almost 
$5 billion a year (Compass Point 33). This com- 
pares with a slight increase in the corresponding 
quarter a year ago. 

Mortgage payments required larger outlays 
than a year ago, too. -The outstanding home 
mortgage debt at the end of 1953 amounted to 
$55 billion, according to estimates based on fig- 
ures from the Securities and Exchange Com- 
mission, some 12 per cent higher than a year 
previously. 


New car sales rose... 


... toward the end of the first quar- 
ter in accordance with the usual seasonal pat- 
tern. Although they remained below a year ago, 
new passenger car registrations were close to 
one million in the first quarter, making it the 
fourth-best first quarter in the automobile indus- 
try’s history. Car dealers’ stocks were at a post- 


14 


war peak; the need for reducing them was ex- 
pected to limit the Spring rise in factory output. 
Second quarter production was scheduled at 7 
per cent above the first quarter level; this com- 
pares with a 14 per cent gain in the comparable 
period of 1953. 

Car buyers continued to prefer cars that were 
well equipped with extras. Although the replies 
to consumer surveys were predominantly in fa- 


vor of cars with no accessories at lower prices, 
there was little indication of such preference in 
actual practise. It was estimated that sales of 
automobile accessories at wholesale might exceed 
$9 billion in 1954. 


Steel and coal operations... 


.. were sharply reduced in the first 
quarter of 1954. Resulting partly from the re- 
duction in automobile output, operating sched- 
ules in the steel industry fell noticeably below 
the year-ago level (chart on this page). And, in 
turn, coal and iron ore mining was affected by 
the slackening in steel production. The employ- 
ment of miners in the soft coal fields dropped 
17 per cent below a year ago and was 35 per cent 
below the active 1948 level. Larger than seasonal 
price reductions carried hard coal prices to the 
lowest levels since before World War II. 


An upsurge in construction... 


. was by far the most encouraging 
aspect of business in the first quarter of 1954. 
After adjustment for seasonal variation, new 
housing starts in February, at an annual rate 
of 1,180,000, were the highest in a year. They 
had increased steadily since August 1953, when 
the seasonally adjusted annual rate was at 962,- 
units. 

Building permit values, which tend to precede 
by two or three months the actual volume of 
construction, were 7 per cent above a year ago 
in the first quarter of 1954 (Compass Point 18). 
Contract awards for heavy construction were the 
highest for any quarter in history, according to 
the F. W. Dodge reports. The expansion was 
reflected in record awards for both non-residen- 
tial, residential, and public works and _ utilities 
construction. 

Total expenditures for new construction in 
the first quarter of 1954, at $7.3 billion, were 1.5 
per cent above a year ago and the highest for 


It was estimated that the use of steel exceeded 
production by about 15 per cent in the first quar- 
ter of 1954. An upturn in steel operations to about 
80 per cent of capacity was expected by early Fall; 
the first quarter rate was at 72 per cent. After 
seasonal adjustment, new construction volume in 
the first quarter was at an annual rate of $36 bil- 
lion, well above the $34 billion earlier forecast for 
the year. The steel production figures are from the 
American Iron and Steel Institute; automobile 
output from the Automotive News; electric power 
production from the Edison Electric Institute; the 
construction figures are from a joint survey con- 
ducted by the United States Department of Labor 
and the Department of Commerce. 
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39 COMPASS POINTS OF BUSI 


NESS 


Quarterly figures that are significant either for their change or their lack of change from previous levels. 
First quarter figures for most series are based upon preliminary estimates and incomplete data. 
Sources of the statistical series and additional information concerning the figures appear on pages 18 and 19. 


tFigures for this and prior dates 
tBeginning in 1937 tax refunds are deducted from receipts and are not included among « 


®Annual rate seasonally adjusted. “Quarterly figures seasonally adjusted 


are from another source and are 


rapt st 


1 2 8 9 10 
POPULA- NAM ES IN EMPL¢ Y MENT EMPLOY- EMPLOY- UNEMPLOY- CONS’ MERS’ RETAIL WHOLESALE INDUSTRIAL Table 
PION REFERENCE Civilian MENT MENT MENT PRICES PRICES PRICES STOCK PRICE 
BOOK Agricultural Nonagricultural AVERAGES Continued 
Millions Thousands Millions Millions Millions Millions Index Index Inde ’ Dollar: on Page 16 
1,655 37.6 11.4 26.2 42.9 43.3 81.03 1914 
105.1 1,711 42.0 10.5 31.5 74.0 88.1 99.78 1919 
106.5 1,821 41.3 10.7 30.6 85.7 98.1 90.04 1920 
_ 108.5 1.927 37.7T 10.87 26.9F 76.4 es 62.0 73.48 1921 
121.8 2,213 47.6 10.0 36.3 1.5 73.3 120.9 61.9 311.24 1929 
123.1 2,183 45.5 9.9 34.3 4.3 71.4 56.1 236.3 1930 
124.0 Zig 42.4 9.8 31.3 8.0 65.0 47.4 138.58 193] 
124.8 2,077 38.9 9.7 28.0 12.1 58.4 eas 42.8 64.57 1932 
130.9 2,116 45.8 9.3 35.6 9.5 59.4 99.0) 30.1 142.66 1939 
132.0 2,156 47.5 9.5 38.0 8.1 59.9 100.6 51.1 134.74 1940 
133.2 2,171 50.4 9.) 41.3 5.6 62.9 108.3 56.8 121.82 194] 
134.7 2,156 53.8 9.3 44.5 2.7 69.7 124.9 64.2 107.20 194? 
136.5 2,027 54.5 9] 45.4 1.1 74.0 134.0 67.0 134.8] 1943 
138.1 1,859 54.0 9.0 45.0 7 75.2 37.5 67.6 3.32. | 1944 
139.6 1,913 52.8 8.6 44.2 1.0 76.9 141.4 68.8 1H9.82 1945 
141.3 2,146 55.2 8.3 46.9 2.3 83.4 155.2 78.7 191.65 | 1946 
144.0 2,410 58.0 8.3 49.8 2.1 95.5 180.1] 96.4 177.58 | 1947 
146.6 2,555 59.4 8.0 51.4 2.1 102.8 192.7 104.4 179.95 | 1948 
149.2 2.684 58.7 8.0 50.7 3.4 101.8 187.7 99? 179.48 | 1949 
151.7 2.692 60.0 r 52.5 3.1 102.8 189.0 103. 16.3] | 1950 
154.4 2.614 61.0 7.1 54.0 1.9 111.0 206.8 114.8 257.64 | 195] 
157.0 7.643 61.3 6.5 34.5 1.7 113.5 210.4 111.6 270.76 1952 
159.7 2.673 61.9 6.5 35.4 1.5 114.4 ?()9. | 110.1 275.96 1953 
158.7 2.665 61.0 5.5 55.5 1.8 113.6 208.3 109.8 286.40 I 
159.6 2,663 62.0 6.8 55.2 1.5 114.1 208.6 109.5 273.00 1] _ 
160.0 2.683 62.9 7.4 55.5 1.3 114.9 210.2 110.8 68.11 at Sane 
160.7 2.691 61.6 6.4 55.3 1.5 115.1 209.3 110.0 276.32 IV | 
161.3 2,260 60.0 3.6 34.4 => 3.5 =>} 15.1 209.0 [11.0 292.97 ‘54 
11 12 13 14 15 16 17 18 19 20 
WEEKLY WEEKLY DISPOSABLE DISPOSABLE CORPORATE INDUSTRIAL ELECTRIC BUILDING EXPENDITURES GROSS Table 
HOURS EARNINGS PERSONAL INCOME _PROFITS PRODUCTION POWER PER Mi IS FOR PLANI _& NAT »N AL C: — 
Indust. Workers Indust. Workers INCOME Per Capita AFTER TAXES (PHYSICAL) PRODUCTION 120 Cities EQUIPMENT PRODUC! cannes . 
ours Dollars Billion Dollars 1953 Dollars Billion dollars Index Billions kwh Million $ Billion dollars Billion dollar: on Page 16 
49.4 11.01 33.2 894§ 1.9 33 735 38.5 1914 
46.3 22.08 63.5 934 5.7 39 ie 1.18] "sh 1919 
47.4 26.30 66.8 838 3.9 4] 56.6 1,256 86.2 1920 
43.] 22.18 52.8 730 0.0 3] 53.1 1.493 192] 
44.2 25.03 82.5 1,059 8.4 59 116.7 2.490 9.2 103.8 1929 
47.1 23.25 73.7 977 2.5 49 114.6 1.408 7.6 90.9 1930 
40.5 20.87 63.0 928 —1.3 40 109.4 1.006 4.7 79.9 193] 
38.3 17.05F 47.8 794 «3.4 3] 99.4 336 ?.6 58.3 193? 
37.7 23.86 70.2 1,067 5.0 58 161.3 1.029 5.5 91.3 1939 
38.1 25.20 75.7 1,130 6.4 67 179.9 1,104 6.5 101.4 1940) 
40.6 29.58 92.0 1,284 9.4 87 208.3 1,196 8.2 126.4 194] 
42.9 36.65 116.7 1,432 9.4 106 233.1 644 6.1 161.6 1942 
44.9 43.14 132.4 1,469 10.6 127 267.5 419 4.5 194.3 1943 
45.2 46.08 147.0 1,537 10.8 125 279.5 709 5.2 213.7 1944 
43.4 44.39 IS1.1 1,508 8.5 107 271.3 1.028 8.7 215.2 1945 
40.4 43.82 158.9 1,461 13.9 90 269.6 2.089 14.8 211.1 1946 
40.4 49.97 169.5 1,392 18.5 100 307.4 2,470 0.6 233.3 1947 
40.1 54.14 188.4 1,442 20.7 104 336.8 3,111 259.0 19458 
39.2 54.92 187.2 1,424 16.3 97 345.6 3,13] 19.3 258.2 1949 
40.5 59.33 205.8 1,509 22.7 112 388.7 4.466 20.6 286.8 1950 
40.7 64.77 225.0 1,508 20.1 120 432.3 3.654 25.6 329.8 195] 
40.7 67.97 235.0 1,517 18.6 124 463.] 3.523 26.5 348.0) 1952 
40.5 71.50 247.9 1,552 19.5 133 516.5 4.034 28.4 367.2 1953 
41.0 71.48 245.4 1,560 20.3 134* 124.8 883 6.3 363.90 
40.7 71.39 247.7¢@ 1,559e 20.8¢ | 36* 126.2 1.143 7.3 371.4e 53 
4().2 71.40 249.80 | 19.60 134* 131.3 1,079 7.1 369.5e 
4().2 71.76 249 30 1.5390 19.0¢ | 29* 1 34.1] 929 7./ 
39.5 70.78 248.7¢ => 1,537e | )4* 133.0 948 => 339.5 | 54 


rictly comparable with later data, 


nditures. 


SSerses revised trom this date. 


? 
at : 
* 
ite 
~ 
* 
i 
: 
INF 
4 
a 
t 
«<3 
ny 
i 
i 
th 
i H 
! 
| 
| | 
| 
| | 
| 
| 
age i 
| 
| 
i 
| 
{ 
i 
= 
4 
| 
« <a 
| 
f 
* 
| 
= 
- ” 
4 
3 
f 
= 
an 
We : 
v4 
at 
Ae 
4 
i 
Th 


SALES INVENTORIES 
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CREDIT DEPOSITS ON FAILURES OF FAILURE 


1914 
1919 
1920 
1921 
1929 
1930 
193] 
1932 
1939 
1940 
194] 
1942 
1943 
1944 
1945 
1946 
1947 
1948 
1949 
1950 
195] 


Million 
dolla: 


Million 
dollars 
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RECEIPTS EXPENDITURES FEDERAL 


DEBI 
Billion dollars 


Outstanding 


Billion Dollars 


COMMERCIAL 


BANKS 


Billion Dollars 


OUTSIDE OF 


BANKS 
Million $ 


ADJUSTED 


Million $ 


BUSINESS LOANS 
’er cent 


Number 


Million $ 


1,533 


10,082 


18,280 


357.9 


9,152 


18,515 


3,593 


17,624 


6.58 


6,451 


113.3 


6.695 


6,403 


28.1 


4,105 


19,616 


6.68 


8,881 


295.1 


9.625 


26.1 


3.677 


17,113 


5.53 


19,652 


627.4 


033 


35. 


> 


22,809 


5.83 


22,909 


483.3 


178 
5,190 
006 


34. 


29. 


3,605 
4,470 
4.669 


20,967 
17,412 
15,728 


4.85 
4.30 
4.71 


26,355 
28,285 
31,822 


668.. 
736.. 
Q28.. 


8,966T 


6,401 


29,793 


2.10 


14,768 


9 183 
13,387 
34,187 
79,622 
95.315 
98.703 


7,325 
9 615 
13.946 
18,837 
23,505 
26,490 


34,945 
38,992 
48,922 
60,803 
66,930 
75,851 


2.10 
2.00 
2.20 
2.60 
2.40 
2.20 


13,619 
11,848 
9.405 
3,221 
] 


810 


60,703 
39,289 
33,791 
40,057 
40,167 
44.633 


26,730 
26,476 
26,079 
25,415 
25,398 
26,303 


83,314 
87,121 
85,520 
85,750 
92,272 
98,234 


2.10 
2.10 
2.50 
2.70 
2.70 
3.10 


1,130 
3,476 
3,252 
9,246 
9,162 
8,058 


1952 2.12 66,145 259, 25. . 27,500 101,500 3.50 7,611 
1953 5,2 74,607 267. 28. 27,800 103,300 3.70 8.862 
11.042 17,519 25. 26,900 97,400 3.54 2,077 
16,973 20,59] 266. er. 27,100 97 200 3.73 2,207 
13.917 18,229 273. ; 27,500 98,100 3.74 2,110 
12,536 17,287 q 27,800 103,300 3.76 2.468 


20,000 17.800 27400 99 000 3.70 2,895 


> Ouarterly figures that are significant either for their change or their lack of change from previous levels. 
First quarter figures for most series are based upon preliminary estimates and incomplete data. 
Sources of the statistical series and additional information concerning the higures appear on pages 18 and 19, 


tPigures for this and prior dates are from another source and are not strictly comparable with later data. 
tB ginning in 1937 tax cretuncds are deducted from receipts and are not included among expenditures. 
®\nnual rate seasonally adjusted. “Quarterly figures seasonally adjusted. §Series revised from this date. 
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any first quarter in history. Seasonally adjusted, 
they were at a record level for any quarter. 


Business expansion plans... 


. were not materially affected by 
the continued evidence of recession in the first 
quarter of 1954. Spending for new plants and 
equipment was slightly above a year ago, and 
slightly higher than the advance estimates by 
business last Fall (Compass Point 19). For the 
second quarter of 1954, business outlays for new 
facilities are scheduled at $6.9 billion, some 5 
per cent below a year ago. 

With the exception of the electrical machinery 
and transportation equipment industries, manu- 
facturers generally expected a moderate retrench- 
ment in capital spending for the year 1954. While 
the manufacturers of primary metals planned 
to expand at a rate about 25 per cent below that 
in 1953, their programs were noticeably larger 
than in the years before Korea. The railroads’ 
hxed investment programs are expected to de- 
cline more sharply than those for any other indus- 
try to the lowest level since 1947. Contrastingly, 
commercial building will continue to boom. 


A pickup in new orders... 


... halted the nine-month downward 
slide in new business in durable goods manufac- 
turing. After allowance for seasonal variation, 
new orders for durable goods in February rose 
12 per cent above the January level. While the 
expansion was general among the heavy indus- 
tries, it was most pronounced in fabricated 
metals and electrical machinery. New orders for 
electrical machinery came within 3 per cent of 
reaching the year-ago volume, compared with a 
34 per cent drop for the durable goods indus- 
tries as a whole. 

There was no similar reversal of the sixteen- 
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month-old downturn in unfilled orders. How- 
ever, the rate of decline slackened noticeably. In 
February, the gap between new orders and ship- 
ments, which had ranged from $2-$2.5 billion 
in preceding months, fell to $1.5 billion. 

That there was an abatement and levelling off 
in the industrial business decline was the con- 
clusion drawn from responses to a survey con- 
ducted in March by the National Association of 
Purchasing Agents. Order increases overbal- 
anced decreases by almost two to one. While 
there was no evident inclination to expand in- 
ventories, adjustments of unworked materials to 
current requirements had apparently been com- 
pleted by many companies. The majority of the 
purchasing agents thought that business activity 
in the second quarter of 1954 would be higher 
than in the first quarter. 


For the near future... 


. the outlook appeared favorable. The op- 
timism of investors is reflected in the spectacular 


"46 


The per capita figures for spending and savings 
are an interesting measure of general economic 
growth; it should be remembered, however, that 
they are averages, and like all averages, tend to 
distort reality. It was determined in a recent sur- 
vey by the United States Savings and Loan League 
that 41 per cent of the families in this country de 
not have savings accounts. The savings figures in 
the chart include insurance, and holdings of se- 
curities, as well as cash and bank deposits; they 
are based on data from the Securities-and Ex- 
change Commission. Figures for personal spending 
are prepared by the Office of Business Economics; 
the per capita estimates of spending and savings 
are based on the Census population data. 


PERSONAL SPENDING AND SAVINGS 


PER CAPITA IN CONSTANT (1939) DOLLARS 


— 800 


400 


424 St S2 


mum PERSONAL CONSUMPTION EXPENDITURES 


rise in stock prices to new record highs (Com 
pass Point 10). The high levels of construction 
and income help to strengthen the prospects for 
high-level activity. Goods were purchased by in- 
dividuals, business, and the Government at the 
rate of more than $4 billion a year faster than 
they were produced in the first quarter of 1954. 
This decumulation compares with the $6 billion 
a year excess of output over purchasing which 
characterized the peak second quarter of 1953. 
If consumption remains at current levels, or in- 
creases, within the next few months, an upturn 
in production should logically follow. 

The view that the current recession will have 
spent itself by early Fall was shared by a num- 
ber of business leaders. An upturn sometime be- 
tween July 4 and Labor Day was expected by 
Sumner Slichter, professor of Economics at 
Harvard University. While he did not specify 
the time for an expansion, Arthur Burns, Chair- 
man of the Council of Economic Advisers, stated 
in a March speech that “a foundation is being 
laid for a new economic advance.” 
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You sell your 


trademark when you 
give ZIPPO 


New Zippo Barcroft... 
sumptuous gift for executives 


Get hard-hitting frequency of impression for your trademark! Have it 
engraved in full, rich color on the satin-smooth surface of a Zippo — 


Sources of the Statistical Data 


CENSUS Poputarion: U. S. Bureau of 
the Census, mid-period estimates of total 
population including armed forces overseas— 
2. NAMES IN REFERENCE Book: Dun & Brad- 
street, Inc. annual totals from July Book, 
other from Book nearest the end of the 
quarter, 


EMPLOYMENT 3. Crvitian’ Emp toy- 
MENT: U.S. Bureau of the Census, data prior 
to 1929 from National Industrial Conference 
Board; monthly averages of noninstitutional 
population 14 years of age and over who 
were at work, temporarily absent because of 
sickness, strike, or vacation, or with instruc- 
tions to report for work within 30 days—4. 
AGRICULTURAL EMPLOYMENT: U. S. Bureau 
of the Census, data prior to 1929 from 
National Industrial Conference Board; 
monthly averages of those employed in agri- 
culture—5. NONAGRICULTURAL EMPLOYMENT: 
U. S. Bureau of the Census, data prior to 
1929 trom National Industrial Conference 
Board; monthly averages of those employed 
outside of agriculture—6. UNEMPLOYMENT: 
U. S. Bureau of the Census; monthly aver- 
ages of those not at work but looking for 
work, also includes those who would have 
sought work except for temporary illness, 
belief that no work existed, or waiting to 
return from an indefinite lay-off 


PRICES 7. Consumers’ Prices: U. S. Bu- 
reau of Labor Statistics; Revised series; aver- 
age cost of some 300 goods and services pur- 
chased by moderate income tamilies, as a 
per cent of the 1947-1949 level—&. RETAIL 
Prices: U. S. Office of Business Economics, 
based upon data collected by other Govern- 
ment agencies; average prices at retail stores 
as a per cent of the 1935-1939 level—9%. 
WHOLESALE Prices: U. S. Bureau of Labor 
Statistics; average wholesale prices of some 
2,000 items as a per cent of the 1947-1949 
level—10. INpusTrRiAL Stock Prick AveErR- 


Business Economics; personal 


AGEs: Dow-Jones & Company; daily average 
of the prices of 30 industrial stocks 


INCOME 11. Werxty Hovrs: U. S. Bu- 
reau of Labor Statistics; average workweek 
for production workers, includes hours 
worked in overtime.—12. WEEKLY EARNINGS 
oF INDusrRIAL Workekrs: U.S. Bureau of La- 
bor Statistics; average tor production workers 
before any payroll deductions, reflects length 
of work week and hourly earnings—13. D1s- 
POSABLE PeRsonaL INcomMeE: U. S. Office of 
income re- 
maining after deduction of taxes and of non- 
tax payments to government such as fines, 
licenses—14. DisposaBLe INCOME PER CapI- 
TA, 1953 Dortars: Compiled by dividing 
Series 13 by the items in Series 1 and adjust- 
ing results for changes in Consumers’ Prices, 
Series 7—I15. Corporate Prorits AFTER 
Taxes: U. S. Office of Business Economics; 
total corporate profits after deducting all tax 
liabilities 


PRODUCTION 16. Inpustriat Propuc- 
TION (PuysicaL): Federal Reserve Board; 
average physical volume of manufacturing 
and mining output as a per cent of the 1947- 
1949 level—17. ELectrric Power Propuc- 
TION: Federal Power Commission; total pro- 
duced by utilities and industrial establish- 
ments excluding hotels, office buildings, and 
other commercial establishments—18. ButLp- 
ING PerMitTs, 120 Crries: Dun & Bradstreet, 
Inc.; total value of permits issued in 120 re- 
porting cities—19. ExpENDITURES FOR PLAN’ 
AND EquipMENT: U. S. Department of Com- 
merce and Securities & Exchange Commis- 
sion; totals for private industry excluding 
agriculture—20. Gross NaATIoNAL Propucr: 
U. S. Office of Business Economics; total 
market value of all goods and services pro- 
duced by the economy before any deduc- 
tions for depreciation 


as a business gift, or an incentive award for those in your firm. 


It means putting your mark of quality on a quality product! Zippos 
are so superbly built that they are actually guaranteed to work forever! 
Your customers will use them constantly indoors and out — on all busi- : 
ness and social occasions. And the older a Zippo gets, the more its 


owner will cherish it! 


50,000 FIRM 
SPEED SWEEP 


ZIPPO MANUFACTURING COMPANY = ar | 
BRADFORD, PA. | ~~ | 


In Canada: Zippo Manufacturing Co. 
Canada Ltd., Niagara Falls, Ont. 


"Tirrany STANDS 


ESPECIALLY DESIGNED 


That means long, long mileage for your gift, at very modest in- 
vestment. Each time a Zippo flashes into flame — 20... 40... 60 times 
a day — your products and services will be remembered! Send the 
coupon now! 


FOR TODAY’S OFFICES 


Genuine Zippo Fluid and Flints 
make all lighters work better 


ZIPPO MANUFACTURING CO. 
Dept. D-23, Bradford, Pa. 


a 
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Please give me full information about business gift Zippos — prices in large or small TODAY'S OFFICE MACHINES 
quantities, time of delivery, opportunity to use color, and the help your design depart- : 
ment will give us in making a beautiful and distinctive gift. 
Tiffany's many unique features and 
sturdy all-steel construction make it 
first choice of office workers and 
_ management everywhere. Tiffany 
; Stands are precision engi- | 
neered to give years of | 
ON SALE AT} trouble-free service. : 
BETTER Literature on request. 


DEALERS 
TIFFANY STAND CO. 


Nome 


Sweeps faster, cleaner, 
Outlasts Ordinary Brushes 3 to 1! 


Firm 


Address 
WRITE FOR STYLES, SIZES AND PRICES TODAY 
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EVERY WHERE 


_ Milwaukee Dustless Brush Co. 


530 N. 22ND ST., MILWAUKEE 3, WIS. 


F 
4 
Se 
q 
4 
| is 
re 
| 
| 
bat 
wi 
mat 
| 
3 
4 
Be 


SALES 21. Farm Income: U. S. Bureau of 
Agricultural Economics; total receipts from 
farm marketings, CCC loans, and Govern- 
ment payments—22. Exports: U. S. Bureau 
of the Census; total of all merchandise—23. 
Imports: U. S. Bureau of the Census; total 
of all merchandise-——24. Reram Saves: U. S. 
Office of Business Economics and Bureau of 
the Census; data prior to 1929 from Kuznets 
“National Income and Its Composition’; 
total sales of all retail stores—25. WuHuoLe- 
SALE Saces: U. S. Office of Business Eco- 
nomics; total sales of all wholesalers—26. 
MANUFACTURING SALEs: U. S. Office of Busi- 
ness Economics, data prior to 1929 from 
Kuznets “National Income and Its Composi- 
tion”’; total of all manufacturers’ sales 


INVENTORIES 27. Reram INveENTorIEs: 
U. S. Office of Business Economics; book 
value at end of period—28. WHOLESALE IN- 
veNnToriEs: U. S. Office of Business Eco- 
nomics; book value at end of period—29. 
MANUFACTURING INVENTORIES: U. S. Office 
of Business Economics; data prior to 1929 
from Kuznets “National Income and Its 
' Composition’; book value at end of period 


FEDERAL Feperat Receipts: U. S. 
Treasury Department; annual totals are for 
fiscal years, quarterly totals are for calendar 


quarters—31. Feperat Expenpiture: U. §. 
Treasury Department; annual totals are for 
fiscal years, quarterly totals are for calendar 
quarters—31. Feperat Expenpirures: U. 
Treasury Department; annual figures are at 
end of fiscal years, quarterly figures are at 
end of calendar quarters 


FINANCE 33. Consumer Crepir: Federal 
Reserve Board; total consumer credit out- 
standing at end of period—34. Loans oF 
ComMMERCIAL Banks: Federal Reserve Board; 
volume of loans outstanding from all com- 
mercial banks at end of period—35. Cur- 
RENCY OurTsipe oF Banks: Federal Reserve 
Board; volume outstanding at end of period 
—36. DeMANpD Deposits Apyustep: Federal 
Reserve Board; total at end of period exclud- 
ing interbank and Government deposits and 
cash items in the process of collection—37. 
ComMMERCIAL Loan Rates: Federal Reserve 
Board: annual rates on short-term loans in 
19 cities including New York. 


FAILURES 38. Business Fartures: Dun & 
Bradstreet, Inc.; total number of industrial 
and commercial failures—39. LIABILITIES OF 
Fartures: Dun & Bradstreet, Inc.; total cur- 
rent liabilities excluding long-term publicly 
held obligations 
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If you will compare the advantages of 
this ‘“‘moving belt of interlocking 
steel”, you can readily see why the 


Here’s Why — 


POSITIVE TRACKING — always runs in 
a straight line — no weaving, buckling, 
stretching, creeping, 


SLIP PROOF DRIVE — Weld-Bilt steel 
sprocket positive-engagement drive 
avoids any chance of slippage — for 
positive, accurately timed movement at 
any selected speed. 


MODERN 


STEEL-BELT CONVEYOR 


WELD-BILT is today’s most important new aid to materials moving. . . 
Far superior to other types of conveyor equipment. 


UNLIMITED BELT LIFE — Weld-Bilt con- 
veyor surfaces are solid sheets of heavy 
steel or stainless steel to carry heaviest, 
roughest loads through years of service 
with minimum replacement expense. 


FRICTION —— NIL! — Individual links 
ride on ball bearing rollers in grease 
sealed raceways — for easier, smoother 
Operation — at low power cost. 


Write for bulletin and further details. 


WEST BEND EQUIPMENT 
Handling 


This Conveyor will serve you © 
BETTER — LONGER 


CORP. 


303 Water Street, West Bend, Wisconsin. 


Interlocking 
steel-slat 
construction 
assures extra 
protection and 
| longer life at 
lower cost* 


Kinnear Smooth coiling 

Rolling floor and wall 
Doors 


usable 


space fully 
all times 


5 


~ 
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With Kinnear Rolling Doors, all | ms, 

overhead space remains clear for | — ———— 

hoist, crane or coaveyor equipment or 
other superstru-ture. No floor or wall 


space is lost inside or outside df 3 =< = 


Kinnear Rolling Doors because they 
open straight upward, Light from 
overhead fixtures is never obstructed. 


Kinnear Rolling Doors coil com- 
pactly, directly over the door lintel. 
Edges of the steel curtain are securely 
anchored in tracks from floor to lin- 
tel, insuring secure closure and extra 
protection against fire, intrusion and 
the elements. Kinnear’s smooth up- 
ward action assures easy manual lift, 
chain or crank operation, and is ideal 
for time-saving electric control, using 
Kinnear Motor Operators with push- 
buttons at any number of convenient 

oints. Kinnear Rolling Doors are 
built any size . . . easily installed in 
old or new buildings. Write today 
for full details. 


DOUBLE PROTECTION 
AGAINST THE ELEMENTS 


Kinnear Steel Rolling Doors are heavily 
galvanized (1.25 oz. of zinc per sq. 
foot, as per ASTM standards) to pro- 
vide a long-lasting weather-resistant 
surface. In addition Kinnear Paint 
Bond, a special phosphate application, 
provides for easy, thorough paint cov- 
erage and lasting paint adhesion. 
Records show that many Kinnear 
Rolling Doors have been in continuous 
service for 20, 30 and 40 years. 


The KINNEAR Manufacturing Co. 


FACTORIES: 
1500-20 Fields Avenue, Columbus 16, Ohio 
1742 Yosemite Ave., San Francisco 24, Calif. 
Offices and Agents in All Principal Cities 
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One of the leaders in the microfilm 


LETTERS &@ Ue 


ELECTRONICS 
Milwaukee 1, Wisc. 
Dear Sir: 

Centralab is one of the acknowl- 
edged top suppliers of component 
parts to the electronic industry and 
I was, therefore, very much inter- 
ested in Miss Annesta R. Gardner’s 
article on page 48 of the March issue. 

... You covered, in a very excel- 
lent manner, the advances in min- 
jaturization and new production 
techniques up to a certain point and 
that point I would like to bring to 
your attention. 

... You illustrate and comment 
rather extensively on the project 
Tinkertoy, (which) stems from the 
original work and continuing work 
which we did with the Bureau of 
Standards as far back as 1942. This 
work we developed into our line of 
product which we call “Printed 
Electronic Circuits,” (which) have 
been used extensively by all seg- 
ments of the electronic industry 


since 1949 when we went into vol- 
ume production, and since have sup- 
plied the industry with 36,000,000 
Electronic Circuits. 

W. S. Parsons 

President 


Centralab Division Globe-Union 


LOOSELY SPEAKING 
Kearny, N. J. 
Dear Sir: 

The last sentence of Mr. Edward 
Salver’s letter in your March issue 
implied (the inference was mine) 
that he, too, was amused by the 
presence in the January issue of 
both (1) an article on “Effective 
English,” and (2) the use of “infer” 
as a synonym for “imply.” I was 
more disturbed than amused at 
your defense of such usage. 

May I offer the following in sup- 
port of Mr. Salver. My dictionary 
(Webster's Collegiate) lists as one 
of the definitions of “infer”: “to 
imply, to hint”—but preceded this 


Treat Belts Regularly with 


BELTRACTION 


LIQUID BELT TREATMENT 


When the belts that drive your drills, punch 
presses, grinders, compressors, lathes and other 
machinery slip, you waste not only power and 
fuel but also time. A slipping belt can reduce 
machine output as much as 70%. 


BELTRACTION Liquid Belt Treatment pre- 
vents belt slippage and permits increased feeds 
and speeds and assures greater output per 
machine. Use BELTRACTION regularly for 
increased profits. Order some today! Write for 
descriptive folder. 


BELTRACTION COMPANY 20, 


industry, as well as the office systems field, 
Diebold, Incorporated is uniquely qualified to sell and 
service the Filmsort system of unitized microfilm. 


4 


It is our sincere conviction 
thai the relationship between Diebold, Incorporated 
and Filmsort will enable us to find new and 
better ways of using microfilm in modern business and 
industry, and to give finer and more complete service 
to our many customers here and abroad. 


PEARL RIVER + NEW YORK 
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Recordak 


4 


keeps track of every shipment... saves $5,000 per year 


Bookkeeping used to be the Moledzky Transportation 
Company’s biggest headache—city trafhe included. 


This firm, one of the oldest serving New York’s gar- 
ment center, picks up merchandise in hand-pusher trucks 
and forwards it by motor truck to stores, piers and other 
terminals. Records are exchanged at every step... and 
the bookkeeping department must keep tabs on it all. 
This was a tedious and costly task when information 


was transcribed by hand. 
How a $600 per year investment pays off 


The simple act of dropping the manufacturer’s shipping 
ticket and the corresponding delivery receipt into a Recor- 
dak Microfilmer ended Moledzky’s big headache. No check- 
sheets to keep . . . no transcription errors .. . no signatures 
misinterpreted. One clerk handles over 3,000 tickets and 
receipts per day and still has hours left for other work. 
Reference is much faster, too. Moledzky’s film records are 
filed at the finger tips . . . ready for immediate review in a 
Recordak Film Reader. 


Total microfilming costs are less than $600 per year— 
the savings $5,000. As the Moledzky Transportation Com- 


pany sums it up: “We give our customers fast, accurate 
service at lowest possible cost, and a Recordak Systems 
Man showed us how.” 

Can Recordak Microfilming cut your costs? In all 
probability, yes! For this truly amazing process is now sim- 
plifying routines for 65 different types of business .. . 
thousands of concerns. And the chances are some of these 
routines are similar to yours. You should see a Recordak 
Systems Man soon! 


Write for full story including facts on the line of Recordak 
Microfilmers designed for all requirements, all budgets. 
Recordak Corporation (Subsidiary of Eastman Kodak Com- 


pany) , 444 Madison Avenue, New York 22, N. Y. 


SRECORDEK 


(Subsidiary of Eastman Kodak Company) 
originator of modern microfilming 
and its application to business systems 


**Recordak” is a trade-mark 


MAY 1934 
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Grumman F9F-6 Cougar 
Swept-Wing Jet Fighter 


How a noted 
aircraft firm cut 
production order lag 
more than 807% 


Grumman Aircraft Engineering Corpora- 
tion shifted production parts orders from 
a manual typing operation to a punched 
card tabulator system printing directly 
On continuous Colitho offset duplicating 
plates. A work load two-and-one-half 
times greater than wartime peak is now 
being handled with a staff increase of 
only 20%. Lag time has been cut from six 
months to one month! 


A tabulator work day of 16 hours 
means rush! Colitho plates stand up to 
this kind of schedule. They're easy to 
prepare — give good, legible copies 
right from the start and deliver uniform 
reproduction—sharp and clean! 


This case history demonstrates the 
economy and efficiency that countless 
businesses now enjoy through the use of 
Colitho plates. We have a collection of 
these factual stories which you will find 
packed with valuable ideas. May we 


‘send them to you? Use the coupon and 


you'll receive your copy of the Colitho 
Idea File promptly. 


Colitho Division 


Nome 


THE “ONE-WRITE” WAY TO RUN A BUSINESS 


COLUMBIA RIBBON AND CARBON MFG. CO., Inc. 
805 Herb Hill Road, Glen Cove, N. Y. 


Okay, rush the Colitho Idea File. 


Company 
Address 


City 


definition with the italicized word 
“erroneously.” Webster also shows 
another meaning of “infer” to be 
“to show by implication; to imply,” 
adding the somewhat less damning 
qualification “not now in careful 
use.” Which of the above meanings 
you intended would, it seems, serve 
only to determine whether your use 
of “infer” was downright wrong or 
merely careless. 

Whether or not the uses of a word 
can be justified by appeal to col- 
loquial or obscure dictionary mean- 
ing is beside the point insofar as 
my complaint is concerned. It is 
rather that to preserve an effec- 
tive Engish language, it is neces- 
sary to preserve sharp definition 
in the meaning of words. The wear 
of everyday usage is constantly 
tending to dull meanings, frequent- 
ly by the uses as synonyms of words 
which have different connotations. 
Most of us are at times guilty of 
careless use of words, but we look 
to publications such as yours to 
resist the trend. Your reply to Mr. 
Salver encourages it. Let’s face it, 
the primary meanings of “imply” 
and “infer” are not the same. (In 
a sense, they could be called oppo- 
sites. ) 

Wallace H. Cox 
Wilkata Folding Box Co. 


INCENTIVES 
Cleveland, Ohio 
Dear Sir: 

We are extremely interested in 
your fine article on “Worker Atti- 
tude on Incentives” [December is 
sue|. We believe you have hit the 
root of the problem as far as sell- 
ing the unit time-study rate to the 
worker on a new or changed job. 
We were also interested in your 
article on the union’s attitude. We 
would like to see more said on this 
subject, particularly among those 
touchy points of which, it seems 
to me from my experience, there 
must be a better understanding if 
we are ever to have a truly fair and 
honest incentive system covering an 
honest distribution in the pay of 
production time versus downtime. 

I believe the greatest single stum- 
bling block between management 
and labor in an incentive system 
is the leveling factor used on a 
man when he is being time-studied 
to determine whether he is putting 
out a subnormal, normal, or abnor- 
mal effort. Unions have contended 
for years that a man should be 


The NEW EXECUTONE 
Intercom saves time, 
increases output! 


Add up all the time that’s lost by key 
personnel running back and forth for 
information. Add up the time wasted 
by switchboard “bottlenecks.” 

The NEW EXECUTONE turns this lost 
motion into productive working time 
with convenient, instant voice-to-voice 
contact. 

Get “Inside” Calls 
off your Switchboard 
With EXECUTONE you talk to any de- 
partment as often as necessary... free- 
ing your switchboard for “outside” 
calls. Voices are amazingly crisp and 
clear. Low cost Executone quickly pays 
for itself in dozens of ways. Get the 
whole story—no obligation! 


COMMUNICATION AND 
SOUND SYSTEMS 
Inc., Dept. E-5 
415 Lexington Ave., New York 17, N. Y. 
Without obligation, please send me data 
on Executone for: 
[] INTER-OFFICE COMMUNICATION 
[] SWITCHBOARD RELIEF 
[] INTRA-PLANT COMMUNICATION 
LOCATING PERSONNEL 


NAME TITLE 


FIRM 


ADDRESS CITY 


In Canada—331 Bartlett Ave., Toronto 
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*By actual mechanical measurements, of 
inch ounces of energy for key, space bar 
and carriage return operations. 


electric 
pewriter 


The wear-and-tear you save your typists when you switch 


from manual typewriters to fast IBM Electrics means big 
dollar savings to you. 

Actually, IBM’s easy, fingertip touch and electric con- 
trol greatly increase typing production through saving 
95.4 per cent of the energy required to operate a manual 
typewriter. A whole hour’s typing on an IBM requires less 
energy than 3 minutes on a manual!* 

Add to this the benefits of finer-looking work, better 
morale among your staff, greater prestige among your Cus- 
tomers, and it’s easy to see why business firms have bought 
more than 3 times as many IBM’s as all other models of 
electric typewriters combined! 

For full information, write Dept. MD-1 International 


Business Machines, 590 Madison Ave., New York 22, N. Y. 
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new improved PORTABLE 


PAPER GATHERING MACHINE 


saves time 


and expense... 


ANYWHERE... 
ANYTIME! 


FEATURES 


Light weight and compact—occu- 
pies only 16’x 27” of desk space. 


Special tilted bins, and patented 
Ejectomatic feed—assure smooth, 
dependable operation. 
Hand lever can be located on 
either right or left side — for 
operator's maximum convenience. 
No set up time — always ready 
for use. 
1-year guarantee maintenance 
costs practically non-existent. 
Permits collating of both 
and 82x14” sheets. 


FREE Check coupon for Dem- 
onstration and/or Collating 
Analysis Sheet. Shows you how 
to save up to 50%. Also avail- 
able, free bulletins on new 
Table-Top, Floor, and high- 
speed Tandem models. No obli- 
gation, of course. 


Floor models available in 
capacities from 5 to 32 bins. 


Available in both 
5 and 8 bin models. 


Most companies recognize the fatigue and 
confusion created by the task of assem- 
bling sales bulletins, price lists and other 
types of duplicated papers into sets .. . 
yet may not realize that often hundreds or 
thousands of dollars of needless expense 
is involved. 

Now, with this light weight, portable 
Thomas Table-Top Collator, you can add 8 
extra helping hands to a paper assembling 
job. One operator... working easily and 
comfortably . . . gathers completed sets 
twice as fast as by old-fashioned hand as- 
sembly methods, with verified savings to 
50%. The Table-Top is accurate too... 
permits a constant check on every collated 
set so that blank or misprinted pages don’t 
slip through ... and so simple that anyone 
can operate it. 

To get all the facts, return the 
coupon today! 


Specialists in Paper Gathering 


135 Sales and Service Offices 
® from Coast to Coast 


THOMAS COLLATORS, INC. 
30 Church St., Dept.R, New York 7, N. Y. 
|! am interested in: 


Table Model 
Floor Model 


[_] Demonstration at my plant 
Collating Analysis Sheet 
Tandem Model 


Your Name 
Company 
Street 


City 


studied for the actual time he takes 
to do the job. We all know this is 
not a fair request and while they 
understand all the reasons for level- 
ing or rating factors, they continue 
to give more resistance to this single 
factor than anything else in connec- 
tion with time-study problems. 

The second more important phase 
and one in which there is a wide 
difference of opinion between the 
company, the union, and the worker 
is whether or not a change in the 
feeds and speeds is a legitimate 
change in method. 

Third, the continuous question 
raised by the union and the worker 
on a time-study problem is the ques- 
tion of fatigue and time fatigue. 
We are talking about the weight of 
the material being handled and not 
the normal personal allowances, 
wash-up time, and so on, normally 
considered in every time study. It 
has been our opinion that the mat- 
ter of weight, or fatigue, as the 
union calls it, is something which 
should be compensated for in the 
rate of the classification covering 
the work being performed and not 
in the individual time studies. 

Also, there should be a_ better 


understanding that under an incen- 
tive plan we do not guarantee the 
worker eight hours of production 
at incentive rates if we have ma- 
chine trouble, or other so-called 
waiting time beyond the control of 
the company. The workers and the 
union would like to have their nor- 
mal piece-work average rate, while 
the company insists upon the nor- 
mal day rate for the job because a 
man is not working at an incentive 
pace 
. These are some of the prob- 
lems into which we have run and 
we think a better understanding 
must be arrived at between manage- 
ment and labor if an incentive sys- 
tem is ever to work fairly and 
honestly. 
L. D. Ogle 
Personnel Manager 


The Oliver Corp. 


CORRECTION 
Washington, D. C. 
Dear Sir: 

I read with interest your article 
on the “Trend of Business” in the 
March 1954 issue of Dun’s Review 
AND Mopern Inpbustry. On page 69, 
reference is made to the Bureau of 


WHEEL CONVEYOR 
at a NEW LOW PRICE 


(for a limited time) 


per 10-foot section* 
12" Width 


iS BEST 

FOR YOUR 
DOLLAR! 
Made by the 
makers of 
LIFT TRUCKS 


PALLET TRUCKS 
(hand & power) 


POWER FORK TRUCKS 
TRACTORS 

TRAILERS 

FLOOR TRUCKS 


the principal cities 


*Prices of curves, stands and 
5-foot sections on request. 


56 yeors in the Materials Handling business 


Bottlenecks in business de- 
stroy profits! Speed in the 
loading, unloading and mov- 
ing of YOUR merchendise is 
the factor that breaks bottle- 
necks in handling operations, 
and gives you an even flow 
of production. 


F.O.B. EVERETT 


Representatives in all 


BREAK THE BOTTLENECK OF 
SLOWED-UP LOADING WITH A 


MARFORGE LOAD-VEYOR 


Market Forge LOAD-VEYORS are the *‘magi¢ 
carpet’’ of material handling operations . . . 
your loads literally ‘‘flow’’ to their proper 
destination. If you want to save money at the 
profit end of production, use the MARFORGE 
**Load-Veyor’’ system — it's the lightest, 
strongest, most economical conveyor you 
can use. 


SEND FOR CATALOG 


Market 


MATERIALS HANDLING DIVISION 
35 Garvey St., Everett 49; Mass. 
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New 


evrolet Trucks 


are powered and priced 
to save you plenty! 


-~ 


When it comes to saving money, you just can’t beat a new 
Chevrolet truck. Here are two good, sound reasons why 
this is true— 
YOU SAVE AT THE START 

In fact, your savings start the moment you close the deal 
for your new Chevrolet truck. That’s because Chevrolet 
is America’s lowest-priced line of trucks. And yet, no 
other truck at any price offers you all the new features and 
advantages you get in these great new Chevrolet trucks. 


MOST TRUSTWORTHY TRUCKS ON ANY JOB! 


CHEVROLET 
ADVANCE-DESIGN 
TRUCK FEATURES 


YOU KEEP RIGHT ON SAVING 


You save on operating costs with thrifty new high- 
compression power... on upkeep costs with new chassis 
ruggedness. And you get these savings with every new 
Chevrolet truck—from light delivery models to heavy- 


duty haulers. In addition, Chevrolet trucks traditionally 


put you dollars ahead at trade-in time. 

Aren’t these the kind of savings you want in a truck? 
Talk it over with your Chevrolet dealer soon. ... Chevrolet 
Division of General Motors, Detroit 2, Michigan. 


THREE GREAT ENGINES— The new “Jobmaster 261” engine* for extra heavy hauling. The ““Thriftmaster 
235” or “Loadmaster 235” for light-, medium- and heavy-duty hauling. NEW TRUCK HYDRA-MATIC TRANS- 
MISSION* — offered on and 1-ton models. Heavy-Duty SYNCHRO-MESH TRANSMISSION —for fast, 
smooth shifting. DIAPHRAGM SPRING CLUTCH—improved-action engagement. HYPOID REAR AXLE — for 
longer life on all models. TORQUE-ACTION BRAKES —on all wheels on light- and medium-duty models. 
TWIN-ACTION REAR WHEEL BRAKES—on heavy-duty models. DUAL-SHOE PARKING BRAKE— greater holding 


ability on heavy-duty models. NEW RIDE CONTROL SEAT*—eliminates back-rubbing. NEW, LARGER UNIT-DESIGNED PICKUP AND PLATFORM 
STAKE BODIES— give increased load space. COMFORTMASTER CAB— offers greater comfort, convenience and safety. PANORAMIC WIND- 
SHIELD—for increased driver vision. WIDE-BASE WHEELS—for increased tire mileage. BALL-GEAR STEERING — easier, safer handling. 


ADVANCE-DESIGN STYLING —rugged, handsome appearance. 


*Optional at extra cost. Ride Control Seat is available in standard cabs only, “‘Jabmaster 261’’ 
engine on 2-ton models, truck Hydra-Matic transmission on '/)-, ¥/4- and 1l-ton models. 
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A FIGHTING MACHINE 


That’s TorNADO. Clean 


A modern, all-weather jet fighter like the Northrop Scorpion F-89D is 
virtually a flying electronic laboratory. When this continental defender 
goes into action there can be no margin for error. A fragment of insula- 
tion or foreign material in electrical elements or control equipment can 
make the difference between success or failure of a mission. That’s 
why a precaution like Tornado cleaning during assembly is good 
manufacturing practice. 


Alert manufacturers everywhere have put the 300 m.p.h. suction of 
Tornado to work safeguarding their product. Tornado cleaning during 
assembly can be cheap insurance against embarrassing malfunctions after 
equipment is in the field. 


The Tornado is an all-purpose machine, too. It’s used for cleaning 
floors, walls, overhead duct work, beams and piping. Simultaneous wet 
and dry pickup makes it easy to clean up water and oil-soaked debris — 
cleans out machine sumps, too, in a matter of minutes. 


GET THE FACTS ON THE VERSATILE TORNADO 
WRITE FOR BULLETIN 600 TODAY 


OREWER MEG. C0. 


5106 NORTH RAVENSWOOD AVENUE + CHICAGO 40, ILLINOIS 


\ NS L/ 


Labor Statistics as the source of 
information on changes in labor 
market status of various areas be- 
tween November and January. | 
would like to note that the classifi- 
cation of labor market areas accord- 
ing to adequacy of labor supply is 
made by the Bureau of Employ- 
ment Security rather than by the 
Bureau of Labor Statistics. Also an 
error Was apparently made in con- 
nection with the number of areas 
of substantial labor surplus. The 
article points out that the areas 
of labor surplus increased from 
three to 21 between November and 
January. The actual change was 
from eighteen to 21. 

... The classifications are based 
on reports received from state em- 
ployment security agencies afhliated 
with this Bureau. These are com- 
prehensive reports which include 
estimates of employment, unem- 
turnover, and_ other 
labor market con- 


ployment, 
measures of 
ditions. 
Louis Levine 
Chiet 
Div. of Reports & Analysis 
Bureau of Employment Security 


PRO AND CON 
Valentine, Neb. 
Dear Sir: 

Comment on “Heard in Wash- 
ington,” Paul Wooton, January 
1954. 

Feeding the economic machine 
from the top should not be con- 
demned until it is tried. 

The fact that Mr. Hoover, string- 
halted and hobbled by a_ hostile 
Congress, may have advocated a 
plan similar to this over 20 years 
ago should not make this plan 
void.... 


W. K. Peters 


Dallas, Tex. 
Dear Sir: 

To Mr. John M. Whitmore’s let- 
ter in the March Review, I say 
“amen” twice. 

As a Texan who has never voted 
for a Democratic nominee since | 
was able to vote in 1932, I am 
shocked along with Mr. Whitmore 
at the thinking apparently in vogue 
of not only the Administration lead- 
ers but also in higher business 

Osborne Fernald 
Secretary 
Centex Construction Co. 


THIS LIBRICA 
_ SAVED UC 
IN SEVEN MONTH¢ 


—says THE BROWN COMPANY 
Quality Paper Makers of Berlin, N. H. 


“During a seven-month period 

before using LUBRIPLATE No. 
130-AA in the bearing of our Kraft 
Mill Lime Kiln, we used a conventional 
oil at a cost of $2,134.00. In the seven 
months that followed, we used LUBRI- 
PLATE No. 130-AA for initial fillin 
and replacement at the cost of $35.84.’ 


REGARDLESS OF THE SIZE AND 
TYPE OF YOUR MACHINERY, 
LUBRIPLATE GREASE AND 
FLUID TYPE LUBRICANTS WILL 
IMPROVE ITS OPERATION AND 
REDUCE MAINTENANCE COSTS. 


LUBRIPLATE is available 
in grease and fluid densi- 
ties for every purpose... 
LUBRIPLATE H.D.S. 
MOTOR OIL meets today’s 
exacting requirements for 
gasoline and diesel 
engines. 


For nearest LUBRIPLATE distributor see 
Classified Telephone Directory. Send for 
free ‘‘LUBRIPLATE DATA BOOK’’...a 
valuable treatise on lubrication. Write 
LUBRIPLATE DIVISION, Fiske 
Brothers Refining Co., Newark 5, N. J. 
or Toledo 5, Ohio. 


PREVENTS WEAR 
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What Have All These Industrial Leaders 


in Common Besides Success? 


or 


refr ation 
ar 


First installed in 1942, V/SIrecord 
is now used in 33 installations due 
to its efficiency and money-saving 
features. York Corporation. 


ViSIrecord used for fast location 
of passenger destinations and 
fares in sales of tickets. 


The Pennsylvania Railroad. 


Zhiclets 


Machine posting of stock records 
faster, more accurate with V/SI- 
record, Results very satisfactory. 
American Chicle Co. 


ViSlrecord reduces look-up refer- 
ence time 50%; saves about 
$3,000 yearly. Pure Milk Assn. 


Handling and posting with 
ViSirecord saves 5 days monthly, 
on over 12,500 active accounts 


receivable. 
Commercial Solvents Corporation. 


B E L lo/trroraft CORPORATION 


ViSirecord has resulted in sub- 
stantial savings in time, personnel, 
and space—in some cases permit- 
ting one person to handle work 
formerly performed by two or 
three. Bell Aircraft Corporation 


ViSirecord 


20% increase in posting speed, 
73% more disbursements handled 
per day with V/Sirecord. 


Durez Plastics & Chemicals, Inc. 


Coupon budget window posting 
credit control improved customer 
service, increased employee pro- 
ductivity, with low investment and 
operating costs. W. T. Grant. 


EBERHARD FABER 


ViSIrecord cuts floor space 50% 
and V/SIriter facsimile order 
coding cuts billing errors 90%. 
Eberhard Faber Pencil Co. 


American industry. And no wonder. Since its inception 


fifteen years ago, ViSlrecord, the pioneer and producer 


of the only complete line of visible vertical record- 
keeping functional equipment, has saved these . 
companies millions of dollars in time and manpower. : 
“VISIrecord has developed the only known 


speedy method of filing punched tape.” 


Qualified system engineers will gladly survey your requirements without obligation. | 


VISI record, Inc. Copiague, Long Island, N.Y. * Offices in Principal Cities S 


“THE WORLD S FASTEST VISIBLE RECORD KEEPING SYSTEM” j 
*Lucrative sales opportunity! See our ad on p. 114. l* 
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WHAT IS 
YOUR COMPANY’S 


St. Louis, Mo. 
Dear Sir: 

Mr. John M. Whitmore (March 
“Letters to the Editor”) says: “The 
first paragraph in Paul Wooton’s 
page on Washington in the January 
issue is the most discouraging thing 
I have read in a long time because 
it indicates that neither the leaders 
of industry nor the leaders of the 
Republican Party have learned a 
thing in the last 25 years.” 

Well, it may be discouraging but 
it is hardly surprising. Admittedly 
neither the Republicans nor the 
Democrats have an affirmative, con- 
ceptualized, dynamic, concrete, in- 
tegrated, built-in formula of pros- 
perity which can be spelled out and 
implemented on a pilot primary 


on bankruptcy cases versus business 
failures which leave me a little puz- 
zled. Perhaps you can throw some 
light on the matter... . 

On the subject of failures, I note 
in the Richmond News Leader for 
February 24, 1954, that the District 
Manager of Dun & BrapstreetT re- 
ported only 57 business failures in 
Virginia last year (I presume that 
is the calendar year). 

Allowing for the fact that the 
bankruptcy cases were reported on 
the basis of the fiscal year 1953 
and the business failures on the 
basis of the calendar year 1953, the 
wide variation between 936 cases 
concluded under the bankruptcy act 
and only 57 cases of business fail- 
ures would seem to indicate that 


group level, based on progressive — the majority of the firms involved 
“ economic freedom in the frame- — in bankruptcies were rehabilitated 
work of short- and long-range cul- _ and able to continue in business. Yet 


tural evolution. ... that doesn’t seem logical. ... 


in a Philip Wetss W. F. Kraemer 

: Bankruptcy reports include in 

R etir emvel ul P lan FAILURES failures cases 

Arlington, Va. of farmers, employees, professional 

Dear Sir: men and other non-business em- 

In the course of some research on ployees. Generally, bankruptcy pett- 

the economy of the state of Vir- = t#ons are filed by individuals rather 
ginia, I have developed some data — than businesses —Ed. 


DESIGN First in importance 
is selection of the proper plan or 
plans for your Company. 


INVESTMENT... Once a plan 


has been established, nothing is 
more important than the proper 


investment of your funds. ay Al | Make your own 
| Letterex test! 


We have had many years of ex- 4 REVOLVATOR 
perience in the design, adminis- @/ | GO-GETTER 
tration, and investment of all = Lift Efficiency 


types of employee benefit plans. | i i Door-to-Door Warehouse 
| Handling Efficiency 
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| ; For the efficient flow of goods 
Write or telephone our PENSION TRUST DIVISION | without a plant — 
, rom production to storage — 

55 Wall Street, New York to 

truck on the market today that 

So you can TRY | oe surpasses the Revolvator Go- 


it in your office cor- Getter line. 
Y r Illustrated above is the high 
respondence, write litt model Go-Getter—a favor- 
te of the food p ucers — 
" Chartered 1822 toda Y for Free accepted throughout all indus- 
a Samples. try. In 2000-3000 Ib. capacities 


ATIONA\ (CITY BANK OF NEW YORK 
Write for the full facts today. 


1640 Connecticut Avenue REVOLVATOR CO. 


Washington 9, D.C. 8702 Tonnele Ave. North Bergen, N. J. 
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You Cant Do Business From An Fn pty Wa Ou i 


THE OLD PEDDLER, once a mainstay of distribution in 
the United States, knew that important fact. His wagon 
creaked under the weight of housewares as he started out 


on Monday and rattled home empty by Saturday. 


Knowing where to go and whom to sell at a profit is still 


a fundamental sales and credit principle. 


Profits are made on goods sold and delivered. Profits are 
made on merchandise purchased and consumed. Profits 


are made on a confident approach to a market. 


Pinchpenny buying of a dozen when a gross is needed is 
wasteful and expensive to the manufacturer, distributor, 


and consumer alike. Empty shelves create suspicion of 


fear. Full stocks of fresh merchandise stimulate confidence. 


Selectivity invites attention and action. 


Inventories are dangerous when they are the result of 
wrong selection or poor timing. But good management 
means sufficient stock to meet the daily or seasonal 


needs. 


Buy wisely, but confidently. Buy your known require- 
ments and benefit by established quantity discounts. Act 
as if you knew you were going to be in business this year, 


next year, and the year after. 


Stock and sell. Don’t let the dust gather on empty shelves. 


You can’t make a profit without a sale. 


Dun & Bradstreet, Inc. 


Norte: The ‘‘Old Peddler’’ was first issued in the Spring of 1949. More than a million lithographic prints were distributed to American businessmen. The 


inventory shortage which existed in 1949 shows some evidence of repeating itself in the Spring of 1954. With that in mind, we have reprinted the “Old 
Peddler” and offer single copies on request. Write to the Public Relations Division, Dun & Bradstreet, Inc., 99 Church Street, New York 8, N. Y. 


Copr. 1949, 
Envoys, Inc. 
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WITH PEACEFUL DIGNITY THIS SYMBOL OF LIBERTY SUCCESSFULLY REFLECTS THE GREATNESS, THE FREEDOM, AND, ABOVE ALL, THE PRESTIGE THAT THE 
UNITED STATES HAS ACQUIRED AND MAINTAINED IN ITS RELATIONS WITH ALL COUNTRIES, LARGE AND SMALL, THROUGHOUT THE WORLD.--NOY PHOTOGRAPH 


CONTINUED FROM COVER 1 


If you think yours is a “prestige” firm, talk 
with company personnel and ask them what 
they think the word means and whether or not 
it is important to corporate success. Although 
youll find almost comp!ete agreement that pres- 
tige does help a company, you should get a wide 
variety of definitions for the word itself. 

In extended conversations with a number of 
people about prestige, I found that many asso- 
ciate the word with such terms as “stature,” “po- 
sition,’ “integrity,” “respect,” “ethics,” “fine 
company,” “success,” and, most often, “fine prod- 
uct” and “sales leadership.” 

One man called prestige an “imponderable.” 
His further explanation of what he meant typi- 
hed the feeling among most about prestige. 

He said, “Prestige is like personality. You 
either have good prestige just like individuals 
have good personalities, or you don’t. The only 
ones who can really tell whether a company has 
prestige is the public. If you want to know 


ALONG THE SHORE 
EAST GLOUCESTER, MASS. 


DANIEL PARKER 


Executive Vice-President, Parker Pen Company 


Names that command respect and products that possess universal accept- 
ance carry the power of prestige. Many companies have prestige; many 
are seeking it. How do they acquire this important quality, how important 
is it, what are the responsibilities that go with it, what are its disad- 
vantages, and what is prestige itself? 


whether your company has prestige, ask the 
public. 

“About ten years ago,” he said, “I was offered 
a job by four different companies All four jobs 
paid about the same amount of money, and the 
other factors involved were relatively equal. 

“Frankly, | was in a quandary, and I couldn’t 
make up my mind about which company to go 
with,” he continued. 

“I began asking some friends what they 
thought of the four companies that had offered 
the job to me. From these conversations I found 
that one company of the four invariably received 
much higher praise than the others. Everybody 


I talked with liked the same concern, and in my 
mind that company had what so many people 
refer to as prestige. 

“But one of the interesting aspects of my con- 
versations with these different people about the 
four companies was, although all recommended 
one company over the other three, none could 
tell me exactly why he had such a feeling. All 
liked the company, but none was sure why. In 
my estimation, this is the best illustration of the 
prestige idea that I could give. The public is the 
judge of whether or not you have it, but the 
public isn’t at all sure why.” 

Continued on page 55 
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How 1,200 Employees Were Told 
“WE RE MOVING” 


See how excellent communuations held a workforce together during a situation many companies face to-day. 


Oxry 139 employees out of 

1,200 did not stay with General Foods when it 
packed up headquarters recently and moved. 
The way this company talked to its employees 
largely accounts for its successful human rela- 
tions during what could have been a trying time. 
The diary-like report that follows gives high- 
lights of the communications between employee 
and employer. Much has been left out owing to 
lack of space. But the essentials are here. Italics 
represent the editors’ insertions in the “diary.” 


i951 First news came from Board Chairman 
Jan. Francis and President Igleheart 


We have studied the problem of office head- 
quarters a number of times in the past. In 1949 
the question was restudied to provide space for 
our future growth, and a report made in 1950. 

Having explored locations for our General Of- 
fices in New Jersey, Manhattan, Long Island, the 
Bronx, Brooklyn, and Westchester, the commit- 
tee recommended that we buy several acres in 
White Plains, a suburb of New York City. 

We have taken options on acreage there. But 
no building plans exist at present. Planning and 


MARGARET L. JONES 
Executive Methods Editor 


executing the project of a move will take at least 
three years—it may even have to be indefinitely 
postponed. If and when we do move, we want 
all of our employees to move with us; and pro- 
cedures will be developed to help you do so. If 
for some reason you don’t wish to come with us, 
General Foods assistance will include aid in 
finding other jobs. 

Right now, however, the purpose is to give 
you first-hand information about this important 
plan of ours. We will continue to keep you 
informed. 


Feb. Photos posted on bulletin boards 


We thought you would be interested in this 
aerial picture of the 48-acre tract of land (out- 
lined in white) on which we have an option. 
On the eastern outskirts of White Plains, it is 
about one mile from the railroad station. We 
will keep sending you information from time 
to time. In the meantime, we are always open 
for questions. 


March Visitors to N.Y.C. office explained 


To all supervisors: Mr. Igleheart is posting 


notices to all employees on the bulletin boards, 
letting them know that we have invited civic 
ofhcials from White Plains to make a tour of 


these ofhces on March 13. 


June News was passed on immediately, 


before grapevine got hold of it 
This past Monday evening, the White Plains 


Common Council passed favorably on our peti- 
tion for rezoning. Wednesday, our Board of 
Directors authorized the preparation of a de- 
tailed building design. The building design will 
take nine months to one year to complete. Once 
it is finished, government control of materials 
could still hold up activity for months. 


July Facts warded off impulsive action 


We have had questions about when we expect 
to move, and about the wisdom of making resi- 
dential changes at this time. The time has not 
arrived when you should make any changes. 
Present international and economic conditions 
could still postpone our plans indefinitely. 

It will be many months before our engineer- 
ing and architectural planning is finished. Our 


Some new-home detatls 


Mechanics of communication system 


A communication system to cover the move was started 38 
months before it happened. Coverage of facts falls roughly 
into two classifications: (1) over-all coverage that used 
bulletin-board notices, employee bulletins, supervisory meet- 
ings, new-building exhibits and tours (photographs, page 
34); (2) individual coverage that took care of personal 
questions. Personnel, for example, put one man completely 
on confidential interviews with any employee; it assigned 
another man to cover all housing and real estate questions 
and to pass out pertinent facts and figures; it made another 
person's major job those people looking for new jobs be- 
cause they didn’t want to move; and it provided a company 
lawyer to give legal aid on complicated leases, and so on. 


The move places under one root in White Plains, N. Y. 
(25 miles from mid-Manhattan), General Foods personnel 
which has been working in three buildings in Manhattan. 
The new structure is a three-story, U-shaped one covering 
about three of the 46 acres of land GF bought. Landscaping 
plans include a sun deck tor employees and gardens. Two 
parking lots will accommodate over 650 cars. For its train 
commuters, GF negotiated eight chartered buses. Employees 
pay normal bus fare for non-stop transportation from White 
Plains’ station to new building. Move, says GF, was prompted 
by desire for efhcient work space, not by current city-to- 
country industrial trend. It moved on three consecutive 
March week-ends, using 600 truck loads. 
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FROM SUBWAY CIRCUIT .. 


GF moves out of town 
So do many of its em- 
ployees, like James Es- 

sito here looking out 
of his sixth floor Brook- 
lyn apartment window. 


TO SUBURBIA 
GF picks White Plains, 
N.Y., for its new home. 
Esposito picks .Ardsley, 
a 15-minute drive from 
the office, for his family. 
(See box on page 51.) 


How this report will help you 


Every management, at some time, gives news to 
employees that puts them on the edge of their seats. 
Whether this precarious perch keeps them too worried 
for work, or they resume work at an efficient, normal 
angle depends on the way they get the news. In this 
report, the news happens to be that management was 
packing its trunks and moving office headquarters 
from Manhattan to White Plains, N. Y. 

The way in which General Foods broke this infor- 
mation is told here chronologically, beginning with 
the first word in 1951 and ending with the “welcome 


Straight from GF files, these diary-like revelations 
are loaded with tips to help anyone tell his particular 
news as clearly as possible. They show, for example, 
that GF’s success resulted partly from keeping every- 
one posted’on the small as well as the earthshaking 
events; that complete coverage of everyone is neces- 
sary as here, where GF clearly expresses concern with 
not one problem of moving 1,200 people but with 
1,200 moving problems. 

Other conclusions to be drawn include the kind of 
facts employees want, and at what time they want 


to your new home” message in March 1954. 


them, as well as how they like to be told. 


Board of Directors has not yet given its final 
approval for the whole undertaking. We have 
purchased one of the three parcels composing 
the White Plains property. We have still not 
taken up the options on the others. You will be 
advised continually of our progress. Meanwhile 
if you have a specific question or problem, con- 
sult your supervisor immediately. 


1952 Even “nothing new” was considered 
Feb. an item to be passed along 


Architectural plans are progressing according 
to schedule. We had reached the point where 


we needed authorization from the Board to pro- 
ceed further. That was granted two days ago. 
Status of the program is about the same as it 
was last Summer. The earliest we could move 
would be in 1954—two years from now. 


April 7 “This is it” 


We've just heard the good news from Wash- 
ington, D. C. Our construction plans are ap- 
proved. We can now give you more specifics. 

George A. Fuller Company is the general con- 
tractor. Ground will probably be broken about 


July 1. Around April 1954, should be our moving 


date it everything goes according to schedule. 


A fact book, which we hope anticipates and 
answers many of your questions, will be in your 
hands soon. Other data will be sent you—about 
housing, schools, churches, shops. 

In the future, we will be more and more 
specific about plans and timetables. We sincerely 
hope you will be with us when the doors open 
at White Plains. 


April 16 Visual aids were used 


Models and drawings of the proposed build- 
ing showing the outside and certain interiors 
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Scale models, with GF engineers on hand to 
explain them, were on exhibit by May 1952. 


are on display in the sixteenth floor conference 
room. We hope you will drop in to see them. 
(As plans progressed, employees were invited to 
other displays showing cafeteria, lounge, lobby 
designs; samples of draperies, wallpapers, wall 
and floor coloring, and so forth.) 


April 30 Housing aid available two 
years before the move 


Mr. G. “Art” Andrews has been appointed to 
your Personnel Department staff. Your fact book 
now being prepared answers questions about the 
services we will offer to help you move. But 
Mr. Andrews has been employed to give you 
individual, personal help. He has unusual knowl- 
edge of real estate, banking, building, and mort- 
gaging in the New York, Westchester, and Con- 
necticut communities. Get in touch with him 
whenever you wish. 


May !3 Incidental news wasn’t skipped 


An experimental! music installation will be 
made soon in some sections of the offices. We 
are simply testing the quality since a permanent 
installation is being studied for White Plains. 


July 15 Bulletin boards carried minor 
news items like the following 


Work starts to-day on excavations and founda- 
tions.-A building for field-construction head- 
quarters has also been started. 


Aug. 27 Mass meeting was held only once 
To all supervisors: The booklet GF Moving 


Day and You is ready tor distribution. You 
will recall the meetings in April and May to 
which you were invited. We now are holding a 
similar meeting for everyone to pass out the fact 
book and to discuss and answer questions. Two 
identical hour-long meetings will be held on 


34 


Route tracing, with Personnel aiding poten- 
tial commuters, was encouraged back in 1952. 


September 4—the first at 9:30, the second at 
11 A.M. Employees will receive announcement 
of these meetings to-morrow. 


Aug. 29 Much detailed, written know-how 
was distributed this way 


Some of you may be looking for homes with- 
out the aid of our Housing Office. Art Andrews 
has special material on how to contact real 
estate brokers, agents, owners which he will send 
you, if you phone him. (Material not compiled 
by GF was also made available. An tnterior- 
decorating booklet, for example; maps of White 
Plains retail-shopping area; data published by 
Westchester civic authorities.) 


Sept. 12 Family tours spread information 


You and your family are invited, at no ex- 
pense, to see the new building site, some typical 
residential areas, schools, shopping sections, and 
churches, On this tour, we will be together, 
roughly, from 10 A.M. to 3:30 P.M. Lunch will 
be provided. (There were two big tours in all; 
this one, and another in 1954 when building was 
practically completed. Besides tours, GF super- 
visors already living in the area drove families 
around who wanted to concentrate on one com- 
munity. Supervisors were reimbursed 7 cents a 
mile for car expense.) 


Oct. 22 Time-off regulations 


A non-exempt employee may need time off 
to handle important details if he is moving be- 
cause of the company’s White Plains plans. This 
will not be considered personal business, and you 
will not suffer loss of this tme when computing 
any overtime in that week. 


Dec. | Reimbursement of personal expenses 


Curtains from your old home may not fit the 


W 


Interior decorating show, and color slides of 
progress at building site visualized 1953 news. 


Guided tours of completed building in 1954 
spoke louder than printed news, created interest. 


new one. Rugs may not fit either. Or you may 
have to buy a new refrigerator. To cover costs 
like these, we are reimbursing an employee up 
to one month’s salary, but not over $1,000. 


1953 How personal expenses 
March 26 were finally handled 


Recent experiences of some 35 employees who 
have already moved indicates many other out-of- 
pocket items not directly related to household 
effects, like baby sitters while house-hunting. 
Our reimbursement policy has been changed to 
cover these items also. It has been ruled by the 
Government, however, that the amount an em- 
ployee receives must be treated as taxable in- 
come. 

To help each employee meet this tax expense, 

Continked on page 51 
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Can you match these 
RECORD-BREAKERS? 


ANNESTA R. GARDNER 
Industrial Editor 


Everybody likes to break a record —and there are plenty of opportunities if one looks beyond 


the obvious. Here’s how to find them and put them to work as sales and morale builders. 


Largest radiograph on a single film is claim of 
Allis-Chalmers for 40-by-120-inch X-ray picture 
taken with its 22-million-electron-volt betatron. 
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EDITOR’S NOTE 


The photographs here all show items 
believed, by their producers or users, to 
be record-breakers at the time the pic- 
tures were made—within the past six 
months. Others have, perhaps, now ex- 
ceeded these records—or had done so 
and were overlooked. In either case, 
we'd like to know—though we won't, 
of course, be able to print all of them. 


I: YOU have a forging more than 
110 feet long, a grinding wheel that costs more 
than $25,000, or a lamp that’s less than five hun- 
dredths of an inch in diameter, you have a rec- 
ord-breaker. And you can turn it into a booster 
for sales, community relations, and employee 
morale, if you go about it the right way. 

It isn’t necessary, though, to produce the big- 
gest or the smallest unit of its type to have a 
record worth crowing about. There are plenty of 
other record-breaking opportunities, as the pic- 
tures here show. A product may be the first of 
its kind to go by air... the oldest still in service 
... the most versatile ... the first to be used for 
a given purpose. If it is, and if it really represents 
a major step in that direction, it may be worth 
talking about. 

Even if it does not break an industry-wide 
record, a product can still be a record-breaker. 
A recent General Electric press release, for in- 
stance, told of a transformer shipment that rep- 
resented the largest number of one type sent to 
one customer in one day. Because they were very 
big transformers and the shipment was a very 
big one, it was interesting and unusual enough 
to command attention. 

Record-breaking is one area in which it is 
sometimes possible to miss the boat—and still 
make it. Very often, a company breaks a record 
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without being aware of it—or without being 
ready to start talking at that particular time. 
But it may still be possible to take advantage of 
the record-breaker at a later date—for instance, 
when an important milestone or anniversary is 
reached. 

There are plenty of opportunities, too, to bor- 
row records. Alcoa, for instance, recently pointed 
with pride to its Jobbing Division’s production 
of complex fuselage sections for the “world’s 
fastest plane,” Bell Aircraft’s rocket-powered 
X-1A. 

A good many companies will be able to estab- 
lish new records and borrow others in connec- 
tion with the Air Force heavy press program 
for fabrication of large one-piece airframe sec- 
tions. Bethlehem Steel produced the “world’s 
longest forging,” pictured on page 36 for the 
50,000-ton Air Force press: and cast its “largest 
rectangular ingot,’ 70 by 155 by 200 inches, 
weighing 225 tons, to produce a crosshead sup- 
port for the 35,000-ton press. The forging, in- 
cidentally, is 110 feet long and weighs 145 tons. 
Its ingot was a round, corrugated one weighing 
275 tons as Cast. 

Regardless of the type of record, though, a 
few cautions are worth mentioning: The wise 
company makes sure it has a good record—and a 
newsworthy one—before it starts talking. 

Records that imply previous failures (for ex- 
ample, “fewest complaints received in first year 
of operation”), and records that really aren't 1m- 
portant (a “lowest price” that represents only a 
few cents on $100 or more) may very well hurt 
more than they help—and wear out the welcome 
mat pretty fast. 

It’s important, too, to remember that a child 
always seems smarter to its parents than it does 
to outsiders. If others don’t seem impressed by 
your particular record-breakers, don’t be dis- 
tressed—and don’t press for recognition. Such 
record-breakers can still be fine morale-builders 
in your own plant and home community. 

Continued on page 30 
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Most popular records for breaking seem to be 
largest and smallest, but there are many others, 
as the pictures below show. 

Even not-quite-record-breakers may be well 
worth promoting. Indeed, to many an editor and 
publication-reader, a company which claims sim- 
ply to have “one of the largest” products of its 
kind, or to be “among the first,” brings a retresh- 
ing change of pace. Such a claim may well gar- 
ner More recognition than one which attempts to 
batter down all opposition with such adjectives 
as “revolutionary” and “unique.” 

Promoting a record-breaker is, of course, a 
matter of spreading the word. But the way that 
is done—and the extent to which it is done— 
depends on the record itself. In any case, plant 


Mammoth light bulb, rated at 75 kilowatts, was built by General Electric to mark 75th anniversary 
of incandescent lamp. It’s part of industry-wide celebration of Light’s Diamond Jubilee this year. 


Baby bulb, made by Westinghouse and billed as 


world’s smallest, is used in filming lab tests. 


Many records will fall as Bethlehem Steel’s 


“longest forging’ goes to work. It’s a pillar 
for a mammoth die forging press that will be 
used to produce complete airframe sections. 


36 


First major change in vault door design in 50 
years, says Henry Dreyfuss, of this strong but 
good-looking unit created by his organization for 
Mosler Safe Company. It features stainless steel. 


Most expensive grinding wheel ever built 1s 
Norton Company's claim for this one. Diamond 
abrasive makes it cost $25,000. American Lava 
bought it for precision grinding of ceramic parts. 
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and equipment 


employees should have the good news first. A 
sign on the bulletin board, or an item in the em- 
ployee newspaper will do the trick. The local 
community can be let in on the story via its 
newspapers and radio stations. Stockholders may 
be informed of especially interesting record- 
breakers by inclusion in the annual report. 

Then, if the record warrants it, the news can 
be given to customers, potential customers, and 
the general public through use of special labels, 
banners and panels on shipments, and general 
press releases. Naturally, the latter steps are 
taken only when one really has a whopper. 

But whether it’s a big event or a small one, 
record-breaking is fun. Enjoy it and make it pay 
off by following the suggestions on page 38. 


Smallest papermaker, here on display, is used by 
American Cyanamid to test new paper chemicals. 


Modest claim is made by B. F. Goodrich for rub- 
ber conveyor belt reinforced with high tensile 
steel. It’s ararity says Goodrich—but not unique. 
Pennsylvania Railroad uses it to unload ore. 
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Giant hobbing machine takes gear blanks up to 23 feet in diameter. Made in Germany, and imported 
by Kurt Orban Company, hobber is believed to be largest of its kind built as a standard unit. 


First in its industry says Timken Roller Bearing 
Company of recently installed tunnel-type fur- 
nace for heating billets—again, a refreshingly 
modestclaim. Photographshowsoutlet conveyor. 


PA 


Export shipment sets record for GE and Stone & 
Webster. En route to Brazilian power station 
being built by S&W affiliate, 130-ton stator 1s 
said to be largest ever sent to South America. 
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Bigger products and increased demand, plus 
the need to hold down transportation costs, call 
for bigger ships, freight cars, planes, and trucks. 
As the pictures here show, the transportation in- 
dustry is meeting that need. 

But, for a record-breaking product, transporta- 
tion can be more than just a matter of getting 
from one place to another rapidly, safely, and 
economically. When signs, banners, and other 
display methods are pressed into service, it’s pos- 
sible to gain added recognition while the prod- 
uct is en route. 

To make sure you're not overlooking oppor- 
tunities like this, check the chart below. 


Three times as big as the standard tankers of World War II, the new World Glory of the Stavros 
Executive Niarchos fleet is designed to meet growing industrial and consumer demand for oil. Built by Beth- 
check points lehem Steel, ship is world’s largest oil tanker. Hull is over 700 feet long, more than 100 wide. 


Finding new records to break 


Claims of first, largest, smallest, and newest are 
common. But there are plenty of other record- 
breaking opportunities. Here is how to uncover 
and take advantage of them. 


1. Have you looked for records: 


|] In your own plant? Smashing a long-time 
production record is worth crowing about. 
Have you beaten your own best performance 
on quantity, quality, or time: 

Among your customers? Are you supplying 
parts or materials for the newest or largest 
airplane, the smallest radio, the first atomic 
power plants? 


Among your suppliers? Are you—or were j 
5 PI Super flat cars are needed to carry to-day’s huge industrial equipment fully assembled. This latest 


you—hirst to use a new and important ma- addition to Pennsylvania Railroad’s record-breaking fleet is 58 feet long, has a capacity of 250 
terial or component? tons—five times as great as standard freight cars. It has 24 wheels, double air brakes for safety. 


2. Are you taking fall advantage of the 


records you do break? 


_| In addition to press releases, do you point 
them up by means of banners or panels on 
trucks and freight cars carrying record-break- 
ing products; do you display them at trade 
shows, use them in your annual financial 
report? 


Do you remember that, though it’s nice to 
tell the world about a record-breaker, it’s 
important to tell the home folks, too? Rec- 
ord-breakers can be fine morale-builders in 


your plant and community if properly used. 


3. And before staking your claim, do you 
check carefully to make sure: 


The record is worth breaking? | 


LJ 
|_| It has been broken by a healthy margin? ; : pet 
1 Ra Mes Ms 6 h To tell the world about the most powerful TV transmitter it has ever built, RCA installs sign on 
here are no negauve imphcauions that — yan that will take unit to its destination, gives it a special send-off. Marking shipments like 
might reflect on company or product? this is a good way to cash in on record-breakers, and it’s an opportunity that’s often overlooked. 
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Two sayings sum up what “‘spirit of an organization”’’ means. One is 
the inscription on Andrew Carnegie’s tombstone: ‘‘Here lies a man 
who knew how to enlist in his service better men than himself.”? The 
other is the slogan of the drive to find jobs for the physically handi- 


capped: ‘“‘It’s the abilities, not the disabilities, that count.” p- 


: THE SPIRIT OF AN ORGANIZATION 


PARI IY. 


he Practise of anagement 


PETER F. DRUCKER 


MANAGEMENT BY OBJECTIVES TELLS A MANAGER WHAT rate teacher to teach. Whether he gets along with his colleagues 
HE OUGHT TO DO. THE PROPER ORGANIZATION OF HIS or with me—and very few of the really good teachers do either 
4 JOB ENABLES HIM TO DOT. BUT IT IS THE SPIRIT OF THE —is irrelevant. We sure have a collection of problem children 
ORGANIZATION THAT DETERMINES WHETHER HE WILL here. But, boy, do they teach!” And when his successor substi- 
DO IT. tuted for this a policy of “peace and harmony,” both the per- 


formance and spirit of the faculty rapidly went to pieces. 
Conversely, there is no greater indictment of an organization 


It is the spirit that motivates, that calls upon a man’s reserves than that the strength and ability of the outstanding man is al- 
of dedication and effort, that determines whether he will give lowed to become a source of difficulty, frustration, and discour- 
his best or do just enough to get by. agement for the others. And nothing destroys the spirit of an 

It is the purpose of an organization to “make common men organization faster than a focus on people's ae ae we 
do uncommon things,” as Lord Beveridge put it. No organiza- than on their strengths—that is, on disabilities rather than on 
tion can depend on genius; the supply is always scarce and al- —ahijjities. 
ways unpredictable. But it is the very test of an organization 
that it make ordinary human beings perform better than they 
are capable of; that it bring out whatever strength there is in 
its members and use it to make all the other members perform 
more and better; and that it neutralize the weaknesses of its 
wiseebsve: IN. IT MEANS THE CREATION OF ENERGY. 

Good spirit requires that there be full scope for individual 
effort. Wherever excellence appears, it must be recognized, en- This, clearly, cannot be accomplished by mechanical means. A 
couraged, and rewarded, and must be made productive for all mechanical contrivance can, at its theoretical best, conserve 
other members of the organization. Good spirit, therefore, re- energy intact; it cannot possibly create it. To get out more than 
quires also that the focus be on the strengths of a man—on what is being put in is possible only in man’s moral sphere. 
he can do rather than on what he cannot do. It requires constant What is necessary to produce the proper spirit in management 
improvement of the level of performance of the whole group. must therefore be morality. It can only be emphasis on strength, 
Yesterday’s good performance must become to-day’s minimum; stress on integrity, and high standards of justice and conduct. 
yesterday’s excellence, to-day’s commonplace. But morality does not mean preachments. Morality, to have 

Altogether the test of good spirit is not that “people get along any meaning at all, must be a principle of action. lt must not 
together”; it is performance. “Good human relations” that are be exhortation, sermon, or good intentions. 
not grounded in the satisfaction of good performance and the It must be practises. 
harmony of proper working relations are actually poor human To be effective, morality must, indeed, be independent of the 

relations and poor spirit. They do not make people grow; they abilities and the attitudes of people. It must be tangible behavior, 
make them conform and contract. things everyone can see, everyone can do, everyone can measure. 

I shall never forget the outstanding university president who Lest 1 be accused of advocating hypocrisy, let me say that all 


once said to me: “It is my job to make it possible for the first- the organizations in human history that have achieved greatness 
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of spirit have done so through a code of practises. This is true 
of the United States Supreme Court, with its ability to trans- 
form hack politicians into great judges. Practises make the 
famed esprit de corps of the U.S. Marines or of the British Navy. 
Practises—systematic and codified—also underlie the spirit of 
the most successful “staff organization” in the world, the Jesuit 
Order. 

Management, in surn, needs concrete, tangible, clear practises. 
These practises must stress building on strength, rather than on 
weakness. They must motivate to excellence. And they must 
express and make tangible that spirit is of the moral sphere, 
and that its foundation therefore is integrity. 

And now, lest I convict myself of sermonizing, let us move 
on to specifics in the areas where practises are required to insure 
the right spirit throughout the management organization. These 


areas are five in number. 


AREA 1. THERE MUST BE HIGH PERFORMANCE REQUIRE- 
MENTS, AND NO CONDONING OF POOR OR MEDIOCRE 
PERFORMANCE. REWARDS MUST BE BASED ON PER- 
FORMANCE. 


Few things damn a company and its spirit as thoroughly as to 
have its managers say “You can’t get rich here, but you won't 
get fred.” This puts the emphasis on safe mediocrity. It breeds 
bureaucrats and penalizes what every business needs the most: 
entrepreneurs. It does not even encourage people to risk making 
mistakes, as is often believed; for it discourages them altogether 
from trying anything new. It does not build high spirit; only 
high performance can do that. Indeed, it does not even create 
a feeling of security; since the feeling of security a manage- 
ment group needs is one grounded in the consciousness of high 
performance and its recognition. 

The first requirement of management spirit is that there be 
high demands on the performance of managers. Managers cer- 
tainly should not be driven, but they should drive themselves. 
Indeed, one of the major reasons for demanding that manage- 
ment be by objectives is the need of having managers set very 
high standards of performance for themselves. 

And so to have high performance it is necessary that con- 
sistently poor or mediocre performance not be condoned, let 
alone rewarded. The manager who consistently fails in perform- 
ance must not be allowed to remain in his job. He must be re- 
moved—and moved to a lower job or dismissed rather than 
“kicked upstairs.” 

This does not mean that people should be penalized for mak- 
ing mistakes. Nobody ever learns anything except by making 
mistakes. The better a man is the more mistakes he will make, 
for the more new things he will try. I would never promote into 
a top-level job a man who is not making mistakes, and big ones 
at that. Otherwise, he is sure to be mediocre. Worse still, not 
having made mistakes, he will not have learned how to spot 
them early and how to correct them. And those two qualifica- 
tions are among the most important ones for a top job. 

That a man who consistently renders poor or mediocre per- 
formance should be removed from his job also does not mean 
that a company should ruthlessly fire people right and left. The 
two things are totally different. Failure to understand this dif- 
ference is a major reason why so many companies are putting 
up with poor performers. 

Management undoubtedly has a strong moral obligation to a 


man who has served the company long and faithfully. Like every 
other decision-making body, management is committed by its 
own mistakes. If it makes a mistake in promoting a man, it 
should not fire him because his subsequent performance shows 
that he should never have been given the promotion. Very often 
it is not even the fault of the man that he performs badly; the 
requirements of the job may have grown beyond his capacity 
over the years. 

This happens quite often these days in connection with the 
comptroller’s job. Not so long ago this job, in many companies, 
was looked upon as not much more than that of a senior book- 
keeper. To-day management is apt to look upon it as a major 
policy-making function. A comptroller quite adequate to the job 
ten years ago may well be completely incompetent to perform 
under the new concept of his function. Yet he cannot be blamed 
for his failure to perform. Certainly he should not be fired just 
because the rules of the game have been switched on him. 

A man in his kind of predicament has to be kept on the pay- 
roll. But, still, he must be removed from his present job. Man- 
agement owes this to the enterprise, for that is where its first 
duty lies. It owes it to the spirit of the management group. It 
even owes it to the man himself, since he is likely to be the 
major victim of his own inadequacy. 

The first decision is therefore to remove any person who con- 
sistently performs poorly or who “just gets by.” This decision 
has to be taken whenever objective performance makes it neces- 
sary, regardless of the personal circumstances. 

The second decision, as to whether the removed individual 
should stay in the company’s employ, is an entirely different 
one and has to be decided by entirely different considerations. 
And while the policy governing decisions of the first order 
should always be strict, the policy governing those of the second 
order should always be as considerate and as lenient as possible. 
Strict insistence on performance standards builds spirit and per- 
formance. But decisions on people demand the greatest consid- 
eration for the individuals and the greatest concern for them. 

In practise I have found it fairly easy to combine the two. It 
may take a little effort and imagination, but almost always a 
job opens up that is consonant with the given person’s capacities. 
The frequent excuse, “We can’t move him, he has been here too 
long to be fired,” is poor logic and rarely more than a weak- 
kneed alibi. It always does tremendous harm to the performance 
of management people, to their spirit and to their respect for 
the company. 

Insistence on high goals and high performance requires, fur- 
ther, that a manager’s performance both in setting his goals and 
in attaining them be systematically appraised. 

Day to day, a manager makes decisions based on his appraisal 
of a man and his performance: in assigning work to him... in 
assigning people to work under him ... in salary recommenda- 
tions .. . in promotion recommendations. The manager needs 
some form of systematic appraisal. Otherwise, he wastes much 
too much time on these decisions, and still goes only by hunch 
rather than by knowledge. The subordinate, too, must demand 
that these decisions be rational rather than hunch. To him they 
spell out what his superior expects and what he considers im- 
portant. 

For these reasons systematic appraisal of managers has become 
very popular in this country, especially in the larger company. 
Many of the procedures require appraisal by a specialist, often 
a psychological specialist. They focus on a man’s potential. And 
their main emphasis is on his weaknesses. This may be sound 
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THE MANAGING OF MANAGERS 


The fundamental problems of order, structure, 
motivation, and leadership in the business enter- 
prise have to be solved in the managing of 
managers. 

Managers are the basic resource, the essential 
resource, of the enterprise—and its scarcest. They 
are also the most expensive resource in most busi- 
nesses, and the one that depreciates the fastest and 
needs the most constant replenishment. 

Management’s size and the capital investment 
each manager represents are bound to increase 
steadily, as they have been increasing for the 
past 50 years. Parallel with this will go an in- 
crease in the demands the enterprise will have to 
make on the ability of its managers to perform. 
These demands have at least doubled once every 
generation. And there is every reason to expect 
an acceleration of this trend during the next 
decades. 

How well managers are managed determines 
whether the goals of business performance will 
be reached. That also determines how well the 
enterprise manages worker and work. For the 
worker's attitude reflects above all the attitude of 
his manager; it directly mirrors management's 
competence and management’s organization. The 
worker's efficiency and effectiveness are deter- 
mined very largely by the way he himself is 
managed. 

That “personnel management,” by and large, 
confines itself to-day to the “rank-and-file em- 
ployee,” and all but excludes the manager from 
its purview, can be explained historically. It is 
nonetheless a serious misunderstanding. There is 
a common practise very neatly expressed by a 
large company in setting up a “Department of 
Human Relations.” Said the company: “The De- 
partment will of course confine itself to the rela- 
tions between the company and employees earn- 
ing less than $5,000 a year.’ That almost guar- 
antees the failure of the new department. 

For the last ten or fifteen years, American 


management has been subjecting itself to an in- 
creasing barrage of exhortations, speeches, and 
programs in which managers tell each other that 
their job is to manage the people under them. 
Thev urge each other to give top priority to that 
responsibility. They furnish each other with copi- 
ous advice and expensive gadgets for “downward 
communications.” 

But I have yet to sit down with any manager, 
whatever his level or job, whose major concern 
was not primarily concerned with his upward 
relations and upward communications. 

That is not a sign of the perversity of human 
nature. Upward relations are properly a manager's 
first concern. 

To be a manager means sharing in the respon- 
sibility for the performance and results of the 
enterprise. A man who is not expected to take 
this responsibility is not a manager. A manager 
who does not take it as his first responsibility is 
a poor manager, if not untrue to his duty. 

Look at the problems of upward relations that 
worry the manager: the relationship to his own 
boss . . . his doubts as to what is expected of him 
. - . his difficulty in getting his point across, his 
program accepted, his activity given full weight 
. . . the relations with other departments and 
with staff people. Those are all problems of man- 
aging management. 

Management is not an end in itself. It is an 
organ of the business enterprise. Its function is 
to produce business performance and business re- 
sults. Management also consists of individuals— 
the managers. The first requirement in managing 
management is, therefore, that the vision of the 
individual managers be directed toward the goals 
of business performance and business results; and 
that their wills and efforts be bent toward reach- 
ing those goals. The first requirement in man- 
aging management is management by objectives 
and _ self-control. 

But the individual manager must also be able 
to make the needed efforts and produce the re- 
quired results. His job must be set up so as to 
allow maximum performance. The second re- 


quirement of managing management is, there- 
fore, the proper organization of the manager's 
job. 

Managers are individuals, but they have to 
work together in a group. An organized group 
always has a distinct character. Though made by 
individuals—their vision, their practises, their atti- 
tudes and behavior—this character is a group 
character. It controls whether men wil! grow or 
become stunted, whether they will stand straight 
and erect or grow crooked and misshapen. A 
mean spirit in the organization will produce mean 
managers: a great spirit, great managers. A major 
requirement in managing management is thus the 
creation of the right spirit in the oganization. 

An organized group obviously needs a structure. 
The structural principles of management organt- 
zation is, therefore, the fourth aim in managing 
management. 

Finally, the business enterprise must make pro- 
vision tor its own survival and growth. It must 
make provision for to-morrow’'s managers. 

These are not things an enterprise “should” do; 
they are things an enterprise is always doing, 
whether its management realizes it or not. Every 
business either directs its managers in the nght 
direction or it misdirects them: but it always 
focuses their vision and efforts. Every business 
enterprise either sets up managers’ jobs properly 
or improperly; it cannot leave them unorganized. 
Every business enterprise has either an eflective 
or an ineffective organization structure; but it 
always has an organization structure. It has either 
a spirit that killeth or one that giveth lite. It 
always develops people; its only choice is whether 
they are developed to be equal to their potential 
and to to-morrow’s demands or whether they 
are misdeveloped. 

The only choice management has in these five 
areas 1s whether it will do the job right or not. 
But the jobs thermselves cannot be ducked. And 
whether they are being done right or not will 
determine very largely whether the enterprise will 
survive and prosper or whether it will decline 
and ultimately fall. 


psychology. But it is very poor management. It is, indeed, a di- 
rect attack on the spirit of the management organization. 

Appraisal should always be the direct responsibility of a man’s 
manager. In fact, unless the manager does the appraising him- 
self he cannot adequately discharge his responsibility for assist- 
ing and teaching his subordinate managers. Nor can he ade- 
quately discharge his responsibility to the company for putting 
the right man in the job. If the appraisal procedure is difficult 
and complicated (it need not really be so) a specialist may be 
needed to show managers how to use it. But to entrust any part 
of the appraisal to the specialist is abdication by the manager 
and an evasion of his responsibility. 

There is no overemphasizing the importance of basing ap- 
praisals on performance. Appraisal is judgment; and judgment 
always requires a definite standard. To judge means to apply 
a set of values; and evaluation judgments without clear, sharp, 
and public standard are irrational, arbitrary, indeed immoral. 
They corrupt alike the judge and the judged. No matter how 
“scientific,” no matter even how many “insights” it produces, 
an appraisal that focuses on “potential,” on “personality,” on 
“promise’—on anything that is not proven and provable per- 
formance—is an abuse. 

Also, there is nothing quite so unreliable as a judgment on 
“potential.” It is not only that few of us are reliable judges of a 
man. Nothing may change as much as “potential.” The world 
is full of men whose youthful promise of excellence has turned 
into middle-aged mediocrity. It is full of men who started out 
as pedestrian plodders only to blossom out in their forties into 
star-performers. To try to appraise “potential” is a worse gamble 


than to try to break the bank at Monte Carlo; and the more 
“scientific” the system, the greater the gamble. 

But the greatest mistake is to emphasize weaknesses. 

There is an old English anecdote to illustrate the point. The 
younger Pitt, who was Prime Minister before he was out of his 
teens and who supplied the courage, the resolution, and tiie 
leadership for England’s firm resistance to Napoleon, prided 
himself on the purity of his personal life. In an age of corrup- 
tion he was scrupulously honest. In an age of immorality he was 
a perfect husband and father. When he died, still a very young 
man, he presented himself at the Pearly Gates. 

St. Peter, the story goes, asked him: “And what makes you, a 
politician, think you belong up here?” Thereupon the younger 
Pitt pointed out how he had not taken bribes, had not had mis- 
tresses, and so forth. But St. Peter interrupted him rather 
gruflly: “We aren’t a bit interested in what you didn’t do; what 
did you do?” 

One cannot do anything with what one cannot do. Ong can- 
not achieve anything with what one does not do. One can only 
build on strength. One can only achieve by doing. So appraisal 
must aim first and foremost on bringing out what a man can do. 

For this, and this alone, indicates what progress he is capable 
of. Weaknesses are obstacles to progress; they might even be 
insurmountable obstacles. But they can never produce progress. 
Only strengths can do that. 

Only when a man’s strengths are known and understood does 
it make any sense to ask: What weaknesses does he need to 


overcome to make the progress his strengths would support? 
Continued on page 70 
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Trend o, BUSINESS 


Unemployment stabilized and in some areas dipped as work- 
ers turned from the factories to farms. Construction activity 
continued to surpass 1953, the previous high. Stock averages 
were at their highest level since 1929 and turnover was mark- 


edly higher than a year ago. The price level held steady. 


The preliminary indica- 
tors for March and early April add- 
ed support to the belief that the so- 
called “inventory recession” had 
abated; an upturn was anticipated 
by some. Industrial production in 
March at 123 was practically un- 
changed from 124 (1947-1949 = 100) 
in February, but was down 9 per 
cent from March 1953. 

Construction activity continued 
to provide the brightest spot in the 
industrial outlook as construction 


expenditures in March were placed 

at $2.5 billion. This was fractionally 

‘ above a year ago and 10 per cent 
above the February total. The dip 

in public spending continued to be 

more than offset by private outlays 

. which were 2 per cent above the 
1953 comparative. 

Plant and equipment expendi- 

tures for the second quarter of 1954 

were placed at $6.9 billion. This was 

5 per cent under the like 1953 pe- 

riod. However, this estimate is pre- 

liminary and in recent years actual 


SELECTED 


Number of Failures 


Dun & Brapstreet, INc. 


LATEST PREVIOUS YEAR 


BUSINESS INDICATORS WEEK* WEEK AGO 

Steel Ingot Production 163 162 228 
Ten Thousand Tons 

Bituminous Coal Mined 669 £666 = 870 
Ten Thousand Tons 

Automobile Production 141 142 151 
Thousand Cars and Trucks 

Electric Power Output 835 840 
Ten Million K.W. Hours 

Freight Carloadings 613 607 752 
Thousand Cars 

Department Store Sales 113 = 103 97 
Index (1947-1949—100) 

Wholesale Prices 111 111 110 
Index (1947-1949—100) 

Bank Clearings 851 792 912 
Hundred Million Dollars 

Money in Circulation 298 298 298 

Hundred Million Dollars 
Business Fatlures 198 246 165 


*Steel, coal, electric, clearings data are for the third 
week of April; other figures are for the second week. 
Sources: American Iron and Steel Institute; U. S. 
Bureau of Mines; Automotive News; Edison Electric 
Institute; American Association of Railroads; Federal 
Reserve Board; U. S. Bureau of Labor Statistics; 


expenditures have generally sur- 
passed anticipated outlays. Manu- 
facturing activity in March and 
early April continued to be moder- 
ately below the previous year but 
was virtually unchanged from the 
January and February level in most 
instances. Manufacturers’ sales in 
March increased seasonally from 
the February level of $24 billion. 
However, they continued to be 
somewhat below the level of a year 
ago. New orders received by manu- 
facturers edged up in March from 
the February mark of $21 billion. 
A further increase was forecast for 
April and May. Manufacturers con- 
tinued their efforts to reduce cum- 
bersome stocks; however, inventor- 
ies in March were moderately above 
the comparable 1953 level. Durable 
goods producers concentrated on 
inventory reduction and curtailed 
their output to attain this goal. In 
March and early April, consump- 
tion of durable goods usually out- 
paces production of these products. 
The output of manufactured 
goods in March was 10 per cent un- 
der the year-ago mark. Steel pro- 
duction at 7.3 million tons, slipped 
28 per cent from a year ago and 
was 3 per cent above the February 
level. Automotive production in the 
second quarter was scheduled to in- 
crease 7 per cent from the first-quar- 
ter total of 1.4 million vehicles but 
somewhat less than usual. 
Paperboard production in the 
early part of April and the latter 
part of March held close to the year- 
ago level and was somewhat above 
the January period. The backlog of 
paperboard orders was 22 per cent 
under the 1953 comparative; in the 
latter part of January, the backlog 
had been down 31 per cent from a 
year earlier. Textile output con- 
tinue? to be noticeably lower than 
at this time last year, with the deep- 
est drops in woolen production. 
Electric power production in 
March was 5 per cent above the 


Can your company 


use more cash? 


For $25,000 or for 
Millions... get in touch 
with Commercial Credit 


HERE ARE TIMES when even the most successful company 

requires added working capital to pay taxes, to meet payrolls, 
to modernize equipment, to carry heavier inventory or larger 
receivables, etc. 


Through ComMeErctAL CrepItT’s method, hundreds of companies 
in 1953 were able to obtain additional cash beyond what was 
available through their other borrowing sources. Some companies 
used up to 5 Mitztion Do of CoMMERCIAL CREDIT money, 
and the total we advanced for working capital purposes last vear 
exceeded 600 Mittion Do.ttars. In most cases, cash was available 
within three to five days after first contact—and remained avail- 
able on a continuing basis, without further negotiations. 


ComMERCIAL CREDIT’s method causes no dilution of ownership, 
no mortgaging of future profits, no hampering of company m .uage- 
ment. The one—and only one—reasonable charge is a tax deduct- 
ible expense. If your company can profitably use extra working 
capital—as little as $25,000 or as much as Milhons . . . for as 
briefly as a month or for years—contact CoMMERCIAL CREDIT. 
For fast action write, wire or phone the nearest COMMERCIAL 
Crepit CorporaTiIon office listed below. Say, “I’d like more 
information about the plan described in Dun’s Review and Mod- 
ern Industry.” 


BaLtimoreE 1—200 W. Baltimore St. Cuicaco 6—222 W. Adams St. 
Los ANnGE.LEs 14—722 S. Spring St. New York 17—100 42nd St. 
San Francisco 6—112 Pine St. 


A Service Available Through Subsidiaries of 


ComMERCIAL Crepit COMPANY 


Capital and Surplus Over $145,000,000 
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SERVEL, INC., ASSEMBLES REPUBLIC 
FIGHTER-BOMBER WINGS ON DOLLIES 


SERIES H700 


Solidly built of heavy 
gauge steel plate, with 
horn reinforced by deep 
drawn ribs. Large size 
bolt and nut axle. Fully 
capable of handling the 
same loads as H300 
Swivel-type Caster in 
corresponding sizes. 


SERIES H300 
This husky caster is scienti- 
fically strengthened at the 
right places to carry heavy 
loads. Its unfaltering per- 
formance is due to easily lu- 
bricated Double Ball Bearing 
Swivel and acombination of 
other well balanced features. 


(above) The Servel dolly 
has a geared mechanism 
that provides 360° rota- 
tion of wing. 
(left) Racers Wing Dolly 
is equipped with three 
casters traveling in stand- 
4” channels and one 
caster ona steel plate. The 
wings move smoothly and 
economically through the 
assembly department. 


The production line flow of bulky, 
intricate aircraft wings for Republic 
Aviation’s Air Force F-84F fighter- 
bomber, created a major problem to 
be solved by Servel materials handling 
engineers. Strong, sturdy dollies de- 
signed by Servel engineers, have stood 
up under the rigorous test of heavy 
daily use for over a year, and are still 
in excellent condition. The specially 
designed fixture-dolly (called a Rotary 
Wing Dolly) is constructed of 4” 
plate and 8” tube steel. Weighing 
approximately atoneach, these unique 
materials handling devices are 
mounted on four Faultless H-306-10 
swivel casters. These heavy duty 
industrial casters are equipped with 
roller bearings in the wheel hub and 
two rows of balls for the swivel bear- 
ings. A %" thick top plate and 4" 
heavily corrugated side members add 
extra strength. 

We can help solve your caster problems, as 

we have for Servel, Inc. Each month the 


solution to a real materials handling prob- 
lem is.fully presented in a free, handy size 


folder. To get the complete 
story on the Servel caster 
application mentioned 
above, simply call your 

local Faultless Caster Dis- Ri 
tributor listed inthe yellow .- j 
pages of your phone direc- 

tory. Or write us today. 
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BUSINESS 


year-ago mark. Coal production, 
placed at 30.9 million tons in March, 
was 15 per cent below the 1953 level 
but 5 per cent above February. Pe- 
troleum output was fractionally be- 
low a year ago; oil stocks were 11 
per cent above the 1953 level. 

Employment steadied in March 
and increased somewhat in early 
April. However, the upturn was 
not as large as is customary. Unem- 
ployment in March was placed at 
3.7 million, unchanged from Feb- 
ruary and more than twice as much 
as at this time last year. The current 
estimate of unemployment is 6 per 
cent of the civilian labor force. New 
claims for unemployment insurance 
benefits continued to dip from the 
peak of early January. 

Farm employment continued to 
increase and stood at 5.9 million. 
This was 4 per cent above the pre- 
ceding year. Non-agricultural em- 
ployment dipped fractionally from 
February to March and was esti- 
mated at 54.2 million. 

According to the Bureau of Em- 
ployment Security, areas with a sub- 
stantial labor surplus (6 or more 
per cent of the labor force unem- 
ployed) increased from 20 to 34. 
the this 
group were Charleston, W. Va., 
Chattanooga, Tenn., and Portland, 
Ore. There are now no areas listed 
with a labor shortage, while in 
March 1953, there had been five. 
earnings of 


Among areas added to 


The average weekly 
manufacturing workers in March 
was $70.58, down 2 per cent from a 
year ago and 1 per cent from Febru- 
ary. The monthly decrease reflected 
a shorter workweek, 39.4 hours. 

Personal income in March was 
somewhat below a year ago and al- 
most unchanged trom the Febru- 
ary level of $282.9 billion. The Feb- 
ruary total reflected a decrease of 2 
per cent from the July peak. How- 
ever, disposable personal income 
was almost unchanged from this 
peak as a result of the recent cut in 
income tax rates. The bulk of the 
decrease in recent months has cen- 
tered in wage and salary disburse- 
ments; corporate and agricultural 
income was at a sustained level. 

Retail sales in March increased 
less than seasonally from the Feb- 
ruary level: and remained below a 


year ago. According to the Depart- 
ment of Commerce, retail sales in 
March amounted to 13.3 billion, 10 
per cent above February but off 5 
per cent from March 1953, 

The later Easter this year was 
reflected in the unfavorable com- 
parison with a year ago. In addi- 
tion, inclement weather in some 
parts of the country discouraged the 
purchasing of Spring apparel and 
other seasonal merchandise. 

There were marked variations in 
the sales of food and durable goods. 
Consumers expressed a decided in- 
clination to “shopping around” and 
stores which featured reduced 
prices or additional service gener- 
ally attained last year’s volume. 

The prospect of the excise tax 
cut on April 1 deferred buying of 
goods such as furs, jewelry, and 
cameras. Following the tax cut, 
sales increased but not as buoyantly 
as had been anticipated. 

Consumer purchases of automo- 
biles were below a_ year 
Spurred by reports of discounting 
“bootlegging,” there 
marked tendency towards price hag- 
gling on the part of customers. Cus- 
generally sought de luxe 
models and optional equipment. 

Wholesale sales in March contin- 


AQO. 


and was a 


tomers 


ued to be below a year ago as the 
hand-to-mouth buying policy per- 
sisted. Apparel 
somewhat 


sales 

hurried reor- 
Sales of appli- 
ances and furniture were below the 
1953 comparative in most sections. 

Prices received by farmers de- 
clined seasonally from February, 
according to the Bureau of Agricul- 
tural Economics, and stood at 256 
(1910-1914=100). This less 
than 1 per cent below a month ago 
and 3 per cent under the similar 
1953 level. The parity ratio dipped 
one point to 90 and compared with 
94 a year ago. 

Lower dairy prices became effec- 
tive as price supports were reduced 
from 90 to 75 per cent of parity on 
April 1. The price decrease was 
immediately enacted at the retail 
level; some merchants carried but- 
ter as a loss-leader in an effort to 
stimulate consumption. 

Livestock prices edged upwards 
seasonally and were somewhat 


expanded 
as some 
ders were placed. 
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above the year-ago mark. Pork 
prices continued to be close to the 
all-time high. However, lower pork 
prices were in prospect for 1955 as 
the Spring pig crop was expected to 
be 9 per cent above the 1953 level. 

Metal prices firmed during March 
and early April and in some in- 
stances increased. The recent an- 
nouncement of the Government’s 
intention to stockpile strategic met- 
als resulted in higher quotations for 
lead and zinc. Steel scrap prices 
which had almost continuously de- 
clined since September reversed the 
trend and inched upwards. 

The money supply during March 
and early April was almost un- 
changed from the previous year 
and somewhat below the level of 
the preceding month. Business 
loans were reduced from the year- 
ago period while real estate loans 
continued at a high level. 

Stock averages approached their 
1929 highs. The Dow-Jones stock 
average was above 300 for the great- 
er part of March and early April 
as confidence grew in the long-term 
business outlook. Dividend pay- 


Industrial Production 
Unadjusted Index: 1947-1949 =: 100; Federal Reserve Board 
1951 1952 1953 1954 
January 12! 119 132 124 
February 125 
March 125f 


August 
Seprember 
October 
November 
December 118 124 


* Approximation; figure from quoted source not available. 


Wholesale Commodity Prices 


Index: 1947-1949 = 100; U.S. Bureau of Labor Statistics 


1951 1952 1953 1954 
January 115.0 113.0 109.9 110.9 
February 116.5 112.5 109.6 110.5 
March 
April 
May 
June 
July ‘ 
August 113.7 $12.2 110.6 
September 113.4 111.8 111.0 
October 113.7 Int. 110.2 
November 113.6 110.7 109.8 
December 113.5 109.6 110.1 


t Approximation; figure from quoted source not available. 


Employment 
Millions of Persons: U. S. Bureau of the Census 

1951 1952 1953 1954 
January 61.5 61.8 62.4 59.8 
February 61.3 61.8 62.7 60.1 
March 62.3 61.5 63.1 60.1 
April 
May 
June 3.! 
July 
August 64.2 644 64.6 
September 63.2 63.7 63.6 
October 63.5 63.1 63.4 
November 63.2 63.6 63.3 
December 62.7 62.9 60.8 


Includes all civilian workers. 


DERN 


ments continued above a year ago. 
First-quarter corporate earnings 
were close to the high 1953 mark. 

The recent lowering of the dis- 
count rate by the Federal Reserve 
Board resulted in a cut in the prime 
rate of New York City banks for 
the first time in nineteen years. 
As loans to business have dipped 
below the year-ago level, there 
has been considerable competition 
among lending agencies; the lower 
rate was an effort to induce borrow- 
ing. The rate on short-term com- 
mercial paper has also been shaded 
in the past few months. 

Climbing for the third consecu- 
tive month, business failures rose 
19 per cent in March to 1,102. At 
the highest monthly level since 
May 1941, failures were half again 
as heavy as a year ago. The rate of 
failure, as reflected in the Failure 
Index which extends monthly mor- 
tality to an annual basis and adjusts 
for seasonal variation, reached a 
post-war peak in March. Businesses 
succumbed at a rate of 44 per 10,000 
listed enterprises as compared with 
30 last year, but remained below 


Consumers’ Price Index 
Index: 1947-1049 = 100; U.S. Bureau of Labor Statistics 


195! 1952 1953 19354 
January 108.6 113.1 113.9 115.2 
February 109.9 5 12.4 113.4 115.0 
March 110.3 112.4 113.6 115.1? 
April 110.4 
May 110.9 114.0 
June 113.4 114.5 
July 110.9 114.1 114-7 
August 110.9 114.3 115.0 
September 111.6 114.1 115.2 
October 112.1 114.2 115.4 
November 112.8 114.3 115.0 
December 113.0 114.1 114.9 


* Approximation, figure from quoted source not available. 


Industrial Stock Prices 
Monthly Average of Daily Index: Dow Jones 


1951 1952 1953 1954 
January 244.45 271.71 288.47 286.64 
February 253.32 265.19 283.04 292.15 
March 249.50 264.48 286.79 299.15 
April 253.36 262.55 275.2 
May 254.36 261.61 
June 
July 
August 272. 
September 27. 27 261. 
October 269.73 267.77 270.73 
November 259.61 276.37 277.09 
December 266.08 285.95 281.15 


Based on closing prices of 30 industrial stocks. 


Retail Sales 


Billions of Dollars: U. S. Department of Commerce 


1951 1952 1953 1954 
January 12.6 11.8 13.0 12.4 
February 11.7 11.7 12.3 11.9 
March 13.4 12.7 14.0 13.0% 
April 12.5 13.4 14.2 
May 13:3 


June 13.3 
12.4 


August 

September 

October 
November 1 }. 4 14.0 14.0 
December 15.4 16.9 16.4 


t Approximation; figure from quoted source not available. 


OHIO SEAMLESS TUBE DIVISION 
of Copperweld Steel Company 
SHELBY, OHIO 


24158 present 
875/53 savings 


H. C. MAYER, Works Manager 


“We save over $450 EVERY MONTH 
with our PLYMOUTH LOCOMOTIVE” 


“—and that’s only the fuel and lubrication savings,“ 
adds Mr. Mayer. “We save on repair costs, too. Our 
Plymouth hauls on grades up to 3%2%—performs well 
under all conditions. We especially like the Plymouth 
Torqomotive transmission. 


It'll pay you to replace your old inefficient locomotive with a 


new and powerful Plymouth switcher. Plymouths are built in 3 to 


70 ton sizes—are saving money in all types of industries 
throughout the world. Choose from rugged Gasoline, Diesel, or 
Diesel-Electric models for narrow or standard gauge track. Send 


for catalog describing the Plymouth Torqomotive Drive. 
Plymouth Locomotive Works, Division of The Fate-Root-Heath 
Company, Dept. A-19, Plymouth, Ohio. 


~ 


PLYMOUTH 
TORQOMOTIVES 
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trucks for greater safety, and 


ing open-top loads. 


Signode Methods for un 
for recooper 
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Truck Users and Truckers recognize 
the efficiency and positive secu- 
ers, compartmentizing insi 


izing, 
for secur 
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d carloads—from shim- 
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to rein 
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lon dress material to 
heavy machinery, ponderous 


logs and loose grain. 
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Overseas and Coastal Shippers, 
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the 61 per 10,000 in pre-war 1940. 

In size as well as in number, fail- 
ures continued to increase in March. 
Their liabilities mounted 84 per 
cent above 1953 to $57.28 million, 
the largest volume for any month 
since early 1933. Adjustments 
should be made for changes in the 
valué of the dollar, however, in 
order to assess accurately the sever- 
ity of this rise. Casualties of all sizes 
were more numerous than in Feb- 
ruary or in the comparable month 
of last year. Concerns failing with 
liabilities of $5,000 to $25,000 were 
the highest since 1939, while those 
above that amount reached record 
levels. A total of 104 failures this 
March had losses over $100,000. 

Young businesses continued to 
predominate, with almost one-half 
the March casualties concentrated 
among concerns which started op- 
erations in 1951, 1952, or 1953. 

In all five industry groups except 
manufacturing, mortality was high- 
er than in the preceding month. 
Little change occurred in any man- 
ufacturing industry; on the other 
hand, increase prevailed between 
February and March in all whole- 
sale trades and in all retail trades 
except eating and drinking places 
and apparel stores. Among whole- 
salers, the sharpest relative upturns 


Dairy WuHoresace Price INDEX 


The index is prepared on the basis of daily spot 
closing prices of 30 primary commodities (1930- 
1932=100). 


Week 

Ending Mon. T ues. W ed. Thurs. Fri. 
Apr. 23.. 277.87 277.82 277.18 277.00 
Apr. 16... 276.74 276.53 276.69 277.45 
Apr. 9... 277.82 276.97 276.92 277.17 277.58 
Apr. 2... 278.69 278.42 278.44 278.76 278.49 


Mar. 26.. 279.18 278.57 279.08 279.44 279.34 


WHoLESALE Foop Price INpex 


The index is the sum total of the prices per pound 
of 31 foods in general use. It is not a cost-of-living 
index. 

Latest Weeks Year Ago 1954 
Apr. 20.$7.41 Apr. 21.$6.38 High Mar. 30.§$7.42 
Apr. 13. 7.35 Apr. 14. 6.35 Low Jan. 5. 6.85 
Apr. 6. 7.40 Apr. 7. 6.32 1953 
Mar. 30. 7.42 Mar. 31. 6.32 High Dec. 29.$6.81 
Mar. 23. 7.34 Mar. 24. 6.41 Low Feb. 3. 6.13 


BANK CLEARINGS 
(Thousands of Dollars) 
March 
1954 1953 Chan 
Total 24 Cities. 38,8 30, 693 39,090,454 
New York City 7,722,821 41,688,785 +1 
Total 25 Cities. 87,553,514 80,779,239 +8. 


or 


New Business INCORPORATIONS 


Geographical February Two Months 
Divisions: 1954 1953 1954 1953 
New England...... 540 1,130 
Middle Atlantic.... 2,756 2,596 6,075 5,822 
East North Central. 1, 474 1,334 3,235 2,915 
West North Central. 427 370 908 838 
South Atlantic..... 3 240 1356 2595 2.576 
East South Central. 261 251 521 480 
West South Central. 545 555 99? 1,156 
Re 382 292 781 614 
Pacific Coast....... 908 866 1,834 1,880 
8,533 7,943- 18,076 17,411 


RM 


appeared in the dry goods and auto- 
motive lines. Within retailing, the 
toll among grocery stores and gen- 
eral merchandise stores jumped to 
almost twice that in the previous 
month. Construction casualties rose 
considerably in both general build- 
ing and subcontracting to reach 
record highs. Likewise, the toll 
among service establishments was 
the heaviest in the 20 years studied. 

All major industry groups had 
more failures than a year ago. The 
smallest rises were in manufactur- 
ing, 29 per cent, and in commercial 
service, 38 per cent, while mortality 
mounted over 50 per cent from last 
year in other functions. Although 
the rise in manufacturing failures 
from 1953 was moderate, a few in- 
dustries suffered marked increases, 
particularly iron and steel, machin- 
ery, and apparel. All wholesale and 
retail trades had more casualties 
than in March 1953, with sharp 
rises in dry goods and apparel. Food 
stores failures rose to the highest 
level since 1942. Failures of auto- 
mobile dealers reached a post-war 
peak, while more casualties oc- 
curred among furniture and appli- 
ance stores than in any other month. 

All nine geographic regions re- 
ported an increase in failures in 
March, except the East South Cen- 
tral and Mountain States. These 
two areas also were the only ones 
where mortality remained below 
last year’s level. Notable upturns 
took place in the Middle Atlantic, 
South Atlantic, East North Central, 
and Pacific States. While the toll in 
the East North Central Region was 


True Recorp 
>. 


Feb- 
March ruary March C hget 
1954 1954 1953 
Farure 
Unadjusted...... 46.7 47.9 32. 
Adjusted, seasonally 43.6 40.9 2 


Numper or Fartures 1,102 926 739 +49 


Size or Dest 


Under $5,000__.. 144 119 118 +22 
$5,000-$25.000.. 558 458 371 +50 
296 271 185 +60 
$100,000 and over 104 78 65 +16 
Numser sy INnustry Groups 
Manufacturing. .. 198 207 154 +29 
Wholesale Trade. 123 87 76 +62 
Retail Trade. ... 551 449 361 +53 
Construction. ... 85 +68 
Commercial Serv. 63 +38 


LL. ‘BIL ITIE (in thousands) 


Current......... $57,280 $47,774 $31,082 +84 
37,746 47,909 31,584 +83 


*Apparent annual failures per 10,000 listed enter- 
prises, formerly called Dun’s Inso.vency Inpex 


tPer cent change of March 1954 from March 1953. 
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This unitized carton makes one =sixteen! 


A Signode Unitizing Method That Can Work For You! 


This equation was worked out by a couple of smart Signode 
Packaging Engineers from basic data—and the resulting sav- 
ings in packaging and handling costs range between 80¢ and 
$2.80—each! 

Formerly rolls of polyethylene sheeting were shipped in 
lots of 32 rolls—packed two to the carton. That meant 16 
cartons, and 16 handlings all along the 
line to the consignee. 

Signode Engineers devised a basic 
pallet-pack that put all 32 rolls of poly- 
ethylene in ONE unitized pack! This 
new strap-secured method of packag- 
ing saved the shipper $2.80 in packag- 
ing and handling costs per pallet! 

Adapting basic unitizing methods may 
mean savings for you, too. Send for 
our folder showing 6 basic ways of 
unitizing. 


Sheeting on pallet before 
being capped and strapped. 


° nr. 
NOD - Steel Strapping Co. | 


2665 N. Western Ave., Chicago 47, Ill. 
In Canada: Canadian Steel Strapping Co., Ltd., Montreal * Toronto 
Offices Coast to Coast—Foreign Subsidiaries and Distributors World-Wide 
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when you 
need it 


a 


e Noon or midnight the loading area 
of this Ryerson plant looks much the 
same because we work ’round the 
clock to make sure that you get 
Ryerson Steel when you need it. Car- 
bon steel, alloy steel, stainless — every 
kind is on hand, in practically every 
shape and size. Your requirements can 
be set down where you want them, 
quickly, cut to size and ready for im- 
mediate use. Just call the nearest 


Ryerson plant. 


RYERSON STEEL 


PRINCIPAL PRODUCTS 


BARS—Carbon and alloy, hot 
rolled and cold finished. 

STRUCTURALS — Channels, an- 
gles, beams, etc. 

TUBING —Seamless & welded 
mechanical & boiler tubes. 

SHEETS —Hot & cold rolled, many 
types & coatings. 

PLATES—Many types, including 
Inland Safety Plate. 

STAINLESS — Allegheny sheets, 
plates, angles, tubing, weld- 
ing rod, etc. 

MACHINERY & TOOLS — For 
metal fabrication. 


JOSEPH T. RYERSON & SON, INC. PLANTS AT: NEW YORK + PHILADELPHIA - CHARLOTTE, N. C. 


BOSTON + CINCINNATI - CLEVELAND + DETROIT 
MILW AUKEE 


PITTSBURGH + BUFFALO + CHICAGO 
ST. LOUIS + LOS ANGELES + SAN FRANCISCO + SPOKANE + SEATTLE 
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not as severe as in 1949, the Middle 
Atlantic had the most casualties 
since 1942. and both the South At- 
lantic and Pacific failures climbed 
to record peaks. 
FAILURES BY Divisions oF INDUSTRY 
MARCH 1954 
Number Liabilities 


3 Months 3 Months 
1954 1953 1954 1953 


(Current liabilities in 
thousands of dollars 


MINING AND MANUFACTURING 
Mining-Coal, Oil, Misc. 10 1239 430 
Food & Kindred Products 42 3744 2880 
Textile Mill Prods. & 
Apparel. . 7685 
Lumber & Lumber 
) 3723 
Paper, Printing & 
Publishing. 1635 
Chemicals & Allied 
Products. 1162 
Leather & Leather 
Products 1486 
Stone, Clay & Glass 
519 
Iron, Steel & Products. , 4758 
‘ 15807 
Transportation Equip- 
ment 1735 
Miscellaneous 6340 
Total Mining & 
Manufacturing... . 49833 


WHOLESALE TRADE 
Food & Farm Products. ; 2881 
238 

896 
Lumber, Bldg. 

Materials, Hdwe..... 1562 
Chemicals & Drugs. ... 373 
Motor Vehicles & 

Auto Equipment.... 446 
Miscellaneous 131 6497 

Total Wholesale Trade 289 12893 


TRADE 
Food & Liquor 3829 
General Merchandise... 1668 
Apparel & Accessories. . 7 4547 
Furniture, Home 

Furnishings 21290 
Lumber, Bldg. 

Materials, Hdwe..... 1919 
Automotive Group... . 5184 
Fating & Drinking 

Places > 27 4295 
Drug Stores.... 710 
Miscellaneous......... 137 2994 

Total Retail Trade... 1450 46436 2 


ConSTRUCTION 
General Building 
Contractors 118 
BuildingSub-contractors 202 
Other Contractors. .... 18 
Total Construction... 338 


CoMMERCIAL SERVICE 
Passenger & Freight 
Transportation. ...... 
Miscellaneous Public 
Services 
Hotels. 
Cleaning, Dyeing & 
Repairing 
Laundries 
Undertakers........... 
Other Personal Services. 
Business & Repair 
Services. . 3473 
Total Commercial 
Service 151 10981 


2895 2077 134646 81664 


Liabilities do not necessarily add to totals because 
of rounding; the figure 0.0 indicates liabilities of less 
than $100,000. 


Torat Untrep STATES.. 


Business Faitures include those businesses 
that ceased operations following assignment or 
bankruptcy; ceased with loss to creditors after such 
actions as execution, foreclosure, or attachment; 
voluntarily withdrew leaving-unpaid obligations; 
were involved in court actions such as recewership, 
reorganization, or arrangement; or voluntarily 
compromised with creditors out of court. 


CurreENT Liasivities, as used in the Failure 
Record, have a special meaning; they include all 
accounts and notes payable and all obligations, 
whether in secured form or not, known to be held 
by banks, officers, affiliated companies, supplying 
companies, or the Government. They do not in- 
clude long-term, publicly held obligations. Off- 


setting assets are not taken into account. 


“Our experience shows that superior 
products add only negligibly — if at all 
— to total costs. The difference — if any 
—is usually returned many-fold by 
superior service, satisfaction, dependa- 
bility and value.’’ Robert H. Cain, President, 
John E. Cain Company, Boston, Mass. and 
President National Potato Chip Institute. 


Your letterheads and records are exam- 
ples: The finest L. L. Brown paper constituting 
a letterhead and envelope costs less than 
the postage. The most durable L. L. Brown 
record paper adds but 1% to total accounting 
costs. Microscopic cost differences! Yet they 
insure prestige and quality in letters . .. and 
records which defy time and hard use. 

For 105 years, L. L. Brown papers have 
been the choice of discriminating executives 
whose correspondence must reflect them and 
their products and whose records are worth 
keeping. 

Your regular supplier knows L. L. Brown 
papers. Ask him to help you select those best 
suited to your needs. 


WRITE for FREE booklet... 


“How to Get Greater 
Service and Value from 
Your Records and Letters”. 
Here is a reliable guide to 
selecting the right paper 
for recording or corres 
spondence. 


& LETTER & RECORD 
\= PAPERS ||. 


SO MUCH EXTRA VALUE FOR 
SO LITTLE EXTRA COST 
Since 1849 


L. L. Brown Paper Co. C-3 
Adams, Mass. 

Please send me FREE copy of “How to Get Greater 
Service and Value from Your Records and Letters”. 
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BUSINESS CONSULTANTS 


BUSINESS STUDIES—Business and economic 
studies by Ebasco specialists help analyze 
factors and problems affecting earnings and 
operation, aim at assisting business to operate 
more profitably. 


, They sum up an important aspect of the services Ebasco 
offers you—help at any time on any business problem. 


SPACE PLANNING—Ebasco’s space planning specialists have helped 


many companies achieve maximum efficiency of office, factory, or 


Whether that problem involves contemplated warehouse facilities. A large railroad company, a prominent bank and a 
plant decentralization, new financing, out-of-line shipping company have recently engaged Ebasco for these services. 


production costs, industrial relations, new product 
evaluation or any of dozens of equally significant factors, 
you can depend on Ebasco for a quick and practical solution. 
What’s more, that solution is reached without 

burdening your permanent payroll or taking your own 

key executives away from their important 

operating functions. 


Ebasco pools many specialized talents into one flexible, 
completely-integrated organization; can thus apply the 
appropriate man-power and mind-power, economically 
and effectively, to your specific situation. 


Our booklet, ‘“The Inside Story of Outside Help,” gives a 
clear picture of the many Ebasco services and their 
helpfulness to business. For a copy, without obligation, 
write or phone Ebasco Services Incorporated, 

Dept. N, Two Rector Street, New York 6, N. Y. FINANCIAL CONSULTATION -— Fbasco’s Financial Consultants assist in reorganiza- 


tions, changes in capital structure, registrations of securities and other fiscal matters. 
Ebasco has worked with companies in arranging more than $3,000,000,000 of financing. 


NEW YORK CHICAGO WASHINGTON, D.C, 
Appraisal Budget Business Studies 

i. Consulting Engineering * Design & Construction ¢« Financial 
industrial Relations ¢ Inspection & Expediting 


SYSTEMS AND METHODS—Consultation on man- 


Insurance, Pensions & Safety * Purchasing « Rates & Pricing | Be 
agement techniques and procedures for planning and ° 

Resserch Seles Public Reletions Space Pinang controlling business operations is offered by Ebasco 
Systems & Methods * Tax « Traffic * Washington Office systems and methods specialists. 
gett things dene INSURANCE AND PENSIONS—Ebasco specialists 
aid companies in planning new programs or making 

anywhere present ones more effective. Ebasco offers business 


an unbiased outside viewpoint, does not sel] insurance. 
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CUTLER-HAMMER 


CUTLER-HAMMER|~ 


== MOTOR CONTROL 


AUTO-VAC 
PLASTICS FORM- 
ING MACHINE 
100% EQUIPPED 
WITH CUTLER- 
HAMMER MO- 
TOR CONTROL. 


AJAX 6000 TON HIGH SPEED 
FORGING PRESS COMPLETELY 
EQUIPPED WITH CUTLER- 
HAMMER MOTOR CONTROL. 


¢ “|CUTLER-HAMMER 
+” Motor Contact = 
U.S. ELECTRICAL MOTORS, INC., 
VARIDRIVES WITH CUTLER- 
HAMMER MOTOR CONTROL. 


CUTLER’ HAMMER 
== MOTOR CONTROL 


LITTLE GIANT SUMP PUMPS 
MADE BY CHICAGO PUMP 
COMPANY. CUTLER-HAMMER 
CONTROL USED EXCLUSIVELY. 


Leadership is never gained by standing still. 
The companies that have won widest approval 
of the market for their products gain such 
recognition by a policy of ceaseless product 
improvement and jealous concern for every de- 
tail that influences product performance. Such 
consistent and widespread approval is the high- 
est award for merit the market can bestow and 
is accorded products that demonstrate their 
superiority under direct competitive compar- 


ison. This coveted seal of approval has long 
been awarded Cutler-Hammer Motor Control 
by the nation’s leading machinery manufac- 
turers who so frequently and continuously make 
Cutler-Hammer Motor Control their outstand- 
ing choice. You too will find it paystospecify these 
products of the nation’s pioneering motor con- 
trol manufacturer. CUTLER-HAMMER, Inc., 
1436 St. Paul Ave., Milwaukee 1, Wis. Associate: 
Canadian Cutler-Hammer, Ltd., Toronto, Ont. 
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“WERE MOVING” 


Continued from page 34 


GF will include an extra payment 
to equal 25 per cent of an employ- 
ee’s reimbursement. (Some of the 
items covered: lease - cancellation 
penalties; temporary furniture stor- 
age; husband and wife's travel ex- 
pense while hunting new home; 
commutation fare from old home 
to White Plains office while wait- 
ing to get in new home, For an 
actual move, GF paid all expenses 
and sent moving company to han- 


dle packing.) 


May 21 The cornerstone ceremony 


A brief ceremony will be held at 
noon, June 4. An important item to 
be included in a “trme” box is a 
list of each employee’s signature. 


Sept.16 Aid for commuters 


We want to improve, if neces- 
sary, connecting bus facilities be- 
tween railroad depots and our new 
building. Would you please study 
the enclosed railroad timetables, and 
answer the attached questionnaire, 
giving us your best thinking on the 
trains you hope to, or will use. 
(Company also helped people to 
get together on car pools, and has 
chartered eight buses from local bus 
company to ease travel between sta- 
tion and office.) 


Dec. 10 Only one communication 
was mailed to homes 


This is a lengthy bulletin. We 


GF was giving forth with its 
own plans for two years before 
it formally asked employees for 
theirs. These data were secured 
through three planned interview 
periods scheduled a year, six 
months, and two months previ- 
ous to the move. At these times, 
each supervisor talked directly 
with subordinates. The only pa- 
per form involved was one the 
Personnel Department gave su- 
pervisors to use as an interview 
guide, and on which they later 
summarized the interview for 
Personnel’s own use. 

Supervisors were to cover the 
ground indicated by the follow- 
ing questions: Does employee 
plan to move? ( Yes; No; Unde- 
cided. ) 

If “Yes”: Is employee chang- 
ing residence? When will his 
move occur? Explain any un- 
usual circumstances involved. Is 
he using services we offer to 
help him move? 

If “No”: Give reasons. Is de- 
cision made with full knowl- 
edge of White Plains program? 
If not, what do you suggest? 
List unusual circumstances 
which should have special con- 
sideration. When is he leaving? 


Getting to the heart of employee plans 


The answer to “How many of you are coming with 
us?” should not be sought, GF decided, through a 
routine questionnaire for fear of missing still-covered 
worries and problems. So it took the longer, harder 
way described below to get data it badly needed to con- 
clude hiring, internal transfer, travel arrangements. 


Do you plan a replacement? 
How much training time is re- 
quired? 

If “Undecided”: With whom 
do you suggest employee could 
discuss problems and receive 
some specific help? When will 
he have a definite answer? 

Example of one employee 
who knew his mind immedi- 
ately is James Esposito (photo- 
graphs, page 33). When GF 
said, “It’s White Plains,” posi- 
tively (see page 33), Esposito, 
who had been on the look-out 
since GF’s first word, bought a 
six-room ranch house under con- 
struction in nearby Ardsley for 
his wife and three children. 

Esposito was the first to be 
moved under the GF program. 
“The move didn’t cost me any- 
thing,’ he said, “except blood 
and sweat. Actually,” he added, 
“the movers packed everything 
for us in eight hours—my wife 
could have gone to the movies. 
(But what wife would have? )” 

The extra month’s salary Es- 
posito was given for incidental 
costs went for items he never 
needed in a Brooklyn apart- 
ment, equipment like garden 
tools and storm windows. 


“The Royal 
opened the door 


for us” 


Let the Royal Bank open 
doors for you in Canada. 


With over 700 branches in 
ten provinces this bank 

can put you in touch with 
any segment of Canadian 
business, industry or finance. 


We invite United States 
businessmen to avail them- 
selves of the complete 
banking service provided 

by our branches from 
Newfoundland to British 
Columbia. We offer the fullest 
co-operation in helping firms 
who are interested in the 
opportunities presented by 
Canada’s expanding economy. 


Over 790 branches in Canada, the 


West Indies, Central and South America 


New York, London and Paris. 


THE ROYAL BANK 


OF CANADA 


Canada’s Largest Bank 


New York Agency — 
68 William Street, New York 5.N. Y. 


Total assets exceed $2,800,000,000 
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BELT CONVEYERS 


one of the many types of high-quality power 
and gravity conveyers in the MATHEWS Line 


The Belt Conveyer is one of the most effi- 
cient and commonly applied types of mate- 
rial handling equipment. It can be installed 
level, inclined, declined, or in a combination 
of these designs, and will operate well at any 
reasonable speed under complete control. 
The full line of Mathews Belt Conveyers 
ranges from standardized, general purpose 
units to highly complex, continuous flow conveying systems. 
When ‘you have package handling problems, cal! in your 
nearest Mathews representative. Have him tell you more 
about Mathews Belt Conveyers anc the other types of equip- 
ment in the complete Mathews line. 


@ Write for Bulletin G.P.53, giving details on the 
Mathews General Purpose Belt and Live Roller Con- 
veyers ... or for Catalog No. 853, featuring numerous 
installations that could possibly offer a solution to your 
conveying problem. Both are yours for the asking. 


MATHEWS CONVEYERS 


GENERAL OFFICES . . . Mathews Conveyer Company 


ELLWOOD CITY, PENNSYLVANIA 


PACIFIC COAST DIVISION . Mathews Conveyer Company West Coast 


SAN CARLOS, CALIFORNIA 


CANADIAN DIVISION . . . Mathews Conveyer Company, Ltd. 


_ PORT HOPE, ONTARIO 


MATHEWS cy 


Engineering Offices or Sales Agencies in Principal American and Canadian Cities 


have decided to mail it to 
home for leisure-time reading. 
(The three-page bulletin gave an 
up-to-date account of building prog- 
ress; it also contained a restatement 
of company’s policy toward termt- 
nation allowances. Employees who 
stayed within three months of mov- 
ing day received termination pay, 
plus two weeks’ pay if they worked 
up to the moving date. Termination 
pay ts also being granted to em- 
ployees who start to work in White 
Plains but find, within six months, 
that the personal inconvenience ts 


your 


too much.) 


1954 Community relations 
Feb. are stressed 


The booklet About General Foods 
has been prepared for our new 
neighbors in White Plains who are 
not yet acquainted with us. It can 
also help you to answer questions 
neighbors may ask you about the 
move. Let us know if you need 
additional copies. 

(Company also prepared a book- 
let, Fitting Ourselves Into The 
Westchester Community, which 
employees received. Booklet outlines 
GF's community-relations policy: 

How first consideration should 
be given to the area supplier when 
company purchases supplies and 
services; how company hopes em- 
ployees will participate in com- 
munity activities. 

Other items defined for.employ- 
ees include GE's stand on co-opera- 
tion with schools, financial support 
of community cduses; requests for 
product donations; use of building 
facilities by community groups.) 


March = Each group is greeted 
by Charles G. Mortimer 
on first day in new 
quarters (Mortimer 
became president of 
GF April 7). 

“Right now, you have important 
personal rough spots to iron out. 
Management is mindful of the very 
real living and commuting adjust- 
ments you have made. Believe me, 
these difficult adjustments are rec- 
ognized, and the spirit in which 
they are made is appreciated.” 

(On the first day, each employee 
also found on his desk a new, re- 
vised company handbook; a wel- 
come letter from Igleheart, then 
president, now board chairman; 


and a brief company history.) 
THE END 


THE SCIENTIFIC TYPEWRITER PAD 


10 HIGHER 
OFFICE EFFICIENCY 


Lock out the noises and dis- 
tractions caused by typing by 
placing a Kil-Klatter pad 
under every typewriter in your 


office. 


Kil-Klatter pads absorb the 
shock and deaden the noise 
of typing—keeping the desk 
from becoming a sounding 
board of disturbance. ..and 
a Kil-Klatter pad makes 


typing so much easier. 


Made from genuine 
long-life OZITE felt 


Dent-proof and 
Skid-proof 


Fits all typewriters 
and other office 
machines, too. 


$425 


AT YOUR STATIONER 
OR OFFICE SUPPLY DEALER 


ALEC RIATTER 


THE SCIENTIFIC TYPEWRITER PAD 


“The Answer to a quieter office 
may be under your typewriters” 


and 
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MOLONEY CLASS-H SEALED DRY TYPE TRANSFORMER 


uses Formica glass silicone barrier sheets and molded spacer bars. Design (at 
left) allows free circulation of nitrogen, provides maximum insulation at high 
temperatures. Three coils (center) form the heart of the transformer (right). 


improve performance of sealed dry type transformers 


Two new Formica glass silicone grades contribute materially to more effi- 
cient distribution of power. This miracle material not only provides de- 
pendable electrical insulation at temperatures up to 482° F., but is engi- 
neered to help keep transformer operating temperatures to a ‘cool’ 248° F! 


With this ‘assist’ from Formica, transformer manufacturers like Moloney 
Electric Co., St. Louis, now build safer, smaller, lighter weight trans- 
formers . . . thus opening the door to new possibilities in power distribu- 
tion indoors. 

Formica’s engineers have brought Formica’s versatile properties into play 
in many other difficult electrical as well as chemical and mechanical ap- 


plications. Our staff is ready to apply this same skill to help solve your 


laminated plastics problem. Simply write or wire us your requirements 


today. The Formica Co., 4667 Spring Grove Ave., Cincinnati 32, Ohio. : 

G-63=: 2ACER BARS are molded, delivered G-54 BARRIER SHEETS retain 500 vpm di- a 
ready to insta, waste. U-shape allows—. strength at 482° have 2” bending radi- 
free circulation of Wt spets= us in .025” thickness, come in sheet sizes up 
from building up inside transformer. to 36” x 72”. Thicknesses from .020” to 045". ; 
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pecifying 


ong-Established 
UALITY 


Certain names and designations have become synonymous with long- 
established quality in consumer products. Some that you will recognize 
are Sterling, Sheffield, Wedgwood, etc. Similarly, certain names signify 
long-established quality in industrial products . .. you can think of 
many with little difficulty. 

Among the latter is Wiexers, . . . for long-established quality in 
Hydraulics. For more than a quarter century, the mark Mtewers, 
has signified superior products and services . .. with continuous 
pioneering in hydraulics research and development. As a result, the 
list of leading manufacturers who use Vickers Hydraulics continues 
to grow. You also can get the benefits of this dependable, long- 


established quality by specifying Vickers Oil Hydraulic Equipment. 


VICKERS 


Incorporated 
DIVISION OF THE SPERRY CORPORATION 


1424 OAKMAN BLVD. 
DETROIT 32, MICH, 


A pplication Engineering Offices: 
ATLANTA CHICAGO 
(Metropolitan) e CINCINNATI 
CLEVELAND e« DETROIT 
HOUSTON e LOS ANGELES 
(Metropolitan) NEW YORK 
(Metropolitan) ° ODESSA 
PHILADELPHIA (Metropolitan) 
PITTSBURGH e ROCHESTER 
ROCKFORD e SEATTLE 
TULSA _ e WASHINGTON 
WORCESTER 


| ENGINEERS AND BUILDERS OF OIL HYDRAULIC EQUIPMENT SINCE 1921 ; 
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NOW You Can See 
Where You Can’t Look 


5 YEARS ot continuous opERATION 
prove Dependability 
DIAMOND “UTILISCOPE™ 


(WIRED TELEVISION) 


“UTILISCOPE” camera at drum elevation 
SEES actual boiler water level. 


In 1948, Tidd Plant of Ohio Power Company (subsidiary 
of The American Gas & Electric Company) installed a 
Diamond “‘Utiliscope’”’ so that the operator at the control 
panel could SEE the boiler water gauge several floors 
above. The camera location (adjacent to the big boiler 
drum) is hot and dusty. Auxiliary machinery causes 
vibration. The installation (including the original camera 
tube) has been in continuous use... 24 hours a day .. - 
7 days a week for over 5 years, with very little mainte- 
nance. This is the first system of industrial television 
purchased in the U.S. and is still in continuous operation. 

Probably there are places in your plant where you can 
use the DEPENDABLE ‘“‘Utiliscope’’ (wired television) 
... the great new industrial aid. It is saving money and 
improving operations in steel mills, power plants, 
foundries, coal mines, and a wide variety of manufac- 
turing plants. Use the coupon below. 


‘‘Utiliscope”’ 
Camera 


*‘Utiliscope’ 


Receiver 6702 


TY CORP. | 


— 


DIAMOND Powe 
LANCASTER, 


ut obligation a copy of 


5 

Showing how th 

Utiliscope (Wired Television) is ; 
| IMprove operations » 


Name 


Company 


DIAMOND POWER 
SPECIALTY CORP. 


FIRST IN INDUSTRIAL TELEVISION 
LANCASTER, OHIO 


Address 


Diamond Specialty Limited—Windsor, Ontario 


SINCE 1903, DIAMOND 


703, MANUFACTURED 
QUALITY EQUIPMENT 


INDUSTRY 


MO.DERN 


PRESTIGE 


Continued from page 31 

In each field of endeavor, there 
is a leader. This is the person or 
organization which knows and does 
a littke more than the followers. 
And invariably the leader does it 
better. Business-world leaders must 
devote much time to product and 
customer research; they must eval- 
uate this research and produce new 
and worthwhile products or serv- 
ices; and they must know enough 
about their particular business to 
conceive and execute truly worthy 
goods and services. Thus, one of the 
factors of prestige is creativeness 
based on knowledge which is usu- 
ally gained through experience plus 
research techniques. 

But there are other elements— 
productive excellence and articula- 
tion—which must be present before 
a company or individual attains 
prestige. And throughout this fab- 
ric runs a cord of ethics, the busi- 
ness of doing well by your fellow 
man. 

The company which creates and 
eventually produces a revolutionary 
product or service has little prestige 
if it cannot make it better than 
competition and later translate these 
beneftts to the buying public. 

Bellwether companies must stand 
ready to manufacture their product, 
be it goods or service, considerably 
better than competition. Quality 
standards must be the highest pos- 
sible, materials the finest, and man- 
ufacturing methods arrived at with 
pinpoint control. 

Finally, a prestige concern must 
be able to speak so that the public 
may understand it, its products, and 
its policies. Salesmen, clear-headed 
and sound enough to describe and 
evaluate superior product qualities, 
are important. The advertising de- 
partment must weld selling points 
into appealing, accurate, and com- 
pelling advertisements. 

Public relations operatives must 
interpret the idea and ideals, the 
employees and the corporate body, 
to publics of every sort. Executives 
must be able to explain the excelling 
qualities of their company. In sim- 
ple language, the prestige company 
should be well equipped to stand 
up and talk in a loud and clear 
voice when it has something to say. 

It is possible to begin measuring 
the various elements which inter- 
lock to produce prestige. Products 


TRUE OR FALSE, it’s a popular belief that 
most family squabbles start simmering over the morning coffee 
cups. Don’t ask us why. Maybe it’s because we men folks are 
apt to be a bit grumpier in the early hours. Anyway, the “lord 
and master” who slams the front door doesn’t tackle the day’s 
work with the same spirit as the man who leaves home with a 
smile. Happy workers are better workers ... more productive 
workers. 


What makes happy families, happy workers? We think environ- 
ment is a big factor. Friendly neighbors, outdoor recreational 
spots, good schools, a healthful climate, plenty of room for the 
kids to let loose... all have a bearing on domestic tranquility 
... on the quality of a man’s work. 


So when considering a site for factory, assembly plant, ware- 
house, or whatever it may be, we suggest concentrating not 
entirely on available materials, power, labor, or even trans- 
portation, important as they are. Give some thought to the 
human element, too. 


We recommend the “Union Pacific West” as a vast area where 
can be found a site not only to meet your essential needs but 
also provide the things that go to make healthy, happy work- 
ers... better workers for you. 


For complete and confidential information regarding available 
industrial sites, write Industrial Development Department, 
Room 317, Union Pacific Railroad, Qmaha 2, Nebr. 


MONTANA 


OREGON 


IDAHO 


issouRL 


Map at left shows states served 
by Union Pacific Railroad 


MAY 
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is her time worth 
twenty cents an hour? 


Silly question, isn’t it? 

Retyping two pages of solid text, with time 
for erasures and proofreading, can easily take an 
hour... But a Bambino in a few minutes will 
make as many copies (all clear and legible) as 
the typist—for about twenty cents! 

The Bambino is the new small Ozalid® office 
machine that copies anything typed, printed, 
written, or drawn on translucent paper up to nine 
inches wide, any length, for less than two cents 
a copy—and in less than a minute. Makes up 
to 200 copies an hour! 


REPRODUCTION is instant, on coated Ozalid 
papers, without inks, plates, stencils, carbons. 
Delivers dry copies, ready for use. Electrically 
operated, can be used by anybody. And 
economically priced at $410. 

The Bambino has scores of uses in any 
office, making extra copies not only of 
letters but statements, forms, invoices, 
specifications, file records—speeding 
work, saving time, cutting costs. 

Call the nearest Ozalid distributor 
(see phone book) for a demonstration. 

Or write for free brochure to 
41 Ozaway, Johnson City, N.Y. 


OZALID—A Division of General Aniline & 
Film Corporation... From Research to Reality. 
In Canada, Hughes Owens Company, Ltd., Montreal. 


copying nadie for the office 


or product improvements, the bene- 
fits they provide, and the impact 
they make when introduced to the 
public through sales and advertis- 
ing can be measured. And between 
these and an annual report, a statis- 
tical comparison can be made. 

But the elements of prestige cost 
money. Product and consumer re- 
search, highest quality materials, 
skilled workmen, and good adver- 
tising are expensive. To assign 
skilled men to probe the public 
pulse or to conduct investigations 
ot products requires investment of 
many dollars. First-grade materials 
cost more than those of lower qual- 
ity. Skilled craftsmen capable of 
making and assembling better prod- 
ucts demand—and_ get — higher 
wages. Good salesmen are difhcult 
and expensive to come by, and the 
price of good advertising is high. 

‘Too, prestige companies are at a 
distinct disadvantage in a number 
of instances. For example, a pres- 
tige company cannot indulge in 
certain sales programs which could 
be helpful to boosting totals in the 
annual statement. Trade-ins and 
mark-downs are usually prob!ems 
to prestige companies and they can- 
not encourage them as the sales 


situation so often demands. 

Dealer relations must be on the 
same level. Often it would help 
sales to extend more financial as- 
sistance to the promotional efforts 
of certain retailers. Yet, in the inter- 
est of prestige- type dealer relation- 
ships, it is necessary that all be 
given the same equitable treatment. 

One other factor which is a dis- 
tinct disadvantage to prestige com- 
panies is that the public is more 
critical of well-known products. As 
a result, such companies must main- 
tain the highest possible minimum 
product excellence. 


A High Price? 


The key question then is, “Is the 
price of prestige worth it?” 

Let’s consider day-to-day experi- 
ence of two hypothetical companies, 
and then decide. One, say Com- 
pany “A,” has prestige. The other 
is Company “Bb,” lacks many of the 
important elements of prestige. 

Salesmen of Company A get a 
better reception when they call on 
a buyer. Buyers are conditioned to 
the realization that Company A 
salesmen offer a superior product 
that will be well merchandised. 
These same salesmen are equipped 


Need Something 


See Section on 
SPECIAL 
ASSEMBLIES _~ 


Write for 
your free 
copy today. 


Gives you complete coverage on standard 
Hand Numbering Machines and Metal 
Daters; plus full information on Special 
Assemblies. 40 photos. 


& COMPANY INCORPOR 
216 NICHOLS AVENUE, BROOKLYN 8, N.Y. 


materials 
handling 


Professionally 


In today’s 
competitive market — cost 
reduction through planned 
Materials Handling assumes 
major significance in profit- 
able operations. 

Without obligation, our ex- 
perienced engineers will 
make a preliminary survey 
of any plant or problem to 
determine the potential 
savings and the cost. 

We invite your inquiry 


CONSULTING 


MATERIALS HANDLING 


ENGINEERS 


Greenwich, Connecticut 
Over 20 Years’ Experience 
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to present, in economical terms, the 
important substances of the com- 
pany’s plans and product. The buy- 
ers know that they can rely on the 
merchandising judgment of Com- 
pany A’s salesmen. None of these 
things can be said in the same de- 
gree about salesmen of Company B. 

Advantages here are that sales- 
men of Company A do not have to 
waste time waiting to see and sell 
buyers. Their time is budgeted so 
that most of their effective work 
day is given over to selling instead 
of waiting in anterooms and plead- 
ing their cases once admitted to 
the inner sanctums of potential cus- 
tomers. 

Advertising of prestige firms is 
more effective. Hypothetical Com- 
pany A has long had a reputation 
for making only reasonable state- 
ments when it advertises its prod- 
ucts. Readers of its commercial mes- 
sages have developed a reasonable 
belief in them. 

On the other hand, Company B 
exercises “poetic license” in its ad- 
vertising efforts. “Better” becomes 
“best.” That which might have 
slight sales appeal if evaluated hon- 
estly attains oblique sales appeal 
when couched in vague terms. 


Having been “taken in” by the 
extravagant claims of Company B, 
the public seldom harbors any sen- 
timents of affection for the product 
or the firm. Subsequently, adver- 
tising of Company B is regarded by 
a cynical public inclined to shrug 
off most of it. It becomes uneco- 
nomical and ineffective. 


Prestige and Sales 


At the sale counter, much the 
same thing occurs. Customers in- 
terested in the products of Com- 
pany A are more inclined to believe 
the statements about it by clerks 
and counter material. The opposite 
reaction to claims for products of 
Company B takes place. 

Should a clerk at a retail counter 
claim that Company B has a new 
and startling product available, the 
question in the mind of the poten- 
tial customer is somewhat like this: 
“How much of this claim is fact, 
and what percentage is puffery?” 
It’s dangerous to a sale to have such 
thoughts sifting through the con- 
sumer psyche. 

This, then, is one of the advan- 
tages of prestige: More effective 
and efficient sales with waste efforts 
stripped out. 


FREE: Handy chart of Postal Rates 
with parcel post map and zone finder. 


= PITNEY-BOWES 
Mailing Scales 
pITNEY-BOWES, INC. 

1580 Pacific St., Stamford, Conn. 


Originators of the postage meter 
... Offices in 93 cities 


MO DER N 


This S-103 Mailing Scale does its job quickly 
and efficiently, making modest postage savings 
every day that add up to a surprising total in a 
year. A truly precision scale, it never exaggerates 
letter weights, wasting your postage. Never lets 
your mail go out with insufficient postage, 
causing annoyance, creating ill will with “Postage 
Dues.”’ Its automatic pendulum mechanism is 
extremely accurate, fast-acting. The hairline 
indicator registers instantly, exactly. The large, 
wide-spaced markings are easy to see, save time 
in mailing... Ask for a demonstration of PB’s 
full line of mailing scales. Special models for 
parcel post. Or send for a free illustrated booklet. 


cuts rejects on plating line 
/ 
with 


Continuous Power Conveyors 


\ 


The Speakman Company, Wilmington, Del- 
aware, faced with the problems of lowering 
costs and increasing production of chrome- 
plated plumbing fixtures, chose Richards- 
Wilcox “ZIG-ZAG” Continuous Power Con- 
veyor to increase the efficiency of their 
plating line. 

“ZIG-ZAG” Conveyors operate overhead 
—out of the way of production. Excep- 
tionally flexible, they move up, down, in, 
out and around ... carrying unit loads up 
to 125 pounds at varying speeds from one 
inch to sixty feet per minute. Six-inch 
carrier pendant centers make it an easy mat- 
ter to adapt “ZIG-ZAG” to changing pro- 
duction requirements. The system may be 
easily altered or relocated by plant per- 
sonnel, usually using all the parts. 


“ZIG-ZAG” Conveyors are quality de- 
signed and manufactured. They offer longer, 
safer, more efficient service on any produc- 
tion line. Find out how “ZIG-ZAG” Con- 
veyors can help you meet increased demand. 


Plating line ot the Speokmon Com- 
pany showing R-W "ZIG-ZAG" 
Conveyor in action. Conveyor in- 
stallation by Hanson-Van Winkle- 
Munning Co., Matawan, N. J. 


For complete details, consult an R-W 
Engineer—at no obligation! 


1880 | 
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ALS HANDLING Division’ 
Branches in Principal Cities 


475 THIRD STREET, AURORA, ILLINOIS 


SUDING DOOR HANGERS & TRACK + FIRE MATER! 
DOORS & FIXTURES « GARAGE DOORS & EQUIP- 
MENT + INDUSTRIAL CONVEYORS & CRANES 
@ SCHOOL WARDROBES & PARTITIONS « 


MAY i954 ° 57 
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PAINTS BODIES WITH RANSBURG 


Automatic electrostatic spray enables 


Studebaker to apply a heavier and 
more uniform primer surfacer while 
giving them a net saving of 1.81 per 
body in paint and direct labor. Not 
only is the Ransburg method providing 
the desirable increase in uniform 

film thickness, but it is enabling 
Studebaker to paint more bodies per 
hour with the substantial savings 


in paint and labor over the former 
hand spray method. 


The heavier, and enduring, 
first coat on Studebakers 

provides the necessary base 
for the superior finish .. . a finish which 
resists all kinds of exposure conditions, 
such as combinations of warm and 

humid climate, and prolonged bright sun exposure. 

Whatever your product may be—large 
or small—if your production volume justifies 
conveyorized painting, chances are that 
one of the RANSBURG electrostatic 
processes can do the job better, and 
for less. Write or call for data and 


detailed information on numerous 


and varied installations. 


Indianapolis 7, indiana 


Prestige permits a company to 
introduce new products with less 
waste effort than is required by a 
non-prestige firm. Public acceptance 
of new products with the name 
of a prestige company on them is 
relatively fast. 

Too, and this seems to be of cur- 
rent value, prestige companies do 
not suffer during prolonged na- 
tional periods of slumping sales in 
proportion to its entire industry. 
For example, in almost any indus- 
try, the sales of a prestige firm fall 
off at a much slower rate during 
depression or recession periods than 
do sales of the industry as a whole. 

There is no doubt that prestige 
aids distribution. Almost by defini- 
tion, a prestige product has public 
acceptance, one of the prime factors 
in establishing distribution. 


What’s in a Name 


But the crucial advantage of pres- 
tige is the fact that legion in num- 
ber are the companies which have 
found it expedient to produce quick 
sales to the ultimate disadvantage 
of reputation and good-will. There 
is no reason to embarrass relatives 
of the dead by naming names, but 


even a hasty review of business his- 
tory produces numerous examples 
of companies which died the slow 
death of the uninfluential and dis- 
honest. 

To my knowledge, no organiza- 
tion or person which has continu- 
ally introduced truly new products 
or improvements based on public 
needs, produced these with a degree 
of excellence better than competi- 
tion, and has been articulate enough 
to tell the world about these goods 
or services, has picked up the label 
of “has been.” 

To introduce here thoughts on 
the “Golden Rule” as the all-impor- 
tant unifying force which should 
motivate any organization 1s wrong 
if it appears to be done in a defen- 
sive manner, something introduced 
to ward off destruction. This rule, 
which dictates that every man must 
indeed act according to the power 
of a good conscience, should be 
positive. In reality, prestige is a 
lineal descendant of whole-hearted 
adoption of the Golden Rule, and 
the three elements of prestige can 
only be created in the atmosphere 
it generates. 

Remember that the three main 


OLD STYLE FOIDERS 


As \W MBS) 


NEW STYLE PENDAFLEX FOLDERS 


HANG! 


PENDAFLEX 


HANGING FOLDERS 


F aster, easier piling guaranteed 
Send for FREE CATALOG 
OXFORD FILING SUPPLY COMPANY, Inc. 


18 Clinton Road Garden City, N. Y. 


Please send free Pendaflex catalog to 


ADDRESS 


BRADY DOTTED LIN 


AISLE MARKERS 


Pressure-sensitive Brady Aisle Markers 
cost less to buy —apply—maintain than 
any other aisle marking method. Stick 
instantly to clean, dry floors. No mois- 
tening or machines needed Make 
straight or curved lines anytime without 
disrupting production. No one waits 
while paint dries. New, special plastic 
construction resists abrasion, dirt, acids, 
oils, most solvents. Stocked in 4 vivid 
colors and sizes; specials to order For 
FREE samples and literature, write 
W H. Brady Company, 709 W Glen- 
dale Ave., Milwaukee 12, Wis 


NO. 2 NAME, NO. 1 SOURCE 
Pressure-Sensitive 
industrial Products 
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1940: 9 lbs. of plastics 


AGG 


* 
sae 


=< 


1954: 83 Ibs. of plastics 


Plastics used yearly by the average family. 


PLASTICS CONSUMPTION SOARS 900% SINCE 1940; 
TO DOUBLE PRESENT LEVEL BY 1960 


What does this growth mean to your business? 


More sales power. The warmth, color, durability and economy 
of plastics have captured the imagination of American consumers. 
What further proof of their appeal is needed than the unprece- 
dented growth headlined above? 


More production power. Dramatic new developments in plas- 
tics offer your business or industry design possibilities and pro- 
duction economies hitherto unknown to industry. 


Plastics are built on pioneering —a ceaseless search for new 
materials, methods and equipment—an endless improvement of 
quality standards. 


Are you fully aware of these daily developments, and the 
specific benefits they offer your business? 


It’s wise, and easy, to keep informed. Monsanto Chemical 
Company’s Executive Newsletter, published regularly as a service 
to management, is yours for the asking. Just mail this coupon today. 


MONSANTO CHEMICAL COMPANY, Plastics Division, Room 1405, 
Springfield 2, Mass. 
Please send me regular mailings of Monsanto’s Executive Newsletter. 


Name & Title 


Company 


Address 


City, Zone, State 


& a2 F 


1960: 152 Ibs. of plastics 


(estimated) 


\ 


The “Who’s Who” of American 
industry uses the big six of plastics: 
styrene, phenolics, cellulosics, 
vinyls, aminoplasts and polyethylene. 
Is your business represented here? 


Automotive 
Aviation 
Appliances 
Building Supplies 
Electrical Equipment 
Foundries 

Furniture 

Home Furnishings 
Housewares 
Packaging 

Paints and Coatings 
Paper Products 
Shipping 

Toys 

Utilities 


SERVING INDUSTRY... 
WHICH SERVES MANKIND “4 
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You bought 40% more of them 
in the Ist quarter of 1954 than 
in the Ist quarter of 1953 


Series I— Heavy duty bronze rotary gear pumps 
Oilless bearings 2-23 G.P.M.—0-100 P.S.1. 


Series II—Close coupled motor driven bronze pumps 
Oilless bearings 2-4 G.P.M.—0-100 P.S.1. 


Series F— High volume bronze rotary gear pumps 
Oilless bearings 


Series IV— Rubber impeller bronze pumps 
Oilless bearings 6-21 G.P.M.—0-30 P.S.I. 


Series 55—Standard bronze rotary gear pumps 
Grease fittings 2-23 G.P.M.—0O-100 P.S.1. 


Series G—Standard bronze centrifugal pumps 
Grease fittings 2-25 G.P.M.— 2-10 P.S.1. 


OBERDORFER 
PUMPS 


Industrial Pump Div., Oberdorfer Foundries, Inc. 
745 Thompson Rd., Syracuse, N. Y. 


Address the 1954 edition of the Oberdorfer Industrial Pump catalog to: 


NAME 


COMPANY 


ADDRESS 


Do you want a factory representative to call [] Yes [] No 


60) 


elements of prestige are knowledge- 
able development, quality produc- 
tion, and vocalization. This latter 
factor encompasses sales, advertis- 
ing, public relations, and whatever 
other forms of public contact the 
company might have. 

Therefore, a company aiming to 
attain prestige should consider these 
three factors as tangible and vital 
corporate ingredients. 


United Effort 


Product research people must be 
able to unearth improvements and 
new products. The consumer re- 
search people should be able to 
develop new markets and evaluate 
true public need for the product. 
Production must be able to make 
the best product possible, and the 
main articulate forces of a company 
—sales, advertising, and public re- 
lations—must be able to clearly ex- 
plain in the most economical and 
eficient ways the advantages a cus- 
tomer obtains by associating himself 
with the company through product 
or service purchase. 

For prestige to be effective, a code 
of pride must permeate the entire 
company structure. Although all 
employees will not demonstrate this 


attitude at all times, in all corporate 
dealings they should be exposed to 
it. Short-term and long-term pro- 
grams to build prestige therefore 
must be always on the desk of the 
highest corporate policy maker and 
be as natural to his day as speaking 
on the telephone. 

He must demonstrate that the 
unknown in products, manufactur- 
ing processes, and communication 
are important to him and the last- 
ing success of the frm name. He 
must show that these elements are 
important to the people within the 
corporate organization. Intelligent 
research of its techniques by the 
accounting department is as impor- 
tant as research by the sales depart- 
ment of customer preferences. It is 
as important for the tabulating or 
personnel departments to devise the 
best possible techniques of opera- 
tion as it is for the production de- 
partment to produce the finest pos- 
sible product. This is to say that a 
spirit of confidence and will to excel 
is basic to the prestige concept. 

Clerks and typists must be articu- 
late in their ability to explain com- 
pany advantages as are company ex- 
ecutives. The finest speech or press 
statement of an executive rings 


1% BILLION 


allons 


per day plus 8 rivers... 


The Cohansey Sands, one of the world’s greatest natural water 
reservoirs, underlay the 3,000 miles of Opportunity “saved up” 
in Southern New Jersey for today’s decentralization. 
U. S. Geological Survey estimates 14 billion gallons per day 
untapped underground. Pure and soft, with pH 
consistently below 7. New Site-Map shows 
300 sites, maps water resources. Or we will gladly 
prepare special hydrological report. 
HQ FOR CONFIDENTIAL DATA 


SOUTHERN NEW JERSEY 
DEVELOPMENT COUNCIL 


21 CENTRAL PIER E. L. GERBER, DIR. * ATLANTIC CITY 4-3338 


Branch Office at Woodbury 
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This 
space 
reserved 


... for today’s newest dictating idea! 


A telephone? No, a dictating instrument will fill this space— electronic methods for just a few cents a day. 
the Dictaphone TELECORD phone! Exciting? That’s only part of the TELECORD idea. With this 
The new idea behind it: now, anyone ina business organiza- comfortably familiar instrument at his elbow, all any man 
tion who needs to dictate can have the benefits of modern has to do to dictate, whether he’s used to it or not, is pick up 


the receiver and talk! 


In a TELECORD network almost any number of dictators can 
be served by centrally located recording machines. With 
TELECORD’s ‘‘building block” simplicity, dictating stations 
can be added as needed without altering your basic installa- 
tion. The famous TIME-MASTER dictating machine, around 
which the system is built, offers unparalleled dependability. 
Its exclusive plastic Dictabelt records with a clarity you have 
to hear to believe. 


In the most practical terms, company after company is dis- 
covering that TELECORD means more gets done and costs per 
man-and-stenographer hour go down. 


Chances are that there are desk tops in your company that 
would be more efficient if served by this NEW IDEA in 
dictation. Get the details about TELECORD. Mail the coupon 
for details. 


Dictaphone Corporation, Dept. B54 
20 Lexington Ave., N. Y. 17, N. Y. 


Please send me free descriptive literature on TELECORD. 


COMPANY. 


Street nada 6060606 16060660046 


G REATE ST NAME IN DICTATION TIME-MASTER, TELECORD AND DICTABELT ARE REGISTERED TRADE-MARKS OF CICTAPHONE CORPORATION 
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-- BASIC DATA ON NEWEST 


Industrial 


sou 


A typical |-Plank type In- 
dustrial Door by Interna- 
tional Stee! Company. 


Door Advances 


INDUSTRIAL DOORS 


MATCHED TO THE JOB 


— engineered and built by 
men who know their job — 
are indeed basic production 
tools. That’s why the _ brand- 
new book offered here is both 
timely and _ valuable. Every 
page is full of authoritative 
data on doors of every type 
and size, motorized or manual- 
ly operated — for every in- 
plant or outside requirement. 
Installation photos, engineer- 
ing drawings, construction de- 
tails, major specifications, 
design and operating features 
— all are included in this 
brand-new handbook on doors 
for all industries. And _ the 
coupon above brings your per- 
sonal copy promptly. Please 
mark it and mail it at once. 


false to his secretary’s neighbor if 
the neighbor has heard less impres- 
sive reports concerning the man 
from the secretary. Prestige here is 
a man of private opinion, molded 
by conversation that can be con- 
structive or negative. 

Another factor which must be 
taken into consideration by com- 
panies wishing prestige is continu- 
ity. The elements of prestige must 
be a continuing part of the com- 
pany philosophy. It is not enough 
to once attain these factors, but they 
must be maintained. The public is 
not easy in its judgments. A com- 
pany with the product one year 
cannot long trade on its reputation. 
This product must be improved on 
every possible occasion, and if im- 
provements become impractical or 
impossible, the product must be 
replaced with something better. 


Never-ending Job 


The same continuity must apply 
to knowledgeable creation and com- 
munications. One year of good re- 
search cannot serve a company 
much longer than 365 days. A year 
of speaking clearly and forcefully 
by company personnel is soon lost 
in the din of succeeding years. Con- 
tinuity is all-important. 

A company must keep its public 
relations in mind at all times, and 
all company personnel must know 
that they are company spokesmen 
when they talk with the general 
public. It is not conducive to pres- 
tige to be continually mending your 
public relations fences. Instead, you 
shou!d start at the beginning and 
build a strong public relations atti- 
tude among company personnel. 

Summa‘izing, a prestige firm re- 
sults when research methods are 
applied to all phases of a company’s 
operation by all personnel, and re- 
sult in creation of new ways, finest 
quality work by company personnel 
in every operation, and clearness 
of expression by all company repre- 
sentatives at all times. Once a com- 
pany can claim these, it is on the 
road to prestige. One that continu- 
ously can claim these is always a 
prestige company. And it is the 
prestige concern which tends to re- 
main a part of the American busi- 
ness scene. 

There is a link between prestige 
and success. There are many ad- 
vantages to both and neither can 
be achieved without cost. 

THE END 


FABRICATING 


EQUIPMENT 


/ ‘tl 


WALES FABRICATOR for punching, notching 
and nibbling. 


ALES DRILLING MACHINE for locating 
drilling, reaming and boring. 


WALES 
TRU-EDGE 
SHEAR 

for beading, 
folding, slotting, 
flanging, louver 
cutting, straight 
line and irregular 
circle cutting. 


@ There is a Wales Machine to do one or 
more of the above operations with greater 
time-saving efficiencies. 

For example, the Wales Sheet Metal Fab- 
ricator is designed to punch, notch and 
nibble up to 165 strokes per minute. Wales 
“Quick Change” holder permits changing 
of punches and dies in a matter of seconds. 


Write for Wales Machinery Catalogs TODAY 


WALES-STRIPPIT CORPORATION 


George F. Wales, Chairman 
392 Payne Ave., North Tonawanda, N. Y. 
(Between Buffalo and Niagara Falls) 


Wales-Strippit of Canada Ltd., Hamilton, Ontario 
Specialists in Punching and Notching Equipment 


om, 
| NATioNA Evans’ pligatio®™ B 
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Key question about key people 


without a health examination and none is subject to 
individual cancellation of this protection. 


How can you strengthen relations with your key 
men — people your business couldn’t afford to lose? 


For comparatively little cost, you can now give them 
security through Indemnity’s new Key Man Acci- 
dent and Sickness Insurance. This business-like plan 
helps your key people identify their future prosperity 
with that of your company. It gives them those extra 
morale-building benefits —so important in the face 
of today’s competition for key people. 


This new plan combines the advantages of group 
insurance with the broad coverages and_ benefits 
previously available only through individual insur- 
ance. Every employee actively at work is eligible 


Any Agent of the Indemnity Insurance Company 
of North America will be glad to give you the details 
of this modern protection plan wll? how it can be 
fitted into your existing insurance program. Or see 
your own Broker. For the name and address of 
your Indemnity Agent, write: 


INDEMNITY INSURANCE COMPANY OF 


NORTH AMERICA 


One of the North America Companies which are headed 
@ by Insurance Company of North America, founded 1792 


PROTECT WHAT YOU HAVE© Philadelphia 1, Pa. 
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MAKES MANY COMPLEX PARTS 
IN ONE OPERATION 


MORAINE 


A design can be so complex that the cost of savings to the customer. It illustrates how 


making it by conventional casting and much can be done to improve performance 
machining methods would be prohibitive. and cut costs when customer and Moraine 
Yet, that same design can be produced by 


the Moraine metal powder process at mod- 


cooperate to adapt part to process. 


Moraine’s experience with powder metal- 


erate cost—usually in one press operation = jurgy is extensive and the possibilities it 


—with no drop-off in quality or precision. offers to modern industry are almost limit- 


For example, this part, of intricate design 
and close tolerances, is made in quantity 
every day at Moraine with very noticeable 


moraine 
products 


DIVISION OF GENERAL MOTORS CORPORATION, DAYTON, OHIO 


less. There are very few design ideas that 
cannot be profitably converted into practical 
parts by the Moraine metal powder process. 


METAL 
POWDER 
PARTS 
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Store of Memories 


Gone with the snows of yester- 
vear is the old country store, that 
once-prosperous pivot about which 
revolved rural life in America dur- 
ing most of the last century. Hap- 
pily, however, for those thousands 
whose boyhood memories fondle 
the cracker barrel and the hand- 
operated coffee-grinder, Gerald Car- 
son has done an enviable job of re- 
creation in his new volume, The 
Old Country Store. 

While this volume is primarily 
social history, written in a style as 
lively and crackling as the conversa- 
the cracker 


barrel. 


tion around 


THEY LIVE AGAIN 
many others, in addition to those 
striving to refurbish their remem- 
brance of things past, will value this 
volume. For it offers an engrossing 
view of the massive changes which 
have taken place in marketing in 
America during the past century. 

As richly supplied with anecdotes 
as a popular drummer, this story, 
which is based overwhelmingly on 
primary sources, begins after the 
Revolution and ends sometime aft- 
er the first World War, when the 
old country store joined the ranks 
of vanishing Americana. The au- 
thor lists a score of restored or 
museum country stores where one 
may cast a long look into the past. 
It contains a full-color frontispiece 
and dozens of wood-cuts and line 
drawings. 

Oxford University Press, New York, 330 
pages, >». 


Southward, Ho! 
“Bolivia is happily inhabited by 


minerals, less happily by humans.” 
This succinct summary of a Latin 
neighbor is rather representative of 
much of the new book, Profits 
With Progress: Latin America’s 
Bright Future, by 
Thomas A. Gaines. Published by 
the Latin American Investment 
Council to promote trade with and 


Investment 


economic development in the 21 
countries south of the border, this 
engaging book offers a nation-by- 
nation appraisal of the potentialities 
of a vast continent. 

Decidedly not a tract for nor an 
Invitation to economic colonialism, 
that American 
corporations can best prosper in 
Latin America by taking along and 
practising the motto that the best 
(happiest) worker is the cheapest 


this book stresses 


worker and not the converse. The 
author discusses in detail four fac- 
tors which have discouraged fur- 
ther investment in an area in which 
our interests already total $6 billion: 
revolution, confiscation, currency 
conversion, and the supposed 
manana-mindedness of the work- 
ers. After dismissing these as myths, 
he presents an informative Baedeker 
of the Latin nations, pointing out 
in which countries the catalytic 
middle class is non-existent, where 
labor is exploited, and where en- 
lightened managements have made 
impressive gains. The political and 
class structures of each of the 21 
nations are realistically sketched. 

One of the most valuable features 
of the volume is the Investment Cli- 
mate Index and Market Rating 
table which measures the economic 
health the 
Obdurate partisans of /aissez faire 
will be rather miffed to learn that 
Uruguay, which has developed its 
economy by government planning, 
is rated highest for investment po- 
tenual of all South American na- 
tions. 

Beguiling as a tropical vacation 
are the many specific invitations to 


of each of countries. 


investment (e.g., Ecuador needs a 


STRAIGHT FACTS 


ABOUT STRATEGIC FACTORS 


basic to profitable 


Ready Soon... 


an exhaustive study of Evansville, both 
as a place to live and do business, con- 
ducted by Indiana University. This, big, 
invaluable book will be available only a 
limited time. Check coupon to reserve your 


copy for delivery as soon as off the press. 


of S00 
INC. 


137 LOCUST STREET 
4 EVANSVILLE 8, IND. 


THIS CO INGS YOU. 


plant-site selection 


Evansville 


ITS A FACT that 
has a lot to offer most every indus- 
try seeking a new plant site. Much 
more, in fact, than you might guess 
— or determine by digging into 
outdated record files — because ev- 
ery day in ’ industrial 


every way 


advantages are being expanded 


here at “Balance Point, U.S.A.” 


That’s the purpose of the three 
folders you are offered here. Each 
is designed to bring you up-to-date 
natural and 


data on Evansville’s 


man-made advantages ... and con- 
fined to straight facts about those 
interest to in- 


factors of prime 


vestors in new industrial locations. 


If your plans include plant ex- 


pansion or relocation — no matter 
how immediate or long-range — 


we'd be mighty pleased to show you 
why Evansville might well be your 


wisest choice. In the meantime. 
don’t lose any time starting your 
“Straight Facts file. Mail the 


above coupon for copies now reac>. 
Others will follow as they come oi! 


the press. 


Ready Now... 


a new sound and color film, 
Point, U.S.A."’ covering all points of in- 
seeking new plant 


“Balance 
terest to industries 
sites. Features many unusual aerial views 
‘“shot'’ from a helicopter. Showing time is 
30 minutes. Check coupon for print for 
if you'd 
check 


your private viewing ... or 


rather have us bring it to you 


coupon accordingly. 


NCE POINT, U.S.A.’ 
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to select the 
right 1. p. gas fuel! 


SKELLYFUEL “’A”’ is a specially refined, 
extra quality PROPANE fuel. 


SKELLYFUEL ‘’B”’ is a specially refined 
extra quality BUTANE fuel. 


SKELLYFUEL ‘’C” is specially formu- 
lated for use as an LP GAS MOTOR FUEL. 
Unexcelled for maximum economy, effi- 
ciency and all-around top performance. 


SKELLYFUEL ‘’D” is specially formu- 
lated for INDUSTRIAL FUEL applications. 
Adjusted to climatic conditions to as- 
sure maximum economy under a wide 
variety of operational demands. 


SKELLYFUEL ... Engineering service 
offers consultation, designing and con- 
struction of LP Gas facilities by techni- 
cal men who grew up with the industry. 


Leaders of American industry know they can de- 
pend on Skellyfuel for everything it takes to solve 
their heat-treating and stand-by gas plant problems. 


REASON: Because “the Skellyfuel people” are 
uniquely equipped to handle every aspect of the job! 
From production to refining and transportation, with 
complete plant engineering and construction service 
— Skellyfuel covers everything! 


For interesting case histories on how leading industries profit with 
Skellyfuel installations, write us today. 


Skellyfue 


Industrial Division ¢ Skelly Oil Company 


605 West 47th Street 
Kansas City 41, Missouri 


pineapple canning plant) included 
in this book. 


Latin American Investment Councal, 79 
Prospect St., Stamford, Conn., 100 pages, $2. 


On the Track 


Probably because they said little 
but did much (the opposite of 
many politicians), business men 
were generally neglected by the 
professional historian. When the 
nineteenth-century entrepreneur 
was characterized, it was usually as 
a swashbuckling commercial cor- 
sair; little effort was made to inves- 
tigate the mental make-up of the 
flesh-and-blood people who laid the 
foundations of modern business. 

This gap in the annals of history 
is being filled by the assiduous ef- 
forts of the Research Center in 
Entrepreneurial History at Harvard 
University which is attempting to 
bring the exacting techniques of 
the professional historian to the 
role of the business leader. Offered 
as the first systematic study of the 
philosophies of a homogeneous 
group of American business lead- 
ers, the latest Study in Entrepre- 
neurial History, Ralroad Leaders, 
1845-1890, examines in detail the 
reasoning and ratson d'etre of 60 
men of action. 

By performing the Herculean 
labor of reading 100,000 letters from 
railroad executives, the author, Pro- 
tessor Thomas C. Cochran, has col- 
lected a carload of information 
about the business, social, and philo- 
sophical thinking of a group of 
pioneers who did much to form the 
framework which led to many of 
the practises prevalent to-day. Pro- 
fessor Cochran doesn’t pretend that 
these business leaders were repre- 
sentative of all entrepreneurs dur- 
ing the nineteenth century; un- 
doubtedly some skeletons remained 
enshrouded in the reams of corre- 
spondence not available for schol- 
arly investigation. Nevertheless, the 
volume offers valuable insight into 
the ethos of capitalism in its salad 
days. 

Harvard University Press, Cambridge, 
Mass., 564 pages, $7.50. 


Inside Information 


The realizable dimensions of a 
company history can be measured 
in the new impressive volume, 
Biography of a Bank: The Story of 
the Bank of America, by the Pulit- 
zer Prize-winning historian, Mar- 
quis James and Bessie R. James. 


M-K ADJUSTO 
TRAY-BINDERS 
and Hi-Lo STANDS 


SAVE 
SAVE WORK sw 
SAVE: 


Tray housing 
counter units, tell- 
er units, account- 
ing machine desks, 
savings tubs, mon- 
capacity files and 


TRAINED REPRESENTATIVES 
IN MOST PRINCIPAL CITIES. 


Complete Line of Tray- 
Binders, Stands, Record 
Handling and 


CORPORATION 
CEDAR RAPIDS, |OWA 
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here’s only one answer to 

that, any New Yorker will 
tell you. Wall Street begins at 
lower Broadway directly across 
from old Trinity Church. 


But to many an out-of-town 
banker, Wall Street, with all the 
financial facilities and services 
its name suggests, begins with a 
telephone call, a wire or a letter 
to the Chase National Bank.* 


One of the most convenient 
of Chase’s Wall Street services 


* Chase stands first in relationships with other banks throughout the country. Almost half of 
the U.S. banks which maintain New York banking connections have selected the Chase National. 


_where does wall street begin? © 


} ‘ : 
\ 


for out-of-town banks is the 
handling of security transac- 
tions—deliveries, receipts, pay- 
ments, transfers, registrations— 
all the exacting details con- 
nected with purchases and sales. 

And one of Chase’s most valu- 
able services for correspondents 
is the study and analysis of a 
bank’s own investment port- 
folio. By mail or in personal 
consultation Chase will ap- 
praise a correspondent’s hold- 


ings of U. S. Government and 


tata 


es 


ATED 


other securities and submit spe- 
cific suggestions and recom- 


mendations. 


When you need “Wall Street” 
services why don’t you talk to the 
people at Chase? 


THE 
NATIONAL BANK 


OF THE CITY OF NEW YORK 
HEAD OFFICE: Pine Street corner of Nassau 


Member Federal Deposit Insurance Corporation 
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Coating—then Forming 
CUTS COSTS TO NEW LOWS! 


| 
4 
? 


|S 


In-the-flat ROLLACOATING works wonders in mass 
production. First, because it lays a controlled-thickness 
uniform film on sheets or continuous strip— 
one or both sides; one or two colors—without wasting a 
precious drop. Second, because ROLLACOATING gives 
the fastest-of-all application; saves time, labor; speeds 
output. Third, because ROLLACOATING contributes 
importantly to overall production economy wherever 
volume metal is used. Successful operation is guaranteed. 


See How ROLLACOATING Can Serve You 


After ROLLACOAT-painting, a high 
degree of forming (roll or brake) won’t 
damage the finished surfaces. Modern 
venetian blind strip, metal awning 
stock, baseboard radiation, and metal 
house siding typify the tremendous 
savings from fewer delays, less re- 
handling, faster quality work. 


THESE USES, TOO 


Other cost-cutting uses include coat- 
ing metal with lubricant before deep 
draws. protection of flat-polished 
surfaces during subsequent forming 
operations—-the protective coating re- 
moved before plating . quick and 
uniform application of flocking adhe- 
sive ... protective surface-cover lam- 
inating which is not removed until 


after complete fabrication or final de- 
livery. ROLLACOATING is revolu- 
tionizing manufacturing methods in 
industry after industry through pro- 
gressive production ideas. 


NO FUSS, NO MUSS 


Continuous-type Gasway ROLLA- 
COATERS can perform every func- 
tion from cleaning and treating to 
coating both sides, baking, and re- 
coiling—all in a single pass! Many 
products, and even whole plants, have 
been simplified for this low-cost pro- 
duction. If you use metals, you'll find 
nothing can equal the savings you 
make with ROLLACOATING. Econ- 
omy in paint, alone, will quickly 
amortize the entire investment. 


Feed-end of continuous-type Gasway ROLLA- 
COATER used on awning and siding strip. Pre- 
pares and coats both sides of strip up to 16” 
wide. Speed: up to 80’/min. Contrast this clean 
and compact unit with other painting methods, 

Gasway Sheet ROLLACOATER. Handles indi- 
vidual sheets up to 72” wide. Extra-long feed 
table is illustrated. A completely automatic 
production-line coater when equipped with 
standard belt delivery conveyor and circulating 
pump for paint. 


WRITE FOR QUICK FACTS AND RECOMMENDATIONS AS THEY 


APPLY TO YOUR PARTICULAR NEEDS 


asway 
ROLLACOATING 


GASWAY CORPORATION 


6463 NORTH RAVENSWOOD AVE., CHICAGO 26, ILLINOIS 


For this absorbing volume is no 
pallid panegyric of the performance 
of a company’s founder but instead 
an exacting documentation, leav- 
ened with a sprightly style, of the 
growth of an important institution. 

The world’s largest bank, which 
from its birth has been trailing 
clouds of controversy, has beer ef- 
fectively placed against the turbu- 
lent background from which it de- 
veloped. The moiling milieu of 
immigrants from which it sprang, 
the struggle with Eastern banks and 
government authorities, the salvag- 
ing of California agriculture, and 
much of the behind-the-scenes his- 
tory of banking and finance have 
been skilfully portrayed in this de- 
finitive chronicle of the Giannini 
empire, whose creator, strangely, 
left an estate far short of a million. 

Harper & Brothers, N. Y., 566 pages, $5. 


Better Offices 


To prevent the nerve-center of a 
business—the ofhce—from suffering 
from an attack of jangled ganglia, 
three little booklets published by 
the American Management Asso- 
ciation should be quite useful. The 
first of these, Stepping Up Office 
Efficiency (Office Management Se- 
ries, No. 133), is devoted to the 
application of work standards and 
incentive wage plans to the office. 
Short articles by six experienced 
management men _ describe the 
progress which has been achieved 
in various companies in these areas 
and also in cost reduction. 

The Human Side of the Office 
Manager's Job (OMS, No. 134) in- 
cludes five articles on such vexa- 
tions as office productivity, job en- 
largement, employee participation, 
and the “problem employee,” each 
drawn from the real-life experi- 
ences of various companies. 

Although the third booklet, 
Streamlining Office Equipment and 
Services (OMS, No. 135), is con- 
cerned with the devices, both devi- 
ous and direct, of the office, the 
essential ingredients, people, are in 
no way slighted. The application of 
electronic “brains,” the methods of 
economizing on communications, 
and the efficient use of the latest 
devices are included as well as 
formulae for determining when to 
change over to electric typewriters 
and other equipment. 


American Management Association, 330 
West 42nd Street, New York 36, N. Y., each 
about 40 pages, $1.25 a copy ($1 to AMA 
members). 
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DUMPS ITSELF 


ic S ITSELF 


pays for itself! 


It’s the safe, sensible, economical way to 
handle wet or dry, hot or cold bulky mate- 
rials. Simple, one-man operation does the 
job with amazing speed . . . cuts cost of hand 
unloading by at least 50%. 


This rugged Roura Self-Dumping Hopper is 
built to withstand the terrific knocks and 
bangs of rough usage. Extra heavy gauge 
metal and welded construction mean years 
of dependable service. Fits any standard 
fork or platform lift truck. Also available 
mounted on live skids or with malleable 
or rubber tired casters. Sizes from % to 2 
cubic yards. Thousands in use in America’s 
biggest industries. 


ROUrRA 
Self Dumping 
HOPPE 


WANT MORE FACTS? Clip this coupon 
attach to your letterhead ...sign your 
name...and mail to... 


ROURA IRON WORKS, INC. | 


1419 Woodland Ave., Detroit 11, Michigan | 
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“because we can ship 
in any direction 


ECENTLY, the president of a company which has its manufacturing 
R operations situated in New Jersey made the following statement: 
“New Jersey offers us the greatest advantages because we can ship in any 
direction in the shortest possible time and at lowest cost.” 

There is no question about it— all manufacturers want to reach the 
richest markets in the shortest time and at the lowest cost. New Jersey’s 
highly integrated transportation facilities enable all industries to accom- 
plish this purpose. The greatest seaport facilities in the world surround 
New Jersey, including the leading Port of New York and the great Port 
of Philadelphia. New Jersey has more miles of railroad tracks per square 
mile than any other state. With the New Jersey Turnpike and the new 
Garden State Parkway, New Jersey leads in top-flight highway facilities. 
Every major city can be reached via the principal cargo and passenger air 
lines operating in and out of New Jersey. 

If you are concerned with transportation problems, it is probable that 
you can find a successful solution by investigating the transportation 
facilities which industries use when they locate their manufacturing 
operations in New Jersey, the Crossroads of the East. 


ae for the new book, about New Jersey’s industrial features, 


A Look at New Jersey.” Write Box C, Public Service Electric 


and Gas Company, 78 Park Place, Newark, N. J. 


ORGANIZATION 


Continued from page 41 


Weaknesses as such ‘are of no inter- 
est whatsoever—apart from usually 
being obvious enough. A man’s 
needs for doing better, knowing 
more, behaving differently; these 
are the important things. For they 
are the things that have to be ac- 
complished in order to make him a 
better, stronger, and more effective 
person. 

High standards require rewards 
that recognize extraordinary per- 
formance. If one can “get fired” for 
poor performance, one must also be 
able to “get rich” for extraordinary 
performance. 

It is not my intention to write a 
treatise On executive compensation 
—and nothing less than a treatise 
would do. But three points should 
be made. 

First, rewards should be directly 
tied in with the objectives of per- 
formance and results that are set 
for the manager’s job. It is misdi- 
rection of the worst kind to tell 
managers they have to balance ob- 
jectives so as to preserve the long- 
term earning power of the business, 
and at the same time base their pay 
on immediate short-range profits. 

One example of such misdirec- 
tion occurred a few years back in a 
big pharmaceutical company. Man- 
agement had emphasized again and 
again that it wanted its senior 
chemists to work on basic research 
rather than on immediately salable 
products. 

One year, a senior came up with 
a basic discovery of major impor- 
tance to the whole field of organic 
chemistry. But the discovery would 
require many years of hard work 
before it could be turned into com- 
mercial products. And when the 
annual bonus was distributed the 
man who had made it received just 
about the same sum he had gotten 
the year before. The big bonus 
went to a man who had made a 
large number of small and fairly 
easy but immediately salable im- 
provements in existing products. 

Management thought its behavior 
completely rational; after all, the 
major discovery had contributed 
nothing to profits, and the bonus 
was clearly based on profits. But the 
man himself thought that manage- 
ment had convicted itself of dishon- 
esty and double-dealings. He quit, 
and so did four or five of his col- 


For i DEAS on 
HOW TO CuT 


PRODUCTION COSTS 


with oil-hydraulic 
equipment 


PLANNING 


_ctart with DENISON 
FIELD ENGINEERS 


PLANNING NEW EQUIPMENT? 
Looking for a new way to meet some 
specific problem? Then it’s time to 
get the facts on how oil-hydraulics 
can cut production and maintenance 
costs wherever you need controlled 
power, pressure, or motion. 

Denison Field Engineers, with their 
wealth of production experience, can 
give you important advice and infor- 
mation on plant-proved HydrOlLic 
installations covering a wide range 
of needs. Their counsel is absolutely 
free of obligation. 

Denison makes a carefully de- 
signed line of oil hydraulic pumps, 
motors, and pressure and directional 
controls for circuit needs up to 5000 
psi. For production operations re- 
quiring accurately controlled pres- 
sure, the Denison Multipress offers 
smooth hydraulic power to cut costs, 
save time, improve quality, reduce 
scrap, lower noise level, and make 
the operator's job safer, simpler, 
easier. Multipress is available in nine 
frame sizes . . . one-ton to 75-ton 
capacities, and with controls, auto- 
matic feeds, index tables and other 
accessories for a variety of require- 
ments. Your Denison Field Engineer 
has the complete story — or drop us 
a line, we'll gladly send along de- 
scriptive information. 


DENISO 


PUMPS ! MOTORS CONTROLS | PRESSES 


The DENISON Engineering Co. 


1211 Dublin Road, Columbus 16, Ohio 
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‘Fhe forgings couldn’t be hidden under any- 
body’s hat; in fact, it would take a good-sized 
tent to cover them. The long column on the freight 
car, part of a 35,000-ton forging press, weighs 
94 tons. The husky cylinder is for a smaller press, 
but even so, it will weigh 88 tons after machining 
and will have an OD of approximately 7 ft at the 
largest point. 

The two forgings are giants by any standards. 
Bethlehem turns out plenty of big ones—some 
even larger than these. Our shops are always glad 
to handle the smaller jobs, too— pieces weighing 


only a few tons, a few pounds, or a few ounces. 


We mentioned hiding under a hat. A great many 
Bethlehem forgings could easily be covered by a 
hat, and not a very large one at that. For instance, 
we ve made millions of small drop forgings and 
are making more all the time. 

The point is, Bethlehem is equipped to produce 
the full range of forgings—everything from the 
midget class to the massive heavyweights of 100 
tons and more. So please don’t think of us in 
terms of any one size-group. Whenever you’re 
planning forgings . . . large, small, or medium 
. . . phone or write our nearest office. We'll do 


the job you have in mind and do it right! 


> 


On the Small Side 
This 14-lb drop forg- 


ing is as typical A 
of Bethlehem 
production as the huge 


pieces weighing many tons. 


BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products 
are sold by Bethlehem Pacific Coast 
Stee! Corporation. Export Distributor: 
Bethlehem Steel Export Corporation 


M A Y 


BETHLEHEM STEEL COMPANY 
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leagues; altogether, the best chem- 
ists the company had had. It still 
has difficulty recruiting really first- 
rate research men. 

The second point to emphasize 
is that the salary system should 


warded at once. It may yield no 
directly measurable business results. 
But it directly builds. spirit and per- 
formance. It is, rightly, valued very 
highly by the people in the organi- 
zation, and they are apt to consider 


management’s failure to recognize 
and to reward such service a serious 


never be so rigid as to exclude spe- 
cial rewards for “performance over 
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. 
TURNS TO HOLLAND 


fo maintain export sales in 
non-dollar areas 


Royal Typewriter Starts Overseas 
Manufacturing in the Netherlands 


Mr. Fortune Peter Ryan, Presi- 
dent of Royal Typewriter Com- 
pany, Ine., a U. S. Company, now 
producing Standard typewriters 
at their Dutch plant. 


While Royal standard typewriters have long been exported to 
96 foreign countries, manufacturing operations were, until recently, 


carried on only in the United States and Canada. Last year, the 


company made the major decision to begin overseas production, 
and chose Holland as the site of its operations. 


“Dutch officials and business men alike cooperated enthusiasti- 
cally in the establishment of the new venture,” said Fortune Peter 
Ryan, Royal Typewriter President, at the time of the official opening 
of the plant on January 29, 1954. “Dutch personnel worked so 
smoothly with Royal engineers that the first typewriters were turned 
out in only 7 weeks. This promises continuing smooth production 
so essential in the manufacturing of typewriters.” 

Royal's experience is typical of that of the many American com- 
panies who have established Dutch plants. One reason that has 
focused interest on the Netherlands is the low capital investment 
required. Land costs are moderate, and plant erection is often 
financed in Holland on a rental-with-option-to-buy basis. 

Other advantages are to be found in the freedom from govern- 
ment restrictions and from import duties on raw materials, and in 
the country’s economic and social stability. 

Profits can be transferred to the United States in dollars, and 
dollar investments can be retransferred. 

The skill, adaptability and conscientiousness of the Dutch worker 
are important factors in economical production, and excellent 


and above the call of duty.” 


Ready Recognition 


In one company I know, a mem- 
ber of the engineering department, 
who himself never climbed beyond 
the bottom rung on the promotion 
ladder, trained for many years all 
the young engineers that entered 
the company’s employ—including 
four successive chief engineers. Ev- 
erybody in the department knew 
what he was doing. Yet the value 
of his contribution was not recog- 
nized until he retired. Then the 
company had to hire a training di- 
rector and two assistants to fill the 
gap. To the honor of the company 
let it be said that it quickly made 
good its oversight, by a substantial 
post-retirement gift to the old man. 

Performance of the kind just 
mentioned should always be re- 


injustice. 

For it is the willingness of peo- 
ple to give of themselves over and 
above the demands of the job that 
distinguishes the great from the 
merely adequate organization. 

Any organization that has in its 
engineering department such a 
maker of men as the old man was 
should count itself lucky—and for- 
get that the salary limit for his “job 
range” is set at $8,500. The reward 
for such contributions should be 
rare, as is the Congressional Medal 
of Honor or The Victoria Cross. 
But it should also be as conspicuous 
and as great. 

The last point to make on finan- 
‘cial rewards is that they must not 
be bribes; they must not create the 
atmosphere in which executives can 
neither quit nor be fired. And this 


salary consideration raises serious 


Sree/ Kook Deck 


offers cost-cutting advantages 
you can’t afford to overlook 


Milcor Steel Roof D: 


"plates interlock closely, 
providing roof surface 
that is adaptable 
to any type of 


iransportation facilities are of equal value in economical marketing. 


Water, road and rail link Holland with other European coun- 
tries and large seaports permit easy shipment to the rest of the world. 


To assist American industry in evaluating the advantages of 
operations in Holland, the Netherlands government has assigned to 
a single agency —the Netherlands Industrial In- 
stitute —the handling of all contacts with Ameri- 
can companies considering overseas operations. 


. .. Of as permanent steel forms for con- 
crete floors. 

There are other advantages, also: 
Savings on structural supports. High 
strength-to-weight ratio. Fire resistance. 
Low maintenance cost. 

Let our engineers work out suggestions 
and layouts to meet your special needs. 
Write for Milcor Steel Roof Deck catalog. 


Available in 

lengths up to 20 ft. 3 in. 

Milcor Steel Roof Deck gets 

you under cover fast. It can be 

erected anytime — in any weather a 
man can work. 

Versatile! Use it for flat, pitched, or 

curved roofs ... sidewalls and partitions 


Detailed literature containing answers to all ma- 
jor questions pertaining to establishment of Ameri- 
ean industry in Holland is available on request. 


NETHERLANDS 


INDUSTRIAL INSTITUTE 


4151 W. BURNHAM STREET MILWAUKEE 1, WIS. 

Room 48, 1-M-N, The Biltmore, New York 17, N. Tes LExington 2-5069 oo ; nique design BALTIMORE 5, MD., 5300 Pulaski Highway — BUFFALO 11, N. Y., 64 Rapin St. — 
ets erector CHICAGO 9, ILL., 4301 S. Western Blvd. —CINCINNATI 25, OHIO, 3240 Spring Grove Ave. 
nest and lap —CLEVELAND 14 OHIO, 1541 E. 38th St —DETROIT 2, MICH., 690 Amsterdam Ave — 
sections fast, KANSAS CITY 41, MO. P 0. Box 918 — LOS ANGELES 58, CALIF. 4807 E. 49th St. 
then encher by — NEW YORK 17, N. Y., 230 Park Ave. — ST LOUIS 10, MO., 4215 Clayton Ave. 


*Reg. U. S. Pot. Off. 
welds or clips. 
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STOCKINGS DON’T SNAG, shoes don’t get 
scuffed on this swivel chair base molded 
in one piece from BAKELITE Phenolic 
Plastic. The surface is smooth and shiny 
—no burrs or rough edges. It has no 
applied finish because the color— 
gleaming black or rich walnut—is the 
intrinsic color of the plastic. 


THE LIGHTWEIGHT PLASTIC construction 
helps make the chair easy to handle. 
And the mechanical strength is so high 
that the manufacturer's guarantee is 
able to state that a 1000 lb. weight 
dropped one inch onto the plastic base 
had no harmful effect. 


Swivel 


chairs with base of BAKELITE Phenolic Plastic 


are_made by Dependable Mfg. Co., Omaha, Neb. 


BASE HIT-NO RUNS 


LARGE SIZE MEETS LOw Cost in this 
molding. It’s made from a BAKELITE 
General-Purpose Phenolic. Other 
BakELITE Phenolic Molding materials 
include heat-resistant phenolics, elec- 
trical insulating grades, and special 
tvpes for unusual requirements. 


THESE BAKELITE MATERIALS Cover a 
great range of service properties. They 
are backed by manufacturing and 
development resources of BAKELITE 
Company. 

To learn how they can bring sales 
and production advantages to your op- 
erations, write Dept. XA-15. 


BAKELITE 


TRADE-MARK 


PHENOLIC PLASTICS 


TRACE é3 MARK 


BAKELITE COMPANY 
A Division of 
Union Carbide and Carbon 
Corporation 


30 E. 42nd Street, New York 17, N.Y. 


In Canada: Bakelite Company 
Division of Union Carbide Canada Limited 
Belleville, Ontario 


WIRE INSULATION made of Baketire Cellular 
Polyethylene resists acids, oils, most solvents 
. . . offers superior insulating qualities, with 
50% reduction in weight by volume. Used 
where electrical requirements are very exact- 
ing, this improved insulation has helped make 
UHF television commercially practical. 


VEGETABLE CRISPER molded in one piece of 
BAKELITE Styrene Plastic stepped up produc- 
tion 13%. Molding pressure was reduced 600 
psi because of the free flowing characteristics 
of the material. The resulting product is 
roomy, shatterproof, extremely light in weight. 


Molding by General Electric Co., Decatur, Il. 


PHOTOCOPYING MACHINE by American Pho- 
tocopving Equipment Co., Chicago, HL, has 
back-up roller of foamed Bakeurre Vinvl 
Plastics. The vinyl rolls provide extreme soft- 
ness, withstand rolling compression and ultra- 
violet light. By Elastomer Chemical Corp., 
Newark, New Jersey. 
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PROJECT AUTOMATION: Completely 
Automatic, Oriented, Controlled Feeding 


“Vibratory” 


PARTS 
> FEEDERS 


A continuous, controlled flow of steel 
slugs is delivered automatically to center- 
less grinder. 


The most efficient feeders available for use on 
automatic production systems, Syntron Parts 
Feeders handle small parts of nearly any shape 
or material. Deliver parts single file in oriented 
position. Feeding rate can be instantly syn- 
chronized to production requirements. 


*These are the Parts Feeders used on “Project 
Tinkertoy” by the Navy Bureau of Aeronau- 
tics and the National Bureau of Standards. 


. . . SYNTRON EQUIPMENT is the logical choice for 


many automation systems. 


ELECTRIC 


VIBRATORS SWITCHES 


VIBRATORY 
FEEDERS 


Assure positive feeding 
of bulk materials—from 
powders to heavy lumps 
—at controllable rates 
from a few pounds to 


tons per hour. 
Automatically 


maintain maximum 
and minimum 
amount of bulk 
materials in supply 
hoppers. No pro- 
duction stoppages 
—reduce waste of 
materials. 


Keep bulk material 
flowing freely 
through bins, hop- 
pers and chutes. Eli- 
minate plugging and 
arching of hard-to- 
handle materials. 


HOPPER LEVEL 


GRAVIMETRIC 
FEEDERS 


For accurate, flow feeding by 
weight. Automatically correct 
load variations — far more 
accurate than the ordinary 
mechanical weigh feeder. 


Write for complete Miniature Catalogue - FREE 


SYNTRON 


Lexington Avenue. 


‘COMPANY 


Homer City, 


doubts regarding the various 
schemes for “delayed compensa- 
tion” that, for tax reasons, have 
lately become so popular in Ameri- 
can business. 

One cannot buy loyalty; one can 
only earn it. One must not bribe 
people into staying; they only blame 
the company for their own inability 
to resist the temptation. One must 
not make the penalty of firing a 
man so severe that one never uses it. 
And one should also not make ex- 
ecutives security-conscious. Men 
who look upon their own affairs 
from the viewpoint of security are 
not likely to look at their work from 
a different angle of vision, are not 
likely to pioneer or to innovate. 

I am all! for offsetting the impact 
of confiscatory taxes on the execu- 
tive. The fact that managers are 
the only group to-day receiving con- 
spicuously less income after taxes 
than it did in 1929, or even in the 
depression, is a serious danger to 
the welfare of our society and of 
our realize that 
higher gross pay is no solution; the 
tax rates would swallow it up and 
the only effect would be to infuriate 
labor (for no worker will ever ac- 
cept the argument that income be- 


economy. I also 


fore taxes is not the income that 
counts). But there must be better 
ways of doing the job than the bribe 
of “delayed compensation.” There 
must be ways that stress the man- 
ager’s entrepreneurial function and 
reward him for entrepreneurial per- 
formance without making him a 
bondsman of the company. 


Each Step a Platform 


Area 2. Each management job it- 
self should be rewarding and satis- 
fying, rather than just the means 
to the next step up the promotion 
ladder. 

In even the most rapidly growing 
business no more than one out of 
every five people in management 
will be promoted. For the rest, on 
every level, the job on which they 
are to-day is likely to be the job on 
which they stay till they retire or 
Overemphasis on promotion 
at least 


die. 
frustrates and demoralizes 
four out of every five management 
people. It also leads to the wrong 
kind of competitive spirit, that in 
which a man tries to get ahead at 
the expense of his fellow workers 
rather than to their benefit. 

To prevent overemphasis on pro- 
motion, the salary structure should 


choose an 


original 


Whatever the occasion 
++ conventions, outstand- 
ing employee achieve- 
ments, sales honors, and a 
host of others . . . 1&R will 
design you a jewelry origi- 
nal that will really steal 
the show. 

Drop us a line on what 
you have in mind on fine- 
quality gift awards ... no 

obligation, of course. 


Jewelry illustrated is gold 
filled and 10-K gold with 
simulated blue stone . . 
an original for Richfield 
Oil Corporation. 


IRONS & RUSSELL COMPANY 


INDUSTRIAL DIVISION 


Manufacturers 1861 


95 Chestnut Street, Providence, R. I. 


THE TIME-TESTED RECORDING SPEEDOMETERS 


will help you increase the 
economy of your 
trucking operations 


SAVE TIME. TIRES, GAS 
and IWCREASE SAFETYV/ 


At the beginning of each run a chart 
is placed in the Tachograph. On this 
chart every movement of the vehicle 
is recorded. This recorded data helps 
discourage costly driving habits which 
result in lost time, unnecessary wear 
On tires and excessive gas consumption. 


@ When engine started 

@ How long engine idled 

@ When vehicle was in 
motion 

@ How fast vehicle 
traveled 

@ When vehicle stopped 

@ Distance traveled 
between stops 


Wagner ELECTRIC CORPORATION 
6439 Plymovth Avenue, St. Lovis 14, Mo. 
Please send me free bulletin SU-3 
NAME 
COMPANY 
ADDRESS. 
CITY. STATE 
We operate (number)_____ vehicles 


$54-10 


and 
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The 
adding 
machine 
that 


stole 


Nor ONE man inathousand could tamper cult to detect. And it’s even more dith- against any and all dishonest acts of an 
with the inner gears of an adding machine cult to recover funds that have been stolen employee. 
to make these six figures add up to $500. and spent by a dishonest employee. The 
But a dishonest employee did just that. You'll never have to worry about de- Ty ayelers gives full details of Travelers 
He had the ingenuity to rig the machine tecting such a loss or recovering stolen ee Te 
so it would tell lies at his bidding. And property if you have Travelers Blanket safeguards all ee ae oe 
he used it to defraud his firm of $25,000 Fidelity insurance covering all your dishonesty losses. For your free copy of 
—before he was caught. employees. this booklet, fill out the coupon below, 
Such clever ways of stealing are diffi- This Travelers insurance protects you — attach to your letterhead and mail. 


4 
e 
e YOU WILL BE e Please send me full information about “ 
e 
N 
e 
HARTFORD 15, CONNECTICUT Street 
> 
+ 
© 
ALL FORMS OF INSURANCE AND SURETY BONDS Male. 
O.R. 
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ANYWHERE THERES 

HIGH VI-BRA-TION, 
‘LL SUPPLY 

ILL-UM-IN-A-TION ! 


Two special lamps engineered 


to solve 


specific lighting problems 


BUMP AND JOLT ME 
ALL YOU WISH 
TOUGH, ROUGH SERVICE x 
IS MY DISH! 


These 2 important Sylvania lamps look alike, but 
each is designed for a different kind of industrial 


service. 


The Vibration Service Lamp is equipped with 
a special flexible tungsten filament held in place 
by extra filament supports. Thus it stays on the 
job longer when placed on or near fast-moving 


or vibrating equipment 


The Rough Service Lamp is engineered to resist 
jolts caused by rough handling. This lamp, too, 
has extra supports. In addition, its selected fila- 
ments are specially coiled to resist sudden shock 


Both of these lamps feature Sylvania’s improved 
shock-absorbing mounts (see diagrams). These 
are formed of spring-steel arbor wire which pro- 
tects the filament and glass button rod from 
heavy jolts and vibration. Every industry needs 


shock-absorbing mount. 


\ 
fe 


both of these “Tough Twins.” Get them from 
your Sylvania supplier or write to Dept. 4L - 2304 


Sylvania today! 


* Note difference in the design of Sylvania’s 


100 Watt Rough Service Lamp. 


Sylvania Electric Products Inc., 1740 Broadway, New York 19, N. Y. 


In Canada: Sylvania Electric (Canada) Ltd., University Tower Bidg., St. Catherine Street, Montreal, P Q. 


LIGHTING * RADIO > 


ELECTRONICS * TELEVISION 


make rewards for extraordinary per- 
formance on the job equal to the 
financial rewards of promotion. The 
salary range for every job level 
micht, for instance, make it possi- 
ble foc a man who performs well to 
earn as much as the average salary 
for the next higher job level and 
the minimum salary for the job 
level beyond that. In other words, 
each man, as his performance mer- 
its it, might have the opportunity, 
without promotion, to advance in 
salary by the equivalent of two pro- 
motional steps. 


Other Rewards 


But financial rewards alone are 
not enough. People, whether man- 
agers or workers, whether in busi- 
ness or outside, need rewards of 
prestige and pride. 

It is in the large businesses that 
| find areas where this need is not 
being met to-day. There is a woe- 
tul lack of outward symbols of pres- 
tige not only for the managers of 
large units within the large enter- 
prise, but also for the professional 
specialist. 

A divisional manager in General 
Motors or in General Electric runs 
a business that is likely to be the 


leader in its industry. It is often 
many times as large or as important 
as any of the independent com- 
panies in the field. Yet his title is 
“General Manager.” Meanwhile, 
the man who heads up the small in- 
dependent competitor is called a 
“President,” and he enjoys therefore 
all the status and recognition busi- 
ness men give to the head of a 
business. 

It would seem to me to be almost 
elementary to give these divisional 
managers a title in keeping with 
their responsibility and importance. 
They should at the very least be 
called “Presidents,” and their own 
top-management people should then 
carry the title of “Vice-President.” 
Several of the large chemical com- 
panies are doing so with consider- 
able impact. 

I would not hesitate to go even 
further and to convert these divi- 
sions into fully owned subsidiary 
companies. That this makes no dif- 
ference whatsoever in the realities 
of the relationship within the busi- 
ness has been proven by a number 
of companies that are using the de- 
vice—Johnson & Johnson is the best- 
known. But what a difference it 
makes to the status of the position, 


+ Showing construction detail of Sylvania 
100 Watt Vibration Service Lamp and 


shut down big boilers . . . 


use a SPEEDYLECTRIC to provide on-the- 
spot process steam and save dollars. 


Have plenty of high temperature steam at the flick 
of a switch. Set a SPEEDYLECTRIC steam generator 
alongside equipment to be heated, it’s completely 
safe, all-electric . . . no flames or fumes . . . 
no low water danger . . . no coils to burn out. 


- 


SPEEDYLECTRIC, the boiler of tomorrow, can 
supply your summer process steam requirements 
without high cost main plant operation. Get all 
the information on SPEEDYLECTRIC Boilers — 
there's a model right for your job. Write today 
for Bulletin 32-14. 


SPEEDYLECTRIC 


SPEEDYLECTRIC 
Boilers available 
with tempera- 
tures to 470°F., 
pressures to 500 
p.s.i. Low cost 
operation, 
98% % efficien- 
cy, unity power 
factor — 100% 
A.S.M.E. code, 
U.L. listed. 


Representatives in principal cities 


(Livingstone Engineering Company 
a 


Manulfacturers of 


Grove Street © Worcester 5, Mass. 


Steam Generator 


SERVICE Gy, 


Recognize your 

veteran employ- 
ees—increase loyalty—reduce labor turnover. 
Show your appreciation for years of loyal service 
with a Metal Arts Service Award Emblem. 


SAFETY 


Fewer Accidents 

mean more man- 

power, less lost time. Encourage safety with our 
Safety Emblems. Emblems can be applied to tie 
clasps, money clips, lighters, etc. 


QUOTA CLUB 


Start a Quota Club and watch your sales in- 

crease. Your salesmen will be proud to earn the 

right to wear an emblem with your company name. 


SUGGESTION 


Auvgment your cash award with a distinctive 
emblem. Promote competition among your work- 
ers. Increase labor, material and method savings, 


Advertising Specialties 


Name Plates 
Ploques WRITE FOR OUR 


| BROCHURES | 
METAL ARTS CO,, Inc. 
742 Portiond Ave., Dept. 45, Rochester 21,)N. Y. 


Offices in. Seattle, San Francisco, Los An: 
Washington, D.C., Philadelphia, New Yo 
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to the pride of its holder, to his in- 
centive, and to the spirit of his or- 
ganization! 

Similarly, professional people 
should be given the incentive and 
recognition of professional status. 
No physicist should ever work un- 
der a “supervisor.” I would call the 
superior the “Chairman of the Phys- 
ics Department.” This, by copying 
academic usage, expresses the physi- 
cist’s own concept of status and in- 
dicates what the relationship be- 
tween a professional man and his 
superior should actually be. 

Area 3. To engender proper spirit 
and performance of management 
people there must be a rational and 
just promotion system. 

For, even if it is not overempha- 
sized, promotion will always be cen- 
tral in the minds and in the ambi- 
tions of a management group. 

Promotion should always be 
based on proven performance. 
Nothing does more harm than the 
common practise of promoting 
poor man to get rid of him. But the 
even more common practise of de- 
nying a good man promotion, be- 
cause “we don’t know what we'd 
do without him,” is equally bad. 

A promotion system must insure 


that everybody who is eligible be 
considered—and not just the most 
highly “visible” people. It must in- 
sure careful review of all promo- 
tional decisions by higher manage- 
ment to make difficult both “kick- 
ing upstairs” and “hoarding good 
people.” 


An Expensive Resource 


The promotion system* should 
also bring about full utilization of 
the managerial resources in the 
company’s employ. The common 
situation in which the promotional 
plums go to engineers, or to sales- 
men, or to accountants—or, as on 
many railroads, to clerks—is de- 
structive of the spirit and perform- 
ance of the groups that are left out 
in the cold. It also is always waste- 
ful of a scarce and expensive re- 
source, and therefore to the com- 
pany's detriment. 

There are, of course, businesses 
where ¢ertain functional or techni- 
cal backgrounds are definitely need- 
ed for all or most of the better jobs. 
Such businesses should systematical- 
ly hire lower-grade personnel for 
the other functions and should re- 
alistically tell the men in these func- 
tions what to expect. But all too 


Addition of 35,000 sq. 
ft. of building space with 
a 50% increase in plant 
employment is the four- 
year expansion story by the Maxwell 
House Division of General Foods. It's 
further proof that in MOA industry 
finds the profit-making factors that 
make them “grow places” fast. 


Why growing industry chooses MOA 
is reported in the new free FACTFILE. 
Climate, transportation, markets, living condi- 
tions, labor supply, etc., are covered in factual 
detail. If your business is considering a west- 


‘GENERAL FOODS PROVES 
INDUSTRY “GROWS Pages” 


ern branch— now or in the future —this infor- 
mation on MOA will be very helpful. Write 
today for a copy for your files... your request 
will be strictly confidential. 


“MOA meons Metropolitan Oakland Area 
(Aiameda County, California) 


CALIFORNIA 


ALAMEDA 
ALBANY 
BERKELEY 
EMERYVILLE 
HAYWARD 
LIVERMORE 
OAKLAND 
PIEDMONT 
PLEASANTON 

SAN LEANDRO 

RURAL ALAMEDA COUNTY 


Suite 506 +» 427-13th Street « Oakland 12, California 


..- introduces a superior truck 


SERVICE 


‘TO SAVE YOU MONEY 


CAPACITY 


First proven gasoline 


¥ Lifts 


‘powered Lift-Truck with hydraulic 


drive*...and hydraulic control 


¥ Brakes 


The simple movement of this one lever automatically shifts from 


low to high and high to low... 


backward. 


two speeds forward and two speeds 


By simply raising the control lever the Handler's power lift goes 
into action. No time lost hunting other controls. Completely modern. 


“Dead man” 


brakes — always more safe. And on the Service 


Handler they are automatically applied the instant the operator 


lets go the control handle or steps off the truck. 
And REMEMBER .. . 
SHIFTING OR ROTATING THE POWER UNIT. 


INSTANTANEOUS REVERSING WITHOUT 


The wew Service Handler is the ultimate in rider-type powered 
lift trucks. Its economical and efficient 6 h.p. gasoline engine has 
the power and stamina to keep the brawny Handler performing 
around-the-clock, at startling savings. And it’s easy to service. 
All working parts are accessible in seconds by simply unsnapping 


the hood. 


RIDER-TY PE — means covering the plant in quicker time, 


reducing the overall cycle time. 
*Patent Applied for 


SERVICE CASTER € TRUCK CORP. 


ALBION, MICH. 
SOMERVILLE, MASS 


Manufacturers of CASTERS @ WHEELS @ TRUCKS 
LIFTERS @ LIFT TRUCKS e@ SPECIAL EQUIPMENT 


COMPANY_ 
Service Caster & Truck Corp. 
ALBION, MICHIGAN 
Please quote prices on 
SERVICE HANDLERS 
with platforms of ciTy__ STATE 
size 
( ) Heve salesman coll. 


INDIVIDUAL. 
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It’s the Test by Fire 
for High Alloy Steel 


A jet engine on a test stand represents the kind of metal-killing service 

that no steel could stand until A-L pioneered in suitable high-temperature 

tM nerhnr te alloys. Then, and only then, came aircraft superchargers, jet and rocket 
engines, gas turbines, etc. @ You may have a problem of corrosion or 

oxpanan te heat resistance—of strength with light weight—or of special electrical 
SWEET'S requirements. The right special alloy steel can solve it, and we're the 
people to see. Allegheny Ludlum Steel Corporation, Oliver Building, 


PRODUCT DESIGN or 
PLANT ENGINEERING or Pittsburgh 22, Pa. 


ARCHITECTURAL FILES 
...Or write us 


for literature. PION EERING on the Horizons of Steel D 
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often lop-sided promotional oppor- 
tunities reflect nothing but the dead 
hand of tradition, confused objec- 
tives, mental laziness, and the like. 


Need for Outsiders 


The final requirement is that pro- 
motion not be entirely from “with- 
in.” Promotion from within should 
indeed be the norm. But it is im- 
portant not to let a management be- 
come inbred, not to foster smugness 
and isolation. And the bigger the 
company the more needed is the 
outsider. It should be clearly under- 
stood throughout the company that 
new people from the outside will be 
brought in periodically, even into 
high management positions. 

The importance of this shows 
clearly in the history of Sears Roe- 
buck. No one reared in the mail- 
order business could have brought 
about the expansion into retail 
stores which insured the growth of 
the company. For this, General 
Wood had to be brought in from 
the outside. Similarly, to revive the 
Ford Motor Company, men were 
brought in from the outside right 
into the top spots. 

And only if men are brought in 


all the time—rather than only in a 
crisis—can the crisis be avoided or 
anticipated. 

Area 4. Management needs some 
form of charter spelling out clearly 
who has the power to make life- 
and-death decisions affecting a man- 
ager. And there should be some 
way for a manager to appeal to a 
higher court. 

Also, both the responsibility of 
all managers for the spirit of the 
organization, and the freedom of 
speech throughout the management 
group, should be tangibly expressed 
in a regular procedure. This would 
entail lower managers bringing to 
higher managers their appraisal of 
the practises used by higher man- 
agers. 

Promotion decisions are what I 
call “life-and-death” decisions for 
managers. So are decisions to dis- 
charge or to demote a manager, de- 
cisions on his salary and on the 
scope of his job. Hardly less impor- 
tant to the manager are decisions 
on the scope and work of his unit, 
decisions on capital investments for 
instance. Even the appraisal vitally 
affects a manager’s life and career in 
the company. 


Put bare walls to work 


The walls of this progressive company* are at work .. . show- 
ing products and applications in an interesting and decorative 
manner. Photo-Murals can put your walls to work, too, in offices, 


showrooms, or at conventions. 
subject, to fit any space. 


*Clark Equipment Company 


FOR DETAILS 


We custom-make them of any 
Black and white, sepia, or full color. 


WEST-DEMPSTER COMPANY 


110 W. LYON, 


GRAND RAPIDS, MICHIGAN 


No matter where it's bound 


SHIP IT WIREBOUND! 


{tower 


TOTAL COST 


Se 


REDUCED 
WEIGHT 


BOXES & CRATES 


Whether you’re shipping tractors to Brazil 
or taximeters to Buffalo you will 

ship safer at lower total cost in Wirebound 
Boxes or Crates. Wirebounds are the 
remarkable tailor-made containers that 
combine the strength of steel with 

the resiliency of wood to save tare weight. 
They come to you flat, take less storage 
space, assemble in less than a minute and 
consistently slash damage claims. 

Isn’t this the shipping story you’ve been 
wanting to hear? Wirebound Sales Engineers 
will tell you the whole story of safety 

and savings for your product! 


MAIL THIS COUPON Now 


r 


[] Have a sales engineer give me the whole story. 


Name 


Wirebound Box Manufacturers Association 
Room | 151, 327 South LaSalle Street, Chicago 4, illinois 


[] Send me a copy of “What to Expect From Wirebounds”. 


Firm Name 


Address 
City, Zone and State 


MAY 195 4 ° 
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Did you know that Marathon’s chemicals from 
wood help tan your shoes . . . dye your clothes 

. make your tires last longer? These are just a 
few of the many uses which Marathon Research 
has discovered for these lignin chemicals. 


Although our trees are tagged primarily for use 
in making pulp for paper, they will also furnish 
the raw material for a number of chemical prod- 
ucts. From the lignin or noncellulosic portion of 
wood, once discarded as useless, Marathon’s 
Chemical Division recovers and manufactures 
several versatile, low cost chemicals which have 
unusual characteristics, making them applicable 
in a great variety of industrial processes. 


For example, the Marasperses (lignin chemicals) 
can solve your dispersion problems .. . if you 
have a viscous liquid that won't flow readily, or 
a solids-in-wacer suspension that settles out. . . 
try adding a small amount of Marasperse, and 
youll have a free-flowing liquid, or a stable 
suspension. 


Write for information on Marathon’s Mara- 
sperses. You'll receive interesting and informa- 
tive technical data. 


maratHon 


CHEMICAL DIVISION 


ROTHSCHILD 2 


wk 
ie, 


derived 


from this spruce tree will 1—help 


The Marathon chemicals 


drill an oil well, 2--tan leathers 
for shoes, 3—flavor cakes, cookies 
and ice cream, 4--improve the 
wearing qualities of automobile 
and truck tires, 5—make pesticides 
more effective, longer, 6—improve 
cements and ceramics, 7—stabilize 
asphalt emulsions, 8--improve tex- 
tile dyeing operations, 9—prevent 
in boilers, 10— 
change semi-solids into free-flow- 


scale formation 


ing liquids and perform a great 
many other industrial functions. 


Corporation 


WISCONSIN 


Yet even in well managed com- 
panies managers often do not know 
who has the power to make these 
decisions. 

The company may have the most 
carefully worked out organization 
charts. It may use elaborate job de- 
scriptions for management  posi- 
tions. Yet managers do not really 
know to whom to go for such deci- 
sions. They do not know which of 
these decisions they can make them- 
selves and which have to go to 
higher authority. They do not know 
whom they should consult betore 
making a recommendation to high- 
er management regarding a life- 
and-death decision. They do not 
know who has taken part in such 
decisions affecting their own status 
and position or the scope of their 
unit. 

This confusion is a familiar story 
to any management consultant. I 
have found that it exists in two out 
of every three companies I have ever 
worked with. And every fellow 
consultant I know seems to have 
had the same experience. 

Typical is the comment of one 
man who very recently told me of 


his work with one of the best 
known and most successful farm- 
equipment manufacturers: “They 
hired me to fix up their salary struc- 
ture. But salary structure isn’t their 
problem. Their problem is the con- 
fusion in the minds of their man- 
agers as to who makes what deci- 
sions.” 


Path to Intrigue 


And wherever this confusion pre- 
vails it undermines the spirit of 
management and its performance. 
It leads to politicking and intrigue, 
to the building of protective fences 
and of “private lines” to supposedly 
influential people, to frustration and 
resentment. 

Plainly, the management group 
requires what I call a “charter’”—a 
clear statement regarding the life- 
and-death decisions: 

One such charter exists in the 
Lamp Division of General Electric. 
Even though the Lamp Division is 
a very big business indeed and em- 
ploys a large number of managers 
in a variety of activities, the state- 
ment is short and simple—basically 
no more than a one-page table. It 


less 


Motor 


FREE 


Circular 


CUT costs 
wit 
ALLEN Punch Press 


1l-Ton Power Bench Type 
Powerful, Dependable, Economical 


For light work—stamping, forming, riveting— 

metal, fiber or other material. 

Overall height 17144” ... Base size 84” x 
... Die bed 51” x 814” . . . Ram face 

... Ram stroke %”" . . . positive 

3%,” ram adjustment. . . sturdy, single pin, 

non-repeat hand lever clutch ... V-belt 

drive... weight 105 Ibs. 

Requires only 4% to 42 H.P. motor. 

The machine of a thousand uses! Adequate for 

many types of work now done on large presses 

at greater expense. 


30-Day Money-Back Guarantee 


Order TODAY. Price $97.50 F.O.B., Clinton, 
Mo. (Includes Motor bracket, V-belt, motor 
pulley, less motor) 


ALVA F. ALLEN, DEPT. DR, CLINTON, MO. 


COMES TO PANAMA CITY, 
FLORIDA 


The location of Panama City 
affords a strategic position to 
both domestic and foreign 
markets. Equable climate 
means lower construction 
costs, unhampered transpor- 
tation and greater work at- 
tendance. Resources in util- 
ities, material, water—all 
means of transportation— 
dock facilities—urban and 
rural plant sites—fine living 
conditions, advantageous tax 
exemptions. If you seek in- 
dustrial expansion or re-loca- 
tion, we offer a well-balanced 
invitation to industry at any 
level. 


For information on your own 
requirements write: 


Panama City and Bay County 


Chamber of Commerce, 
Room 218, 


PANAMA CITY 
FLORIDA 
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* 1954 


OF BANKING 


Statement of Condition 
March 31, 1954 


RESOURCES LIABILITIES 
Cash on Hand and in Banks $ 218,390,212.33 Deposits $1,154,401.597.90 Ls 
U. S. Government Obligations 380,299,065.98 Acceptances Outstanding 2.506.709.10 | 4 

’ 

State, County, and Municipal Bonds 94,520, 795.47 Reserve for Unearned Discount 8,405, 387.95 
Other Bonds and Securities 29,648,686.84 R for 
Stock in Federal Reserve Bank 1,650,000.00 9,480,993.90 4 
Loans and Discounts 540,551,863.44 Other Liabilities 866,512.10 ‘a 
Bank Premises and Equipment 10,864,567.62 Capital Funds: | 4 
Other Real Estate aon Capital Stock 20,000,000.00 


Customers’ Liability under Acceptances 2,444,235.60 


) ‘ 

Accrued Interest Receivable and aeons 35,000,000.00 : 

Other Assets 6,538,067.71 Undivided Profits 14.246.295.04 : 
Total Resources $1,244,907,495.99 Total Liabilities $1,244,907,495.99 


United States Government and other securities carried at $144,864,429.17 are pledged to secure U. S. Government 
Deposits, other public funds, trust deposits, and for other purposes as required or permitted by law. 


Banking Offices : Member Federal 
AMERICAN 
‘COMPANY 


Throughout Northern California Deposit Insurance Corporation 
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A GREAT NAME IN COMMUNICATIONS 


you can be 
two places 
at once = 


with PAX 


does not go into any detail how a 
decision should be made, but it does 
say specifically who makes it. 


Unaided Judgment 


No such life-and-death decision 
should ever be made by one man 
entirely on his own. The decision it- 
self, like every decision, should, of 
course, be made at the lowest pos- 
sible level. But it should either be 
discussed with and reviewed by the 
superior of the manager making the 
decision, or the manager should 
consult with managers on his own 
level. Decisions of such magnitude 
are too important for enterprise and 
individual alike to be left to one 
man’s unaided judgment. 

Appraisal systems rather general- 
ly recognize that a manager review 
his appraisals of his subordinates 
with his own superior. In a few 
companies this principle is extended 
to all decisions affecting a manager’s 
status, pay, or position. In one com- 
pany that I know, three managers 
on ascending levels have to think 
through the decision. But in most 
companies such a rule is observed 
only for appointments to top posi- 
tions. When it comes to lower man- 
agers, there is normally neither clear 


understanding as to who makes the 
decision nor any safeguard against 
the faulty or arbitrary judgment of 
one man. And decisions other than 
those directly affecting a man’s pro- 
motion, demotion, dismissal, and 
salary are commonly left dangling 
in mid-air altogether. 

A manager should not only know 
who makes these decisions—whom 
he has to consult in making them 
—and that decisions made in re- 
spect to his own job and work 
have been safeguarded against one 
man’s arbitrariness or lack of judg- 
ment. He should also have a right 
of appeal against such a decision. 

The most sensible approach to 
this seems to me to be that of Con- 
tinental Can. In this company every 
member of management can appeal 
against any life-and-death decision 
affecting him, his job, or his work, 
all the way up to the president and 
the chairman of the board. Appeals 
to this “final court” have been ex- 
tremely rare. Most, if not all, ap- 
peals are disposed of at the first 
hearing way down the line. But the 
very fact that there is a right to an 
appeal to the very top has had a 
powerful impact on the whole man- 
agement group. A manager making 


A P-A-X Business Telephone System will 
take you anywhere in your organization— 
give you company-wide control over opera- 
tions—while you remain at your desk. 


This letter is 5 years old... 
| had it on my desk in 5 minutes! 


And equally important, P-A-X is an eco- - 
4 AGE BOXES, system Is so easy...locat- 
nomical way to bring this advantage to all i * lbs. { =< ing old, but still valuable records is 
| key men in your organization. Many execu- | | quick and sure! Save time and money 
te EXECUTIVE times daily—releasing more time for manage- 
ment responsibilities. They find it multiplies BOXES. Sold by leading stafioners 
specia executive . . . = ~alers 
along smoothly, with less walking, less | 
tion at the flick of a fatigue, less delay and confusion for everyone. 
switch, can be supplied 
with any P-A-X. Illus- 
trated circular sent on Today, P-A-X is working for thousands of 


= companies of every type and size. Consider 
this cost-saving telephone system in your 
immediate plans. Call or write our distribu- = * iy: | | 
tor: Automatic Electric Sales Corporation, | 7 
1033 West Van Buren Street, Chicago 7, | comsTWUCTION pom 
Illinois. Offices in principal cities. DUST-PROOF CLOSURE . . . patented, easy to 


use ... overlapping top keeps records clean. 


SPILL-PROOF PROTECTION . . . even when 
business dropped! Cord and tension button prevents dis- 
DESIGNED FOR LONG LIFE... only highest grade 
systems ” eo corrugated fibre-board and quality parts used. 


Send for FREE Manual of RECORD STORAGE 


PRACTICE. Tells how long to keep records... 
Shows best record storage methods. 


Write for this useful information today! P-A-X users have helped us prepare illustrated case studies ae m Storage room using Liberty Boxes HA -9:4 0 @ 3-35 BOX | COMPANY 
describing P-A-X in daily use for: a financial institution; a processing plant; a school; a railroad; hd ot United Aiines Se 720 S. Dearborn St. * Chicago 5, Ill 
an oil company. Specify the case studies which interest you. ' si 
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ATOMIC POWERED SUBMARINES + SUPERSONIC AIRCRAFT + GUIDED MISSILES + ELECTRIC MOTORS 


sea, air and atoms 


The 1953 Annual Report of General Dynamics 
describes a year of exceptional achievement by 
the Corporation in fields of hydrodynamics, 
aerodynamics and nucleodynamics. 

These significant accomplishments are 
reflected in the highest annual sales and 
earnings in the Corporation’s history 

— an increase over the previous year of 54% 

in net sales, and of 26% in net earnings, 


1953 1952 

Net Sales $206,644,279 $134,551,610 
Profit Before Taxes 12,693,803 10,567,176 ; 
Net Earnings 6,218,803 4,917,176 f 
Net Earnings per Common Share...... 7.01 5.72 h 
Cash Dividends 2,796,569 2,112,510 Ria 
Working Capital 24,436,138 22,172,249 ; + 
Plant and Equipment i 
(Less Depreciation) 7,110,087 6,840,114 ie 
Net Worth 31,184,427 26,755,545 i 


GENERAL DYNAMICS if 


DiviStiones 


GENERAL DYNAMICS CORPORATION ¢ 445 PARK AVENUE, NEW YORK * PLANTS: GROTON, CONN., BAYONNE, N. J., MONTREAL, CANADA 
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American 


Credit Insurance 


helps your business 


build | business! 


Harmonizes Credit-Sales relations. 

(,ives Accounts Receivable real value. 

Creates confidence—basis of all credit. 
Endorses customer’s promise to pay. 

Helps avoid secondary credit costs. 

Protects working capital invested in Receivables. 
Backs judgement of Credit Executive. 

Provides endorsement for banking purposes. 
Minimizes risk and anxiety, promotes planning. 
(,ives positive loss prevention. 

Provides service for handling collections. 
Promotes efliciency in organization. 

Provides accurate cost basis of shipments. 


Creates an adequate bad debt reserve. 


For booklet, write Dept. 50, First National Bank Bldg., Baltimore 2, Md. 


American Credit 


Indemnity Company 
of New York 


a life-and-death decision will give it 
greater care. A manager affected by 
such a decision does not feel the 
helpless victim of spite, bias, or stu- 
pidity. 

Even more potent than these safe- 
guards against mistakes, however, 
are practises demonstrating to all 
men that management sincerely 
wants to have the right spirit. And 
the simplest practise is one that says 
in effect to all managers: “The 
spirit of this organization is the 
business of every one of us. Find 
out what you are doing to build the 
right spirit in the unit you head; 
and tell us, in higher management, 
what we can do to build the right 
spirit in the unit of which you are 
a part.” 

Such self-examination of the man- 
agers own and of his superior’s 
practises leads to real improvement. 
It is a major contribution to man- 
agement spirit. It convinces people 
that top management is not content 
to preach, but is determined to act. 
It creates a desire to improve spirit. 
And in all matters of the spirit, de- 
termination and desire to improve 
are perhaps even more important 
than the actual level of perform- 


ance; dynamic growth, more pro- 
ductive than static perfection. 
Area 5. Finally, in its appoint- 
ments to managerial jobs, manage- 
ment must show that it realizes in- 
tegrity is the one absolute require- 
ment of a manager—the one qualit 
he has to bring with him and can 
not be expected to acquire later on 


Integrity and Leadership 


Without this uncompromising 

* emphasis on integrity of character, 

the best practises of management 

will fail to build the right spirit of 
the company. 

For it is character that begets 
leadership. It is character that sets 
the example. And it is character 
that will be imitated. 

Character is not something a man 
can acquire; if he does not bring 
it with him to the job, he will never 
have it. It is also not something one 
can fool people about. The men 
with whom a man works—and es- 
pecially his subordinates—know in 
a few weeks whether he is a man 
of integrity. They may forgive a 
man a great deal: incompetence, 
ignorance, insecurity, or bad man- 
ners. But, rightly, they will not for- 


FASTER /~HANSEN 


-~the TACKER 


It Pays to Use! 


TIME! Easy, compound. 
leverage action drives tack- 
pointed staples fast as you 
grip. Holds scores of staples. Re- 
loads in seconds. Light weight. Goes 
to the job. 


STEPS! No back-tracking for refills, 
as staples are supplied as near as 
the vest pocket from Hansen Vest- 
Kit. Take-up Jaw permits on-the- 
job inspection and service — in less 
than a minute. 


MATERIALS! Accurate, precision 
driving, due to balanced design, in- 
sures proper use of materials with- 
out damage or waste. One-hand 
operation permits holding parts or 
objects with other hand. 


36 Models AN REQUEST 
80 Staple Sizes BOOKLET 


5034 RAVENSWOOD AVE. CHICAGO 40 ILLINOIS 


A.L.HANSEN 


“Dial” gummed tape electrically 


The new Marsh Dial-Taper is real news to users 
of gummed tape. Dispenses all kinds, in widths 
to 3”, electrically. Select your length on the 
telephone-type dial, dial it, and out it shoots 
moistened with warm water. Sticks instantly. 
Saves 1/5 on tape, often more in man-hours. 


For more information or a free 
demonstration mail us this ad with your 
name and business letterhead 


MARSH 
Dial-Taper 


DT-13 


MARSH STENCIL MACHINE COMPANY 
62 MARSH BLDG. « BELLEVILLE, ILL. 
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give him lack of integrity. Nor will 
they forgive higher management 
for choosing a man who lacks in- 
tegrity. 

But is this not the very sermoniz- 
ing I spoke against? Actually, it is 
a matter of hard and fast practise. 
Integrity may be very difficult to 
define. However, that which consti- 
tutes lack of integrity of such seri- 
ousness as to disqualify a man for 
a managerial position is fairly ob- 
vious. 


Judging Performance 


A man should never be appointed 
to a managerial position if his vi- 
sion focuses on people’s weaknesses 
rather than on their strengths. The 
man who always knows exactly 
what people cannot do, but never 
sees anything they can do, will un- 
dermine spirit and performance of 
his organization. Of course, a man- 
ager should have a clear grasp of 
the limitations of his people. But he 
should see these as limitations on 
what they can do, and as challenges 
to them to do better. He should be 
a realist—and no one is less realistic 
than the cynic. 

A man should not be appointed 


to a managerial position if he is 
more interested in the question 
“Who is right?” than in the ques- 
tion “What is right?” To put per- 
sonality above the requirements of 
the work is corruption and cor- 
rupts. To ask “Who is right?” en- 
courages one’s subordinates to play 
it safe, if not to play politics. Above 
all, it encourages them to “cover 
up,” rather than to take the right 
corrective action as soon as they 
find out that they have made a mis- 
take. 

Management should never ap- 
point as manager a man who con- 
siders intelligence more important 
than integrity. For this is imma- 
turity. It should never promote a 
man who has shown that he is 
afraid of strong subordinates. For 
this is basic weakness. It should 
never put into a management job 
aman who does not set high stand- 
ards for his own work. For that 
breeds contempt for the work and 
for management’s competence. 

It should, finally, never entrust a 
management job to a man who is 
more concerned with getting credit 
for his own work than with stress- 
ing the work his subordinates are 


with the 


INSERTING & 
MAILING MACHINE 


Small wonder we receive such high praise — Inserting 
& Mailing Machine cuts mailing costs as much as 80% ! 
it replaces dozens of clerks and much old-fashioned 
equipment—cuts pay- 
rolls, saves office 66 
reduces over- 
head. At a speed of 
3,500 to 4,500 fin- 
ished pieces per hour, 
it gathers and inserts 
1 to 8 enclosures, 
seals envelope, me- 
ters postage or prints 
indicia, 
stacks the mail. 

Write for folder 
“Reducing Mailing 
Costs by 80%”. 


INSERTING AND MAILING MACHINE COMPANY 
Phillipsburg, New Jersey 


space, 


66 
Your machine is 
a great money 
and time-saver.” 


United Business Service 
Boston, Mass. 


66 
it has eliminated 
the need of a dozen 
overtime workers.” 


Central Nat'l Bank 
of Cleveland 
Cleveland, Ohio 


« 


This machine results 
in savings of many 
thousands of 
dollars.” 


Equitable Life Assurance 


oc. of U.S. 
New York, New York 


counts and 


To meet tight mail- 
ing schedules...one 
machine we could 
not be without.” 

O. M. Scott & Sons Co. 


GATHERS ENCLOSURES INSERTS INTO ENVELOPE SEALS ENVELOPE 


PRINTS POSTAGE INDICIA 


Marysville, Ohio 


COunTs sT4cas 


MODERN 


GREATEST PRODUCTION 
FOR OVEN SIZE « SHORTER 


BAKING CYCLES * SAVES COSTS 


TYPICAL OF OVER 7,000 INSTALLATIONS — Pictured above 
is Fostoria oven at International Harvester Co., Richmond, 
Ind. Baking cycle for maroon color finish on cream separator 
arts is 11 minutes. Connected load 30 K.W. Oven is only 1! 


t. lon 
ft. wit 


nogit WITH MODERN FOSTORIA OVENS 


ALL THESE ADVANTAGES 


Faster Cycles 
Fastest heat transfer. Greatest 
output to input. Instant action. 


Less Space 
Most production for oven size. 
May be ceiling mounted. 


Clean Operation . 
No by-products of combustion. 
No condensation. 


Uniform Bake 
Evenray heat distribution with 
thorough penetration. 


Flexibility 

Adaptable to any material, any 
shape, any color. Infinitely vari- 
able heat levels. 


Safety Controlled 
No warm-up, no shut-off lag. 
Instant heat control. 


Less Maintenance 
Lowest source replacement cost. 
Least efficiency loss. 


Highest Efficiency 

Less than 2% energy loss. Heats 
product — not oven walls. 
Cuts Costs 

Lowest “per piece’’ production 
cost. Competitive initial cost. 


Reliability 
Foremost engineering “know- 
and service. 


replacing old convection oven that occupied 480 sq. 
1 hour baking cycle. 


Why handicap your production efficiency 
with obsolete equipment? Investment in 
modern, cost-cutting mechanization is to- 
day's necessity for industrial progress and 
profit. A typical example is the modern- 
ization of baking operations. Already over 
7,000 plants have switched to the high 
efficiency Fostoria oven. Anything that 
can be baked, can be baked better, in less 
space, at lower cost with a Fostoria Engt- 
neered oven installation. Low energy loss; 
fast, uniform heat transfer; automatic con- 
trols and wide flexibility make Fostoria 
the most efficient of all industrial ovens. 
The extensive benefits of these advantages 
to your production are well worth your 
immediate investigation. Request the ex- 
pert on-the-job assistance available to you 
by Fostoria field engineers. There is no 
obligation. 


SEND FOR COMPLETE FACTS 


Write for this brochure of 
technical facts and case his- 
tories of many Fostoria oven 
installations. Tell us your par- 
ticular problem and we will 
include data directly appli- 
cable to your operation. 


THE FOSTORIA PRESSED STEEL CORP. 
Fostoria, Ohio, Dept. p 


Please send information on ovens for 


Name . 
Company 
Street 


City State 


PRODUCTION PROVED IN OVER 7,000 PLANTS 


timericas Finest Engineered Ovens 


M A Y 1954 
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doing. For such a man will deform — Can it be taught or learned? 
rather than develop the men under The earliest writers on the sub- 
him. ject, in ancient Greece or ancient 

A man might himself not know _Israel, knew all there is, or has ever 
enough, not perform well, lack been known on leadership. The 
judgment and ability, and yet not __ scores of books, papers, and speeches 
do damage as a manager. But if he on leadership in the business enter- 
lacks in character and integrity— _ prise that come out every year have 
no matter how knowledgeable, how _little to say on the subject that was 
brilliant, how successful—he de- not already old when the Prophets 
stroys. He destroys people, the most = spoke and Aeschylus wrote. Yet 
valuable resource of the enterprise; 3,000 years of study, exhortation, in- 
he destroys spirit; and he destroys junction, and advice do not seem, 
performance. to have increased the supply of 
leaders to any appreciable extent, 
nor enabled people to learn how to 
become leaders. 


» 


your plait. You'can save man power, time and 
“Meney mm moving them from the siding trough your This is particularly true of the 
Seem | created from the top. If an organi- 
zation is great in spirit, it is so be- 
cause the spirit of its top people is 
great. If it decays, it always does 
so because the top rots. 

We have defined the purpose of 
an organization as “making com- 
mon men do uncommon things.” ities can become effective; or it can 
stifle potential leadership. 

The supply of leaders and leader- 


Conditions for Leadership 


a Spe CONVEYOR SYSTEM FOR YOU 


FROM eae BARBER-GREENE UNITS 


PERMANENT 


There is no substitute for leader- 
ship. But it is also true that man- 
agement cannot create leaders. It 
can only create the conditions un- 
der which potential leadership qual- 


PORTABLE 


But we have not talked about mak- 
ing common men into uncommon 


One man with a B-G Portable Con- The B-G Redi-Fab Series of Permanent 


veyor, can unload from hopper car to 
stock pile, surge hopper or plant con- 
veyor . .. cutting costs as much as 
90°. B-G Conveyors can be moved 


Conveyors assures the right combina- 
tion of standard units to exactly fit 
requirements for elevating and con- 
veying bulk materials to storage, or 


men. We have not, in other words, 
talked about leadership. 


This was intentional. Leadership 


ship is much too limited and too un- 
predictable to depend on it for the 
creation of the spirit that the busi- 


is of utmost importance. But can ness enterprise, like any human or- 


feeding direct to your production line. 
. 5 
leadership be created or promoted? 


all over the yard and inside the plant. 
ganization, needs to be productive 


impressions 
...and so much 


IN FLORIDA 
USE THESE BANKS 


For Complete Banking 
Service When Establishing 
Your Business or Home in 

This Area 


, B-G Redi-Fab Conveyors form high- 
capacity, low-cost, ‘“‘built-in’’ produc- 
Portability and low clearance make tion lines—for more efficient in-plant 
B-G Conveyors ideal for working in handling. Increase capacity by moving 
cramped, low head room areas. Exten- materials through your plant faster. 
sively used to elevate and convey Reduce production costs and help off- 
ashes, waste, scrap to trucks. set rising labor and other costs. 


Name of Bank 


FLORIDA NATIONAL BANK 
FLORIDA NATIONAL BANK 
FLORIDA BANK 
FLORIDA BANK 
FLORIDA NATIONAL BANK 
FLORIDA BANK & TRUST CO. 
FLORIDA BANK 


BARTOW 
BELLE GLADE 
BUSHNELL 
CHIPLEY 
CORAL GABLES 
DAYTONA BEACH 
DELAND 
FERNANDINA 

BEACH 
FORT PIERCE 
GAINESVILLE 
JACKSONVILLE 
KEY WEST 
LAKELAND 
MADISON 
MIAMI 


FLORIDA NATIONAL BANK 
FLORIDA BANK 

FLORIDA NATIONAL BANK 
FLORIDA NATIONAL BANK 
FLORIDA NATIONAL BANK 
FLORIDA NATIONAL BANK 
FLORIDA BANK 

FLORIDA NATIONAL BANK 

AND TRUST COMPANY 

FLORIDA NATIONAL BANK 
FLORIDA NATIONAL BANK 
FLORIDA NATIONAL BANK 
FLORIDA NATIONAL BANK 
FLORIDA BANK 

ST. PETERSBURG FLORIDA NATIONAL BANK 
STARKE FLORIDA BANK 

WEST PALM BEACH FLORIDA BANK & TRUSTCO. 


Total Capital Funds over *$31,000,000.00 


Conn 
“FLORIDA 
SEN MANIFOLD SUPPLIES CO. 
— BAN KS \ SOUTHEAST | Coast to Coasf Distributors — 
188 Third Avenue, Brooklyn 17, N.Y. 
SATISFIED CUSTOMERS AND GOOD MANAGEMENT 
HAVE BUILT THESE BANKS 


shinning: Ye ke opportunity to make 


slant uses a stries 
handle component parts of the PENSACOLA 
product and « mode! 343 Port- PERRY 

able for everficw stockpiling. — PORT ST. JOE 


OCALA 


CARBON PAPERS - HECTOGRAPH~ UNI-MASTERS - INKED RIBBONS 
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<4 Twenty-ton steel ingot about to be passed through National’s 
giant 45 by 90-inch universal reversing slabbing mill 
installed at the Great Lakes Steel division late in 1953. 


A RECORD OF CONTINUOUS 


whe 


Year of expansion sets new records in capacity, 
payrolls, sales; income shows substantial gain. 


BIGGER AND BETTER 


Basic ingredient of our American stand- 
ard of living is steel, and the multitude 
of products made from this versatile 
material. Throughout its history the 
steel industry has carried out the policy 
of consistently building to meet the 
growing needs of the country. In this 
National Steel has played an important 
part. The year 1953 saw the achieve- 
ment of 6,000,000 ingot tons annual 
capacity, an increase of 53.8% since 
the first post-war year of 1946. New 
facilities during the year included the 
slabbing mill illustrated above, new 
Bessemer converters, new batteries of 
by-product coke ovens, and a complete 
new unit of docking facilities at Weirton 
Steel Company. 


thy SET SALES RECORD 


For 1953 sales were the highest in 
National Steel’s history, despite a 
general decline in the demand for steel 
during the last quarter. Total sales for 
the year amounted to $634,178,060, 
compared with sales in 1952 of 
$548,625,817—an increase of 
$85,552,243, or 15.6%. In producing 
this record volume of business, an 
average of 28,975 employees were on 
the payroll, a slight decrease from the 
average of 29,102 in 1952. Total pay- 
rolls, however, increased to 
$159,822,220 for the year, versus 
$141,957,529 in the year preceding. In 
addition to wages and salaries, sub- 


NATIONAL STEEL 


GRANT BUILDING 


stantial payments were made for such 
employee benefits as retirement an- 
nuities, group insurance, hospitaliza- 
tion and surgical care. 


why INCOME AND TAXES 


For the year 1953, income before a spe- 
cial charge amounted to $50,334,130, 
equal to $6.84 per share, compared with 
net income of $37,559,477, or $5.10 per 
share in 1952. After the special charge 
of $1,160,050, which was the net loss 
after tax resulting from sale of the 
Weirton Mine, net income was 
$49,174,080, or $6.68 per share. Divi- 
dends amounting to $3.25 per share 
were paid to stockholders during 1953. 


The total tax bill of National Steel also 
increased markedly, amounting to 
$80,060,552 for 1953 as compared with 
$51,283,113 in the previous year. Out 
of each dollar of sales 12.6 cents were 


HIGHLIGHTS OF 1953 


Net sales . . . + $634,178,060 
Income before special 


charge . «© « 50,334,130* 


Less: special charge . 1,160,050 
Netincome .. + « « 49,174,080 
Net income per share . . 6.68 


Total payrolls e e 159,822,220 

Total dividends paid . . 23,862,229 

Total taxes . . + « 80,060,552 
*Equal to $6.84 per share 


A copy of our Annual Report 
for 1953 will be mailed upon request 


Owning and Operating 


paid in taxes, as against income of 7.9 
cents per sales dollar. Expressed 
another way, taxes were equal to 159% 
of income, or $10.87 per share. The pro- 
vision for Federal income taxes alone 
amounted to $69,325,000. 


5 FOR THE FUTURE 


As mentioned above, the target goal of 
6,000,000 ingot tons annual capacity 
was reached as planned in 1953. 
Property additions during the year 
amounted to $71,253,331. But that is 
not the end of National Steel’s con- 
tinuing expansion program. For 1954 
approximately $50,000,000 will be in- 
vested in further construction, in- 
cluding the rebuilding of a blast furnace 
at Great Lakes Steel Corporation to 
increase its pig iron capacity by 
390,000 tons per year, and giving a 
total pig iron capacity for National 
Steel of nearly 5,000,000 tons annually. 
Development of the Labrador-Quebec 
iron ore field, in which National Steel 
has a substantial interest, continued 
on schedule, with iron ore shipments 
expected in 1954. 

Under construction is a new lake iron 
ore carrier which will be somewhat 
larger than the WEIR, launched in 
1952, and the largest ship ever con- 
structed on the Great Lakes. 
Through such planning for the future 
National Steel continues to grow in 
the service of America, helping to pro- 
vide the essential ingredient of our 
expanding economy. 


CORPORATION 


PITTSBURGH, PA. 


Weirton Steel Company e The Hanna Furnace Corporation e Great Lakes Steel Corporation 


National Steel Products Company e Hanna Iron Ore Company e National Mines Corporation 


SERVING AMERICA BY SERVING AMERICAN INDUSTRY 
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BULLDOG 
DUCT 


BullDog Aluminum LO-X Duct feeds 
power to runs of Aluminum Plug-In 
Duct at Cadillac Gauge. 


Everything you expect bus duct! 


* PERFORMANCE: If you're looking for 
safe, efficient, low cost electrical distribu- 
tion, check into BullDog BUStribution Duct 
with aluminum bus bars. Seven years of ex- 
haustive research and hundreds of actual 
installations prove that aluminum bus duct 
will provide trouble-free, economical, and 
efficient performance. Aluminum is no ex- 
periment or substitute — it is here to stay. 
Aluminum bus duct is listed by Under- 
writers’ Laboratories, Inc., and carries the 
same guarantee as BullDog’s other systems. 


*FINSTALLATION: Runs of aluminum bus 


ELECTRIC 


duct can result in a considerable weight 
savings. This light weight, plus BullDog’s 
patented scarf-lap joint, makes installation 
simpler, faster, more economical. Like all 
BullDog BUStribution Duct Systems, alu- 
minum bus duct is completely reusable. It 
is completely interchangeable with other 
BullDog Duct Systems, plugs and accessories. 


* ECONOMY: Because you save in the 
original purchase price, in installation and 
operation costs, BullDog aluminum bus 
duct brings you the lowest possible current- 
carrying cost per ampere per foot. 


LLDOG 


PRODUCTS COMPANY 


Get complete information on Alu- 
minum LO-X Duct (for feeder 
and welder circuits) and Alumi- 
num Plug-In Duct (for branch 
circuits). Consult your local 
BullDog Field Engineer, or write 
BullDog Electric Products Com- 
pany, Dept. MI-54, Detroit 32, 
Michigan. ©BEPCO 


THOROUGHBRED IN ELECTRICAL EQUIPMENT 
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HAVE 
ON YOUR 


“PUSHERS!” | 
GIVE THEM LIGHT, MODERN 


‘Made ‘of the lightest weight | 
Structural metal, 


MAGNESIUM 


They’re important cost-savers, reducing 
dead-weight as much as 75%, sometimes 
converting a two-man-push into a one- 
man-job, when replacing the outmoded 
pushcarts made of heavy metal or wood. 
Describe what your pushers are now 
pushing by phone or letter to B&P. We'll 
send you pictures and designs, with esti- 
mated weight reduction and costs. 


Janitor Truck Push- 
around for factory 
materials handling, 
including scrap and 
refuse 


Popular Pusharound 
is the Merchandise 
Stock Truck. Has 
rubber, bumper- 
Strips. 


Pusharound Shelf Truck for in- Bakery-to-Store De- 
store movement of merchandise. livery Cabinet. 


For anything that’s lifted, carried, or 
pushed, weight saving may mean impor- 
tant cost-saving—or stepped-up sales ap- 
peal. Ask the advice of B&P engineers 
about redesigning in Magnesium. 


BROOKS & PERKINS, Inc. 


Pioneer Magnesium Fabricators 
1946 W. FORT ST. 
TAshmoo 5-5900 DETROIT 16 


and to hold together. Management 
must work on creating the right 
spirit by other means—means much 
less effective perhaps than leader- 
ship, means certainly much more 
pedestrian, but at least means that 
are available and within manage- 
ment’s control. 


Aptitudes and Attitudes 


Leadership requires aptitude; and 
men who are good chief engi- 
neers or general managers are rare 
enough even without aptitude for 
leadership. Leadership also requires 
basic attitudes. And nothing is as 
difficult to define, nothing as dith- 
cult to change as basic attitudes— 
quite apart from the question 
whether the employment contract 
confers on management the right to 
try changing what is in effect an 
employee’s basic personality. To talk 
of leadership as the one and only 
key to spirit, therefore, all too often 
means all talk but neither action 
nor results. 

But practises, though humdrum, 
can always be practised whatever a 
man’s aptitudes, personality, or at- 
titudes. They require no genius, 
only application. They are things to 
do rather than to talk about. And 
the right practises should go a long 
way towards bringing out, recog- 
nizing, and using whatever poten- 
tial for leadership there is in the 
management group. They should 
also lay the foundation for the right 
kind of leadership and prevent mis- 
leadership. 

For leadership is not magnetic 
personality; that can just as well be 
demagoguery. It is not “making 
friends and influencing people”; 
that is just salesmanship. 

Leadership is the lifting of a 
man’s vision to higher sights—the 
raising of a man’s performance to 
a higher standard—the growth of a 
man’s personality beyond its nor- 
mal limitations. 

And nothing better prepares the 
ground for such leadership than a 
spirit of management that expresses 
itself in strict principles of conduct 
and responsibility, high standards 
of performance, and respect for the 
individual and his work. For, as the 
savings-bank advertisement says: 
“Wishing won’t make it so; doing 
will.” 

THE END 

The fifth article in this series by 
Mr. Drucker will appear in the 
June issue, 


“How many salesmen make an adequate sales force?”’ is a question 
uppermost in the minds of presidents and sales executives of most 
manufacturing companies today. The need to increase sales while 
holding down costs puts a premium on proper sales organization 
and planning. 

Some companies are trying to find the answers by looking at their 
own history. Others are gazing over the fence at their competitors. 
Some are seeking the answers through systematic study either by their 
own personnel or by professional management consultants. 


The problem is not a simple one. If not attacked skillfully and 
solved correctly, the results can be costly in terms of too much selling 
expense on the one hand, or neglected sales opportunities on the other. 


Do you need more distributors and dealers? Or do you need to 
“up” their quality? Should you have more salesmen . . . or better 
salesmen? Is the need for sales training programs indicated .. . or 
more stimulating compensation plans? 


These are not isolated problems. They involve the question of 
what is being done through all forms of selling and their proper rela- 
tionships to each other. 


Competent management consultant firms have the knowledge and 
the trained personnel to solve such problems expeditiously and 
soundly, either as a special study or as part of an over-all study of 
your selling operations. 


BARRINGTON ASSOCIATES, INC. 


Management Consultation «+ Business Research 
230 Park Avenue, New York 
ESTABLISHED 1926 


SALES POLICIES ANF METHODS ¢ SALES COMPENSATION ¢ SALES ORGANIZATION 
MANAGEMENT CONTROLS ° PERSONNEL AND LABOR RELATIONS 
ORGANIZATION ANALYSIS AND PLANNING @ MANUFACTURING METHODS 
SYSTEMS AND PROCEDURES © WORK STANDARDS 


Member Association of Consulting Management Engineers 
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--"the right speed, the right power’ 


Selecting exactly the right equipment to do today’s precision 
jobs is always a top level decision. The President, the Vice : , 
President, Sales Manager, Chief Engineer, and Purchasing Consult your Classified telephone direc- 
Agent have all found that costs are cut and product quality is 
improved—with JANETTE Gear Motors and Speed Reducers. 
For more than 40 years, top men in industry have decided on JANETTE Representative—or write direct 
JANETTE for “the right speed, the right power.’’ The JANETTE for JANETTE’s new price list and mer- 
line extends from 1/150 to 7% H.P., includes hundreds of ' 

different ratings and gear ratios in over 250 models. Inves- 
tigate JANETTE today! bas 


tory for the name of your nearest 


chandising plan. 


Gear Motors © Speed Reducers ©@ Rotary Converters ©@ Valve Drives 


Janette Electric Mfg. Co. 


Morton Grove, Iilinois Subsidiary, Gerity-Michigan Corp. 
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New Methods 
and MATERIALS 


The shape of products-to-come, plus 
practical ideas for the plant of to-day. 


How you can use 
transistors 


Transistors, the tiny electronic 
units that can do many of the jobs 
once confined to radio tubes (see 
March, page 48), are getting more 
useful and less expensive. 

Introduced only six years ago by 
Bell Telephone Laboratories, tran- 
sistors reached their first large-scale 
commercial use (in hearing aids) in 
1952, and are now branching out 
into a host of new and interesting 


products. While they still cost more 
than ordinary radio tubes, prices 
have been tumbling fast, and a few 
standard units are obtainable in 
quantity for less than $3.50 (as com- 
pared to a rock-bottom price of 
about $8 two years ago). 

Among the new commercial 
applications for transistors are a 
sound-pickup head for motion pic- 
ture projectors, a personal paging 
system for plant and hospital use, a 
new telephone system designed to 
provide better service in rural areas, 


Self-curing silicone 


A silicone rubber that vulcanizes at 
room temperature, and rnay be used as 
a potting and encapsulating compound 
for electrical equipment (above), a 
caulking and sealing agent (below), a 
casting compound for flexible molds, 
or a “dope” for coating cloth, is an- 
nounced by Dow Corning Corporation, 
Midland, Mich. Dow Corning says the 
new formulation, called “RTYV Silastic,” 


is comparable in cost to the company’s 
regular silicone rubber formulations; 
and that it sets in about four hours 
and cures in a day, has good stability 
at high and low temperatures, chemical 
resistance, and water-repellency. Thin 
layers (up to % inch) require neither 
heat nor pressure; thicker sections 
will cure faster and better under mod- 
erate heat and pressure (50 p.s.i.). 
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are powered by... 


FEEDRAIL Trolley Busways 


There are no time-consuming, costly traffic 
hold-ups when shipping and receiving de- 
partment cranes and hoists are powered by 
FEEDRAIL Trolley Busways. FEEDRAIL's ex- 
pertly engineered design makes it a com- 
pletely safe, trouble-free system of electric 
power distribution. 


PICTURED ABOVE 


View of FEEDRAIL-powered 
bridge crane and hoist at re- 
ceiving department in the 
plant of a leading automotive 
manufacturer. By means of a 
system of interlocking 
bridges, runways and mono- 
rails, materials can be trans- 
ported to and from any point 
in the building — with FEED- 
RAIL’s trolley outlets travel- 
ing right along, providing 
SAFE, uninterrupted power. 


What's more—it's adaptable—first, because 
practically any place a crane or hoist can 
go in receiving, production, staging and 
shipping areas, FEEDRAIL will go—and, sec- 
ond, because an installation can be readily 
modified or expanded to meet the needs of 
changing requirements. 


GET the whole eye-opening 
story of FEEDRAIL Trolley Bus- 
ways by writing for complete 
descriptive literature. Address 


Dept. K-5. 


SOLD BY MORE THAN 1,000 ELECTRICAL DISTRIBUTORS FROM COAST TO COAST 
CH4-1 Q 
FEEDRAIL CORPORATION 


Subsidiary of Russell & Stoll Company, Inc. 
125 BARCLAY STREET © NEW YORK 7, N.Y. 
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| That's because ADDO-X's new 


ymmetric keyboard is especially 


ue designed to fit the hand. . . thus 


ncreasing speed, accuracy and 
simplicity. Superior designing 
and precision manufacturing 
insure perfect parts coordination, 
cushioned rubber suspension. 
But that's not all! 


~ 


STEP-O-MATIC 
MULTIPLIER LEVER 


makes the ADDO-X a calculator as well ... when used 
for multiplication. This exclusive feature permits automatic step- 
over to the next higher unit without using the 0-Key. This feature plus 
ADDO-X's “live’’ Repeat and Repeat/Subtract Key .. . makes 
ADDO-X the most advanced adding machine on the market. 


Write for new, illustrated folder and full details. 


ADDO-X puts your figures in order 


| ADDO MACHINE CO., INC. 


145 WEST 57th STREET, NEW YORK 19, N.Y. CIRCLE 5-6940 


Exclusive U. S. Distributors; Addo-X Adding Machines 
Mulio Calculators — Roneo Mimeo Machines 


a low-noise microphone for air- 
craft intercommunication systems, a 
servo control unit preamplifier, and 
a portable audio oscillator. 


The personal paging system, 
made by Dictograph Products, Inc., 
Jamaica 35, N. Y., is particularly in- 
teresting. An adaptation of Dicto- 
graph’s transistorized “Acousticon” 
hearing aid, it consists of a receiver 
unit smaller than a pack of ciga- 
rettes (carried in the pocket), and a 
thimble-shaped speaker that is worn 
in the lanel. 

In this paging system, sound is 
transmitted by any standard power 
unit of the type now used for audi- 
ble paging. But, instead of micro- 
phones scattered through the plant, 
there need only be a length of wire 
running around the area to be cov- 
ered. This acts as a broadcast an- 
tenna, trom which the tiny receiver 
picks up messages (they're inaudi- 
ble otherwise), and directs them to 
the ear of the person for whom 
they re intended. Thus, it is possible 
to contact key personnel at any 
time—without disturbing other em- 
ployees, and regardless of the over- 
all noise level of the area. 

Dictograph, which already pro- 
duces several types of communica- 
tion systems, will engineer, sell, and 
service the new “Miracle Page” 


through its regular sales ofhces. 


New atom-smasher goes to work 


Now finished, the giant Bevatron pic- 
tured here is buckling down to work at 
the University of California’s Radia- 
tion Laboratory to spin atomic parti- 
cles through a 300,000-mile journey 
that gives them an energy of more than 
five billion electron volts. The pur- 


E W 


Price will depend on size of in- 
stallaion and equipment already 
available (as indicated above, a 
standard transmitter may be used). 


The motion picture projector 
application is also an_ interesting 
one. The compactness of the transis- 
torized sound pickup makes it pos- 
sible to build a playback unit right 
into the standard projector case, 
converting a silent unit into a 
sound-and-picture device. Ampro 
Corporation of Chicago makes it. 


There is plenty of progress, 
meanwhile, in transistors themselves 
—both in production and research. 
Says Raytheon Vice-President N. B. 
Krim: “The average transistor we 
are shipping in quantity to-day has 
one-third the noise level, more gain, 
and far less cut-off current than 
(our commercial products) of only 
and... uniformity 
has been improved appreciably. . . . 
In the hearing aid application, tran- 
sistors are now as uniform as our 
high-quality hearing aid tubes.” In 
the fact that 
were introduced to this field less 


a year ago.. 


view ot transistors 
than two years ago, while electron 
tubes have been used in hearing aids 
tor over fifteen years, this is prog- 
ress indeed. 


Several new transistors are now 
in the laboratory and pilot plant 


pose: to learn more about such nuclear 
particles as protons and mesons and 
how to put them to work. In the photo- 
graph the linear accelerator is the 
cylindrical tank in the center, the giant 
magnet is at the left, the 1on source 
and Cockcroft-Walton machine at right. 
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HOW DOES YOUR DRAFTING ROOM LOOK AT 5:05 P.M.? 


LIKE 
THIS... 


How Much of Your Company’s Drafting 
Overtime Is Really Necessary? 


Unless your drafting room is constantly plagued by last- 
minute jobs, the’ chances are that over 50% of your 
drafting overtime is really unnecessary . . . because much 
of the work requiring overtime can be done with ease 


by photocopy. 


Many companies, even those with small drafting rooms, 
save hundreds of drafting hours each week by using mod- 
ern photocopy techniques. And these dramatic labor sav- 
ings can be achieved without additional capital investment! 
Successful photocopy depends on gearing the machines, 


materials and methods to the company’s specific needs. 


This job calls for expert photocopy counsel . . . a unique 
service of Peerless factory distributors. 


A Peerless factory distributor can discuss your photo- 
copy requirements in management terms. His years of 
experience in the field can be of great value to your com- 
pany. He is skilled in operator training and the newest 
labor-saving techniques. His professional skill coupled 
with the products he sells can pay handsome dividends 
in drafting room efficiency. Why not let him consult with 
you and your staff? For fast service write us direct. 

The entire Peerless line of photocopy papers and 
machines is sold only through this network of photocopy 
specialists. Peerless is one major manufacturer in the field 
whose production and development facilities are devoted 
exclusively to industrial, scientific and commercial photo- 
reproduction. Complete literature is yours for the asking. 


Shoreham, Long Island, N. Y. 


Manufacturers of Quality Photocopy Papers and Special-purpose Industrial Photocopy Equipment 
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rom bedrock ~- 


to stratosphere 


Carboloy Created-Metals 
answer many design, cost 
and production problems 


In aircraft production and design, Carboloy 
Created-Metals find many uses: permanent magnets 
for radar, instruments, meters and motors; thermis- 
tors for instruments and heat-detection devices; 
cemented carbide tools and dies for machining and 
forming practically every part in today’s engines 
and air frames. In removing natural resources from 
under the earth’s surface, these same Created- 
Metals are used in drilling, mining and processing. 


Engineers, today, are solving many of their toughest 
problems with Carboloy Created-Metals. Their prob- 
lem may bea need for a more wear-resistant material 
— precision temperature control — permanent mag- 
netic energy in small size — high metallic density in 


minimum space. Many widely different industries 


CARBOLOY 
CREATED-METALS 


“Carboloy”’ is the trademark for products of the 
Carboloy Department of General Electric Company 


CEMENTED CARBIDES are used here in 


have found in Carboloy Created-etals the answers 
to such problems. The results — increased equipment 
life, longer production runs, more accurate tempera- 
ture control, improved and simplified products, lower 
costs. Carboloy engineers will help you obtain the 


benefits of Created-Metals. Write for their services. 


Send for this Created-Metals 
brochure, today. 


Learn how many industries are 
using Created-Metals. Write on 
your company letterhead for this 
brochure—“Changing the Shape 
of the Future with Carboloy 
Created-Metals.” Carboloy De- 
partment of General Electric 
Company, 11169 E. 8 Mile Blvd., 
Detroit 32, Michigan. 


cold extruding steel. They are also 
used on such jobs as metal cutting 
and forming, stone working, mining, 
oil drilling and woodworking, because 
they outlast steel many times, permit 
greatly increased operating speeds. 


HEVIMET, 50% heavier than lead, stabi- 
lizes the camera in this reconnaissance 
plane, saving valuable space because 
of its greater density. Hevimet also 
gives 40% greater gamma ray protec- 
tion than lead, making it ideal for 
many radio-active shielding uses. 


PERMANENT MAGNETS replace pop-up 
buttons and their components in the 
hook switch on this telephone ... per- 
mitting a simplified one-piece housing. 
Alnico-type magnets offer lasting, uni- 
form power in small size; enable engi- 
neers to reduce costs, improve products. 


THERMISTORS, in this electronic re- 
corder, stabilize circuit resistance, im- 
prove accuracy and sensitivity. With 
their negative temperature coefficient 
of resistance, Carboloy Thermistors 
ermit accurate voltage recording as 
ow as 20 millivolts full-scale. 
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stages. Present-day commercial 
units are based on germanium crys- 
tals, but silicon transistors should 
soon be available for high-tempera- 
ture use, and several stable german- 
ium-silicon alloys are being tested. 
In addition, there are new “micro- 
transistors,” a number of tetrodes 
and pentodes. 

No one expects transistors to re- 
place all vacuum tubes—either now 
or in the near future. But, as J. S. 
Schaffner of General Electric points 
out, they can play a major role in 
communications equipment, com- 
puters, radios, and television receiv- 
ers, and they open up a number of 
new avenues for electronics in ap- 
plications where electron tubes 
might not be practicable. 


Neoprene rubber 
progress report 


Neoprene, the first general-pur- 
pose synthetic rubber to be intro- 
duced commercially in the US, is 
still breaking records. Du Pont, its 
manufacturer, reports that con- 
sumption doubled between 1947 
and 1952, went even higher in 1953, 
and is expected to rise again in 
1954. Biggest gains, says Du Pont, 
were in the automotive field, with 
industrial belting, protective lin- 
ings, and coated fabrics following 
close behind. 


Self-cleaning machine 


It doesn’t quite clean itself, but this 
heavy-duty multiwheel grinder no 
longer has to be shut down for sludge 
removal. The endless-chain-type belt 
conveyor at the left provides continu- 
ous, automatic sludge removal. Riding 


MODERN I N 


New neoprene products in the in- 
dustrial field include such items as 
a sheet material specifically de- 
signed for lagging pulleys (Main 
Products Corporation, Philadelphia, 
makes it); neoprene-treated papers 
for filtration and neoprene-coated 
papers for use as tarpaulins and 
barrel covers; and a host of new 
molded parts, including couplings, 
washers, and impellers. 

In the consumer field, there are 
coated rainwear, garden hose, fau- 
cet washers, and many others. 

Those who want to learn more 
about this useful material will find 
a wealth of technical data available 
from the Rubber Chemicals De- 
partment, E. I. du Pont, Wilming- 
ton 98, Del., including the Neo- 
prene Notebook and a new 24-page 
illustrated Report on Neoprene. 


Background for 


plant modernization 


Companies planning Summer 
and Fall clean-up and moderniza- 
tion programs will find a wealth of 
good advice in booklets recently 
issued by engineering firms, mate- 


rials suppliers, and equipment- 


makers. Here are a few examples: | 


The over-all problem of plant 
modernization is outlined in a 16- 
page booklet, Basic Planning—plant 
modernization and expansion, pre- 


on the conveyor is a strip of disposable 
filter material, which is automatically 
changed (by advancing the convevor) 
as it becomes loaded. Norton Company 
Grinding Machine Division engineers 
built device from standard components. 


Want to perk up your products’ appeal 7 


USE MODERN MATERIALS to make them 
better fitted for success in this new competi- 
tive period. 

Thousands of products that only recently 
seemed incapable of improvement are today 
more saiable because their manufacturers 
found new ideas to express in Durez phe- 
nolic plastics. Notable instances are the 
newest Landers, Frary and Clark 8- and 10- 
cup coffee percolators with their handsome, 
clean-lined contrasts of metal and plastic. 

No materials lend themselves to many 
purposes more readily than Durez. Their 


catalog of properties includes outstanding 
resistance to heat, moisture, and chemicals. 
Electrical characteristics, easy moldability, 
and permanent lustrous finish are available 
for parts ranging from pea-size to single 
mo!dings of 35 pounds or more each. 

We'll gladly counsel with you or your 
custom molder in projects aimed at lower 
cost, simplified assembly, and new buy-ap- 
peal. Write .. . and ask for our monthly 
“Plastics News.” 

Durez Plastics & Chemicals, Inc., 1905 
Walck Road, North Tonawanda, N. Y. 


PHENOLIC 
PLASTICS 


for the new | 
MOLDING COMPOUNDS. Srcructur- RESINS FOR INDUSTRY. Bonding, 
al, electrical, and chemical prop- casting, Coating, laminating, im- 
erties in many combinations. pregnating, and shel! molding. 
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Halts faulty strokes—signals the operator by sight, 
sound, touch. Other Comptometer features—Direct 
Action for instant answers and Floating Touch for 
faster work. Call the Comptometer representative 
for details. 


COMPTOMETER ADDING-CALCULATING MACHINES 

are made only by Felt & Tarrant Manufacturing Co., 
and sold exclusively by its Comptometer Division, 
1722 N. Paulina Street, Chicago 22, Ill. Offices in 
principal U. S. cities and throughout the world. 


Electric and non-electric models 


pared by Walter Kidde Construc- 
tors, Inc., 140 Cedar Street, New 
York 6, N. Y. It lists such factors- 
to-consider as: determination of 
production quotas; analysis of prod- 
ucts and product components; anal- 
ysis of production facilities; and 
preparation of optimum layout. 

Specific information on mechani- 
zation of handling is obtainable 
from such publications as B. F. 
Goodrich Company’s Elevator belt- 
ing engineering handbook and 
Link-Belt Foundry 
equipment mechanization. Both are 
packed with useful diagrams and 
charts. 

A good many new booklets con- 
tain information on building ma- 
terials. Among them: 

Corrugated industrial roofing and 
siding, and other architectural book- 
lets published by Aluminum Com- 
pany of America, 804 Alcoa Build- 
ing, Pittsburgh 19, Pa. 

Data sheets on structural alumi- 
num and extruded shapes, issued in 
looseleaf form by Kaiser Alumi- 
num & Chemical Sales, Inc., 919 
North Michigan Boulevard, Chi- 
cago 11, Ill. 

Aluminum mill products, Alu- 
minum structural design, and the 
Architectural aluminum portfolio, 


Showplace workplace 


High-quality workmanship should be 
easy in a machine shop like this. It’s a 
new one at Consolidated Vultee Air- 
craft Corporation’s San Diego plant, 
and it has a good many features worth 
copying. Among them, neat work 
benches, space-saving staggered ma- 
chine arrangement, wire mesh machine 
guards, and the well-planned electrical 
system. Machines in the foreground are 
also interesting. They’re Sagem uni- 
versal millers, built in France. 


from ‘10 to°30 


COILED STRIP 


usually pay for the installation 
of a Yoder Slitter in a year, more 
or less, where monthly require- 
ments in slit strands are upwards 
of 100 tons. 


Of even greater importance to 
metal fabricators doing their own 
slitting, is the fact that they can 
buy standard width coils com- 
petitively, wherever they can 
obtain the best price and delivery, 
while otherwise they are often 
limited to the few sources able 
to supply slit-to-width strands. 


Changes in production schedules 
can also be more readily made, 
and strip inventories greatly 
reduced because expected and 
unexpected needs can be met on 
a few hours’ notice from a rela- 
tively small stock of standard 
width coils. 

The economics as well as the 
mechanics of Slitter operation are 
fully discussed in the Yoder Slitter 
Book . . . yours for the asking. 


THE YODER COMPANY 


5531 Walworth Ave., Cleveland, Ohio 


— 
; 
iz 
wer 
2 
; 
| 
Fans 
= 
$ L | I E R 
igh 
~ 
6 
‘ 
‘ 
n 
| 


The complete line of Wellington Sears ducks has found Continuous-flow transportation of great numbers of Long distance conveyor belts using thousands of pounds 
exciting, new functional use in canvas architectural ap- people on the conveyor-belt principle is now another of rugged cotton duck have proved so successful that 
plications for our ‘new era of living.” “blueprint-come-true” for heavy belt duck. a 130-mile “rubber railway” is now planned in Ohio. 


Canvas covers the future 


Without question, the home and commercial use 
of canvas fabrics opens up a great new market. 
The modern “awning you see on the left is but 
one application. There are more without limit. 
For canvas fabric has basic virtues: it is flexible, 
sturdy, colorful, inexpensive. It an be treated 
to resist weather, mildew and fire. And it is easily 
replaceable —an important factor in commer- 
cial installations that need visual appeal which 
can be readily varied. 

For that matter, new applications of industrial 


fabrics can be found in almost every field. Over 


the past 108 years at Wellington Sears, we have 
found that many of today's “pipe-dreams’ prove 
tomorrow s staples. If you, too, are interested in 
the future of new ideas, perhaps we can share 
our enthusiasm. 

For your free copy of “Modern Textiles for Industry” — 


24 pages of facts on fabric development and application 
—write Wellington Sears Co., Dept. F-7 


For These and Other Industries 


Rubber Abrasive Petroleum 
Automotive Chemical Mining 
Fabric Coating Food Processing Ceramics 


Plastics Sugar Refining Farm Machinery 
Canvas Products Laundry 


WEST POINT MANUFACTURING COMPANY Wellington Sears Offers Many Varieties of These Fabrics 


Wellin 


SUBSIDIARY OF 


‘ Cotton Duck Chafer Fabrics 

FIRST In Fabrics For Industry Drills, Twills and Sateens Synthetic Fabrics ; 
Automobile Headlining Airplane & Balloon Cloth 

WELLINGTON SEARS COMPANY, 65 WORTH STREET, NEW YORK 13, N. Y. : 


OFFICES IN: ATLANTA * BOSTON * CHICAGO * DETROIT Bonded (Non-Woven) Fabrics He 


LOS ANGELES * NEW ORLEANS * PHILADELPHIA * SAN FRANCISCO * ST. LOUIS “t 
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A month or so ago we decided to get some 
facts about our readers. We felt the best 
place to get these facts was from the readers 
themselves. 


So we sent a two-page questionnaire to a 
broad sampling of our readers asking that 
they indicate their specific business ac- 
tivities. We wanted to know their titles and 
functions; their business, industry or pro- 
fession; what they specified or authorized 
for company purchase; and how advertising 
and editorial in Dun’s Review and Modern 
Industry influenced their day-to-day business 
decisions. 


We can’t say the answers we received 
came as a surprise—rather they were a con- 
firmation of what we had felt were facts 
all along. A few of these facts are, we feel, of 
signal importance. Of importance not only 
to us as publishers, but of great importance 
to individuals and companies trying to in- 
fluence the buying decisions of executives in 
business and industry. 


One fact—which may not be news but is 


icertainly reafhrmed by this survey—is that 


an executive's title has little bearing upon 


ihis actual management functions. ‘There is 


an intermingling and crossing of lines of 
responsibility throughout the executive struc- 


fture. Administrative heads are concerned 


with production, purchasing, and design. 
I.ngineering executives have responsibilities 


fof a financial, sales, and research nature. In 


‘act, the average executive is engaged in, or 
directs, more than three distinct functions, 
vith some executives being responsible for 


or more. 


This divergence of functions naturally 
means a like divergence of interests and de- 


Seeeeres for information in many areas of man- 


gement responsibility. No longer can we 
ialk to a vice-president in charge of produc- 
tion about production alone. He also wants 
to know about sales, engineering, purchas- 
ing, and many other areas of management 
which must be considered whenever a major 
decision is made. Today’s executive—re- 
gardless of his titlke—doesn’t seem to be just a 
specialist in one area of responsibility. He 
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is more a well-rounded member of a man- 
agement team that is concerned with all 
phases of the business—from raw materials 
to the sale of the finished product. 


Here is a chart showing how executive 
responsibility is divided among many func- 
tions: 


number of management functions of readers 


One Function 21% 
Two Functions 22% 


Three Functions 


Four Functions 


Five or More Functions 21% 


The survey also emphasized the fact that 
the average éxecutive has a great influence 
in purchases of products and services for his 
company. A study of the chart below makes 
it obvious that the men who must be sold 
are top executives. They are the decision- 
makers when it comes to specifying or 
authorizing the purchase of products and 
services. 


% of readers who authorize purchase of: 


OFFICE EQUIP. & SUPPLIES 


(47% 


INSURANCE 


« 


ADVERTISING 38% 
BANK SERVICES 


PLANT MACHINERY —- 33% 
MATERIALS HANDLING EQUIP. 30% 
TRUCKS & COMPANY CARS 26% 


Plus many other classifications. 


The responsibility for specifying and 
authorizing is not limited, however, to 
products and services. We asked the same 
question about manufacturing materials and 
supplies and the answer was equally con- 


clusive that the executive is the man to sell. 


% of readers who authorize purchase of: 
IRON & STEEL 40% 
NON-FERROUS METALS 28% 

INDUSTRIAL LUBRICANTS 26% 
PAINTS & IND. FINISHES 25% 
RUBBER & RUBBER PRODS. 24% 
CHEMICALS 24% 
COAL & FUEL 22% 
FASTENERS & EQUIP. 22% 


Plus many other specific classifications. 


These are just a few high-lights from our 
survey of readers. ‘There are many more 
facts contained in the complete report 
which will be of tremendous value in deter- 
mining just what our readers want and need 
to help them make profitable decisions in 
the day-to-day management of their com- 
panies. 


If you sell to business and industry this 
survey will be of particular interest to you. 
It will help you determine the character of 
the men you must influence if you hope to 
gain sales leadership. By title, function, and 
authority you will know your market in 
terms of who makes the decisions: ‘The 
management men concerned with making 
and marketing better products—and serv- 
ices—at lower cost. 


If you would like to have a copy of this 
survey to help you plan your sales strategy, 
why not drop us a note and you will receive 
one by return mail. Naturally, there is no 
obligation. ( Advertisement) 


E W and 


i 

~ 

— 

¢ 
if 

4 

4 

| 

‘ 

| 

: 

7 

> 

| 

| 

| 

o 

3 

> 

ide 

an 

19% 

° 

ie 

: 

[Sets 

| 

twig 

| 

= 

Lie } 

j 
FES) 
if i bs 2 

= 

you 

‘ 

| { Peat 

ie 

ie 
| 

i 

S 

2 

4 

~ 4 


from Reynolds Metals Company, 
2500 South Third Street, Louisville 
1, Ky. 

Masonite Presdwood in architec- 
tural design and construction and 
Concrete form Presdwood, from 
Masonite Corporation, 111 West 
Washington Street, Chicago 2, Ill. 

Not to be overlooked, either, are 
the many valuable books and book- 
lets published by such industry 
groups as Douglas Fir Plywood As- 
sociation, Tacoma 2, Washington; 
National Paint, Varnish & Lacquer 
Association, 1500 Rhode Island Ave- 
nue, N. W., Washington 5, D. C.; 
Portland Cement Association, 33 
West Grand Avenue, Chicago 10, 
Ill.; and Structural Clay Products 
Institute, 1520 Eighteenth Street, 
N. W., Washington 6, D. C. 


Going West? Look here: 


The West Coast will have its own 
Plant Maintenance Show and a 
Packaging and Materials Handling 
Exposition this Summer. Exhibits 
will include not only “the best in 
the West,” but also products and 
services of leading Eastern firms. 

The Western Plant Maintenance 
Show is scheduled for the Los An- 
geles Pan Pacific Auditorium, July 
13, 14, and 15. 

The Western Packaging and Ma- 
terials Handling Exposition will be 
in San Francisco—at the Civic Au- 
ditorium—August 17, 18, and 19. 

Both shows are managed by 


Clapp & Poliak, Inc., 341 Madison 
Avenue, New York 17, N. Y., and 
are, of course, open to Eastern visi- 
tors as well as to West Coast execu- 
tives. Industrial conferences, featur- 
ing discussions of new develop- 
ments and solutions to operating 
problems, will be held concurrently 
with both exhibitions. 


W hat’s happening at 
industry’s frontier 


Here are laboratory developments 
some of which have no immediate 
commercial application, but all of 
which are worth noting because 
they'll pave the way for the new 
and better industrial techniques of 
the future. 


Two new elements have been 
added to the roster—bringing the 
total number to 100—by nuclear re- 
searchers at the University of Cali- 
fornia’s Radiation Laboratory and 
the Atomic Energy Commission’s 
Argonne, Arco, and Los Alamos 
National Laboratories. (In the pre- 
atom-splitting days, the heaviest ele- 
ment was uranium, number 92— 
and there were several unfilled 
spaces further down the line.) Ele- 
ment 99 was made by adding nitro- 
gen nuclei to uranium; element 100 
by adding neutrons to plutonium, 
and also by irradiating element 98. 
The new elements are both radioac- 
tive and both are short-lived. Nei- 
ther is likely to find major indus- 


New angle on production 


Rotary feed tables have saved plenty 
of time and effort in loading machines. 
But sometimes a different approach— 
even one that looks less efficient—may 
do the job better. That’s what Sylvania 
Electric Products engineers report 
after studying electron tube preheating 


techniques. Their new “‘broken-back”’ 
preheater, pictured here, is more con- 
venient, faster, and takes less space 
than the rotary unit previously used. 
Tubes are tempered as they go up, 
then delivered to within four inches of 
sealing-machine operator’s hand. 


Your Company 
Needs 


Financial 


are P 
‘ 


Constant renewal of bank loans 


¢ Inability to get out of the bank once a year I: a 


© Strain to obtain funds necessary to : 
finance expanding sales im 


Burdensome near-term maturities 
© Need for additional plant and equipment 
e Insufficient working capital 
® Lack of funds to modernize plant facilities 
© Unreasonably high current interest expense 
@ Inability to discount bills 
© Hypothecated accounts receivable 


Financial Engineering is a specialized service which 
assists management in correcting these conditions, in 
planning the proper solution and in obtaining whatever 
financing is necessary. If your company has any, of these 
financial problems, let us tell you specifically how our 
Financial Engineering can help. 


Write for a copy of our new folder describing 
Financial Engineering. | 


W.T. GRIMM & GO. 


Financial Consultants 


Specialists in Private Placement Loans ® 
Mergers ® Sale of Companies 


714 W. Olympic Blvd. 
Los Angeles 15 
California 

Prospect 3809 


231 S. La Salle St. 
Chicago 4 | 
Illinois 

Financial 6-5265 
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MR. COST CUTTER SHOWS HOW: 


Bindivided responsibility assures 


profitable plating 


‘or the first time it has become 
ossible to reap all the benefits of 
unified copper-nickel-chromium 
lating operation—where all these 
meerocesses are provided by one 

ource. 

To the Unichrome Copper and 
Inichrome SRHS Chromium plat- 
ng processes has now been added 
he Unichrome Bright Nickel 


Mprocess. It is being made widely 


vailable after 3 years of success- 
ul cost-cutting commercial oper- 
tions during the control period. 
Now there can be undivided re- 
ponsibility for the smooth, effi- 
sient working of the whole plat- 
ang setup. No longer need there 
e any conflict or confusion when 
roblems arise. One call, to one 
pmpany brings prompt techni- 
al help. Downtime drops, need- 
mess expense is avoided, rejects 
mre minimized. 

Most important of all—all three 
rocesses have features that offer 


mame w opportunities for improving 


lating output, cutting production 
osts! 


Reduces waste disposal expense 


Containing no cyanide, the 
Unichrome Pyrophosphate Copper 
bath saves the cost of materials to 
treat this poisonous waste, the large 
initial investment for the treating 
equipment, the costs for the space 
it occupies, the labor to operate it, 
and the subsequent maintenance. 


Gi 


Saves money—jumps output 


A plant installed the Unichrome 
Bright Nickel plating process along- 
side a larger tank of another type 
of nickel solution. Both plated iden- 
tical parts. Yet Unichrome Nickel 
turned out more work. Reason? It 
tolerated impurities so much better 
it took less time out for purification. 
Now it occupies the larger tank. 


It pays to consult United Chromium 
on Metal Finishing Problems 


United Chromium offers you the 
advantages of: (1) 25 years of 
specialized experience in metal 
finishing; (2) Wide experience in 
both organic and plated finishes; 
(3) A diversified line of products 
for decorative and functional 
finishing — including plating 
processes, protective coatings, 
chemical conversion coatings for 
zinc; (4) Thinking geared to 
cost-cutting, product-improving 
possibilities. 

We’d welcome an opportunity 
to help you “Finish it better 
AND SAVE.” 


NITED CHROMIUM, INCORPORATED :00 East 42nd St., New York 17, N. Y. 
Waterbury 20, Conn. * Detroit 20, Mich. + Chicago 4, it. * Los Angeles 13. Calif. 
In Canada: United Chromium Limited, Toronto; Ont. 


— 


trial use. But both help to extend 
our knowledge of the atom. (For a 
picture of the U of C’s new “atom- 
smasher,” see page 92.) 


A new use for metallic sodium, 
and a new solution to a growing 
problem in petroleum processing 
may come from desulfurization 
studies at Battelle Memorial Insti- 
tute. Battelle engineers report that 
metallic sodium dispersions can be 
used to remove sulfur from pe- 
troleum distillates—and the process 
seems both rapid and practical. It’s 
an important development since the 
presence of sulfur is highly unde- 
sirable in many petroleum products 
(sulfur compounds promote corro- 
sion and many are odoriferous), 
and some of our largest petroleum 
sources have a high sulfur content. 
Controlled purity of a very high 
order is becoming important in pro- 
duction as well as research. The 
germanium used in transistors, for 
instance, wouldn’t work if it were 
100 per cent pure, but it won’t work 
at 99,9999 per cent, either. It needs 
about one atom of impurity in 100,- 
000 to function properly. 


You can do it, too 


Hydraulic power units that meet tough 
performance, space, and cost require- 
ments on this tank retriever offer in- 
dustry, too, a new chance to save space 
and cut costs, New York Air Brake 
executives believe. NYAB engineers, 
who designed and built the hydraulic 
equipment for these converted M-47 
tanks, point out that hydraulic motors 
can be located almost anywhere, permit 


To achieve that kind of result in 
production, it’s obviously necessary 
to do a lot better in research. Fur- 
thermore, in order to find out what 
materials are really like and how 
they can be improved, it’s necessary 
to have extremely pure samples— 
preferably single crystals. 

For both of these reasons, a good 
many laboratories are putting a lot 
of emphasis on preparation of high- 
purity materials. 

Bell Telephone Laboratories re- 
ports that its “zone melting” tech- 
nique, originally developed for re- 
search on germanium and _ other 
semi-conductors, is now being ap- 
plied to a number of inorganic and 
organic materials—including cop- 
per, tin, iron, silicon, and the halo- 
genated naphthalenes—and is pro- 
ducing samples that are 99.99999999 
per cent pure—having just one 
atom of impurity in ten billion of 
the material under study. 

At General Electric’s Research 
Laboratory, wiry single crystals of 
high-purity iron are being produced 
which, Dr. C. G. Suits, GE’s direc- 
tor of research reports, are “stronger 
than any previously known metal 
or alloy ...and don’t rust at all.” 


flexibility of operating speed; and are 
small and compact in design. (NY AB 
has, for instance, produced a 240-horse- 
power hydraulic motor that is. only 
1014 inches in diameter and just 14 
long). Suggested applications 
for hydrostatic units of this type in 
rotary power transmission include 
traction drives for fork trucks, tapping 
machines, and cooling tower fans. 


and 
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protective padding 
sound and thermal 
insulation 


*REG U.S. PAT. OFF. 


It works both ways—this multi-purpose felted fiber! 
Millions of tiny air cells, trapped within the cellulose 
structure of TUFFLEX, give it remarkably high insulating 
efficiency to keep cold things co/d and hot things hot. Labo- 
ratory tests of Tufflex indicate a thermal conductivity or 
“K” factor ranging from .23 to .25, depending on density. 


WOOD CONVERSION COMPANY 


Dept. 239-54, First National Bank Building 
St. Paul 1, Minnesota 


Please send me complete information and specifications for Tufflex 


| 
Tufflex has other important virtues, too. It cuts to any size | 
or shape with clean, true edges. It doesn’t shred or pull 

| 

| 

| 


apart. It is available in a wide range of thicknesses and 
densities, as well as in moisture-absorbent and moisture- 


06666606 00006006 000000008 


resistant forms. 


Get the whole story about versatile Tufflex—write us 
for complete information and specifications! 
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$6.750,000,000 of new 
schools* annually for 
the next 10 years! 


et 


ot 
+ 


$8,000,000,000 of new 


highways* annually for 
the next 10 years! $1,800,000,000 of water 


\ and sewerage facilities* ann- 
ually for the next 5 years! 


community needs 
they canbe met now 


The construction industry 


now more than ever has the 
capacity and experience to build these 
needed facilities quickly, efficiently 
and economically. 


$1,500,000,000 of new 


The general contractor who hospitals* annually for 
displays the A. G.C. emblem has the the next 10 years! 


proven Skill, Integrity and Responsi- 
bility to execute and coordinate the 

Minim nnual mmuni d d he C b 


LS your assurance 


INTEGRITY 


The ASSOCIATED GENERAL CONTRACTORS of AMERICA, Inc. 


Reprezenting more than 6,500 of the Nation’s Leading General Contracting Firms of Proven Skill, Integrity and Responsibility — 
Engaged in the Construction of Buildings, Highways, Railroads, Airports, Public Works, Defense Projects 


NATIONAL HEADQUARTERS, MUNSEY BUILDING, WASHINGTON 4, D. C. 


America Progresses Through Construction . . . Construct by Contract! 
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The Beneficial Story 
The Beneficial Loan System renders a small loan ser- 
Marketing notes and comments Beneficial vice mainly to families to help them with financial 
Loan obligations already incurred or about to be incurred. 
wees! These include such items as overdue bills, medical 
and dental attention, home repairs, etc. 
WHAT ARE COMPANIES DOING At the 1953 year-end Beneficial had 809 loan offices—located 
T SALESMEN’S PENSIONS? in 540 cities in the United States and Canada—more than any 
ABOU S , other organization of its kind. 
...@ BENEFICIAL loan 
FOR 1953 _ is for a beneficial purpose. 
Telephone selling: only the words ) 
HIGHLIGHTS OF OUR BEST YEAR 
count... his words as much as yours. 1953 1952 
Net Income $ 14,116,311 $ 12,632,220 
Common Shares Outstanding 3,865,475 3,444,898 
Net Income per Common Share $3.63 $3.62 
Here. in fast-read- firms feel that salesmen’s high earn- Cash Dividends paid per 
ing, question-and-answer form, are ings make pensions unnecessary. ee Share _ $2.40 $2.10 
the facts on salesmen’s pensions, Others consider him to be an in- Instalment Notes Receivable $323,798,894 $277 630,328 
drawn from a survey of 508 com- = dependent contractor. Only two sar — per Note $245 $232 
| iva 
panies employing over 56,000 sales- companies refuse coverage because Number of Off 809 155 
men. Over half of the companies salesmen’s variable earnings create aw oe Cee 
employ less than 25 salesmen; 57 accounting problems in contribu- 
companies have over 200 salesmen tion assessments. OF THE Reporr Witt Be Furnisnep Upon Reguest. 
cach. What are the typical restric- 
How many companies have _ tions? a 
pensions? Very young salesmen, short-time BEFORE AFTE TOTAL EARNINGS $ Millions 
About 49 per cent now, but 20 per part-time salesmen, and _late- 
cent are considering plans. comers or men otherwise eligible scat sec tenithtellecttaicbiartah 
What t pe of companies? who have not enrolled by age 35 BEFORE FEDERAL TAXES 
M 6 are often excluded. Most firms use wae 20 
employment period. 1950 16,446,846 9,967,255 
e, the company. Sales- 
nation-wide markets are more like- |= men chip into the fund in 56 per | 
1946 8,849,597 5,563,343 & A 
ly to sponsor plans. The bigger the cent of the plans reported. Amounts —AFTER FEDERAL TAXES 5 
sales force, the more likely the pen- —- vary from 3 or 4 per cent of gross eee sii al WE See 
sion. In ani ith 5 few ings. S mpanies count 1944 8,816,204 4,225,692 
sion. In companies with 25 or fewer —s earnings. Some com} S CO 44 45 4& AT AB AD 50 5] 52 53 
salesmen, for example, only 32 per only salary. Plans where the sales- ; 
cent have pensions. man does not contribute—44 per VOLUME OF LOANS MADE $ Millions A 
ent of the companies have them— - 
Does the type of compensae t 1953 $536,616,263 1 599 : 
' ae usually pay lower benefits. In on 
tion affect pension decisions? 
5 per cent of the plans does the 1951 430,760,725 
INO} 16 Lasts salesman pay more than the com 400 
for accumulating pension funds, pay 108 | 
However, half of the reported plans er 1949 = 261,077,869 300 
were tied to straight-salary or a How does management han- 1948 = 229,041,935 : 
salary-bonus plan. dle the fund? 1947 203,995,077 
: The vast majority of companies 1946 180,882,354 | | 200 
How do pensions affect sales- pea stat life ; | 
pee productivity? pay xeC amounts to life insurance 1945 =1.41,839,884 | | 100 
companies or to trusts. Only 12 per 1944 127,519,683 = 
If a company has a pension plan, ; = | 
ee cent of the companies use a profit- 
the odds are that it will get at least 44 45 46 47 48 49 50 S51 52 53 ‘ 
sharing formula based on earnings. 2 
seven more years total service from 
. Even fewer pay pensions from self- i 
its salesmen and at least four more att 3 
years after peak productivity is 
Most companies use an outside 
reached than pensionless firms. ¥ 
firm to administer the pension plan. Ee 
fusing pension coverages: taken care of entirely by the com- Subsidiary Loan Companies: Personat Finance Company ... COMMONWEALTH LOAN CoMPANY pe 
Lack of funds is the most com- pany and then usually the treasurer LiIncOLN Loan Corporation ... BENEFICIAL Finance Co. ... PRoviDENT LOAN AND SavinGs Society of Derrorr a 
mon_ response In addition. some is responsible Consumers Crepit Company . . . WoRKINGMEN’S Loan AssocraTion, INC, 
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Matching envelopes available in all grades of Neenah rag content bonds 


“SHOULD GOOD ADVERTISING 
BE SUBTLE ?”’ 


Yes, good advertising is so subtle that we do not 
realize that we are being influenced. Even as mature 
men, we rarely know why we vote as we do, 
believe as we do, and live as we do. 


The best advertising is not even recognized as 
advertising. Consider how often you have been won 
over by a warm smile, a friendly handshake, a kind 
word or a considerate act. 


In a similar manner, your business stationery—the 
design of your letterhead and the quality of the 
paper—often influences the reader more than the 
written message. 


Split run mailings show that sales letters typed 
on fine rag paper “‘outpull”’ identical letters typed 
on ordinary paper. 


The subtle prestige of quality business stationery 
can be one of your most effective advertising forces. 
The next time you need business stationery, insist 
upon the best in letterhead design, in printing 

and in paper. 


Ask your printer for samples of fine rag content 
papers by Neenah. They are expressly designed to 
give your business stationery strength, permanence 
and prestige. 


To plan business stationery that is 
PREFERRED, ask your printer for a free 
copy of the “Neenah Guide to Pre- 
ferred Letterheads.” This exceptional 
book is based on a four-year survey 
by the Neenah Paper Company. 


NEENAH PAPER COMPANY 


Neenah, Wisconsin 


1873 


How much does the salesman 
get? 

Figures here are inconclusive. 
Less than 50 per cent of the com- 
panies now have retired salesmen 
receiving benefits. Of these, how- 
ever, only 78 reported paying more 
than $1,000 a year to any one sales- 
man and only 42 (of the 78) paid 
more than $3,000 to any one man. 


What do salesmen’s pensions 
cost the company? 

The average (median) cost in 
1951 was between $200 and $299 per 
covered employee. 


Why have a pension plan? 

In order of number of mentions 
here are the reasons cited: promotes 
loyalty; is good public relations; re- 
duces turnover, particularly among 
seasoned salesmen; makes retiring 
of over-age salesmen easier. 


What's the biggest drawback? 
The high cost of financing. 
(Note: The foregoing article 1s 


based on a joint survey conducted 
by the Bureau of Business Research, 
Ohio State University and the Na- 
tional Sales Executives.) 


Telephone selling... 
How to get the order 


According to a specialist, the key 
to telephone selling is to remember 
that the prospect can’t see, smell, 
read, or feel ... he can only hear. 

With this as a jumping off place, 
Boyce Morgan & Associates, Wash- 
ington, D. C., analyze in fortnight- 
ly bulletins the elements of tele- 
phone selling. Some examples: 
Don’t talk too much. Don’t be 
afraid of silence. Give the prospect 
chances to talk. Identify yourself 
immediately, referring to previous 
letter or something that suggests 
your company’s prestige. Get ap- 
pointments by interesting prospects, 
but use ingenuity to avoid being 
forced to tell your whole story over 


(} Side by side, two giant trailers with lay-down sides open up to 


{) form a large auditorium 


capable of seating about too retailers. 


Newest roadshow is biggest permitted on US highways 


Armstrong Cork copped the idea of ex- 
pandable trailers from the military to 
use it in its latest service to dealers. 
Opened up, the trailers have 1,000 


feet of floor space, house a one-ton pro- 


¥ 


jection booth, stage, two speakers 
stands, three motion picture screens 
with room left on the sides for displays. 
The company expects to make 260 
meetings, will serve retailers box lunches. 
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tretching in serpentine-fashion for 800 feet at National Biscuit Com- 
pany’s new Chicago bakery is a Dracco “Airstream”? system— 
probably the longest pressure-type pneumatic conveyor every built! 

Absolute cleanliness is a vital necessity to NBC at this bakery, one of 
the world’s largest. Dracco’s custom-designed system conveys sugar and 
flour without loss at 10 tons per hour. It moves materials from storage to 
the processing department, then directs them to any one of seven bins, all 
ventilated by a Dracco Multi-Bag Filter. 

This high-speed, dust-free handling is done without mechanical conveyors. 
The completely automatic “Airstream” system features motor-operated 
diverter gates and is run from a single control panel. NERVE CENTER—diagrammatic control panel 

NBC thus realizes sanitary materials distribution with economy that is shows layout of seven-armed Dracco Conveyor, ° 
typical of Dracco “Airstream” installations throughout industry. permits centralized one-man operation. : 

How’s your materials handling? 


DRACCO CORPORATION 


4044 East 116th Street ° Cleveland 5, Chio For further information on bulk materials | tS, 


handling with Dracco *‘Airstream’’ Con- 


veyors, send today for Bulletin 529. f 


CONVEYORS - DUST CONTROL EQUIPMENT 
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with TOCCO Induction Heating 


Whether you’re interested in upping production or downing costs—or both 
—it pays to investigate TOCCO Induction Heating if you heat-treat, anneal, 
braze, solder, forge or melt ferrous or non-ferrous metal parts. 


PRODUCTION UP —When Thompson Products COSTS DOWN —While production jumped, 
Lid., St. Catharines, Ontario switched from conven- costs fell from $5.46 per hundred parts to 
tional methods to TOCCO Induction Hardening of $3.23—a savings of more than 2c per pin or 
their automotive wrist pins, production rose from $26.76 per hour on the hardening operation 
500 to 1200 per hour. alone. 


OTHER ADVANTAGES — Additional savings result from elimination of hauling wrist 
pins to and from the heat-treat department. Cool, clean TOCCO fits right in the pro- 
duction line, next to related operations—takes only %4 the space of the pusher-type 
furnace previously used. 


In Canada or the United States TOCCO engineers are glad to survey your operations 
for similar cost-cutting results—no obligation, of course. 


-———————Mail Coupon Today —— 


THE OHIO CRANKSHAFT COMPANY | NEW FREF 
ss BULLETIN THE OHIO CRANKSHAFT CO. 
Dpt. 1-5,Cleveland 1, Ohio 


Please send copy of ‘Typical Results 
of TOCCO Induction Hardening and 
Heat Treating’’. 


State 
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WHAT’S NEW 


AS OBSERVED BY THE EDITORS 


A vibrating conveyor that fea- 
tures smaller size, greater simplic- 
ity, reduced power requirements, 
and improved efficiency, is an- 
nounced by Hewitt-Robins, Inc., 
Stamford, Conn. It’s a_ spring- 
mounted unit which, according to 
the company, can be used for metal 
scrap, chemicals, coal, sand and 
gravel, wood chips, and even flue 
dust. Special stainless steel or coated 
pans can be supplied to permit 
movement of extremely corrosive 
or abrasive materials. Standard 
units are supplied with pans four 
inches deep, in widths of eight, 
twelve, or eighteen inches. The 
single-drive, one horse-power model 
is available in lengths from 20 to 
100 feet. Price, depending on length 
and width of pans is $845 to $1,725. 


New idea for card-file records 
is the Avery “Kum-Kleen” label 
pictured here. Developed originally 
for National Casualty Company, 
the pressure-sensitive labels make it 
possible to use a single card to re- 
cord data for several weeks, months, 
or years—and to use it over and 
over again. It’s a good example of 
the simplification which can _ be 
achieved in record-keeping through 
use of specially designed, easy to 
apply self-adherent labels. Avery 
Adhesive Label Corporation, which 


MODERN 


makes a wide variety of labels for 
office and plant use, has its head- 
quarters in Monrovia, Cal. 


A gas burner “no bigger than 
a nickel” that still will produce up 
to 16,000 Btu an hour; and another, 
with slotted instead of round ports 
that can be operated at unusually 
low heat; are two of a series of ex- 
citing new designs being developed 
by American Gas Association Lab- 
oratories engineers. Aimed at in- 
creasing the usefulness—and the 
utilization—of gas, they're a good 
demonstration of how an old indus- 
try can keep up with, and ahead 
of, the times. Other new research 
developments recently unveiled by 
AGA include a “muffle” oven that 
cooks almost entirely by radiation 
instead of circulation of hot air; a 
new type of broiler, and new pilot 
lights. All need further refinement 
before specific commercial applica- 
tion, but, as the AGA says, they in- 
dicate “the great strides being taken 
by the gas utilities and pipeline com- 
panies to improve . gas appli- 
ances.” Information on these and 
other developments, including a 
comprehensive report on automatic 
gas range ignition, may be obtained 
from the AGA, 420 Lexington Ave- 
nue, New York 17, N. Y. 


An important clue to industrial 
markets, as well as a real help to 
the visiting salesman is Dow Chem- 
ical Company’s eight-page Purchas- 
ing Department Guidebook. Its list- 
ing of Dow buyers and the com- 
modities they buy runs from ad- 
hesives, agricultural equipment, alu- 
minum, and automobiles to tags, 
thread, lift trucks, valves, and weld- 
ing equipment. Other items worth 
noting: electronic equipment, floor 
coverings, hardware, metalworking 
machines, mechanical drives, paint, 


How far must you go for the supplies that 
keep your production lines rolling? Distance 
can mean delays—and dollars out of your 
pocket. Stockpiling can be expensive, too. 
The ideal situation for any manufacturer is to 
be able to buy everything he needs—as he 
needs it—“‘right in his own backyard.” 


Producers of a great variety of equipment, 
component parts, special steels, coal and petro- 
chemicals, and semi-finished materials and sup- 
plies of all kinds, are located in the area served 
by the West Penn Electric system in the five 
states of Maryland, Pennsylvania, West 
Virginia, Ohio and Virginia. That’s one reason 
why you should consider this area when it’s 
important to cut costs. You won’t have to 
“shop around” for the materials you need. 


SEND FOR FREE FOLDER "7 Good Guscness Reasons” 
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I. 
2. 
3. 
4. 
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industrial supermarket | 


\| 


Major Markets 
Room to Grow 
Good Workers 
Natural Resources 
MATERIALS 
Shipping Facilities 
Electric Power 


describing advantages enjoyed by business and industry in the West 
Penn Electric service area. Let us recommend communities and plant 


sites to meet your specifications, in confidence if you wish. 


Write or phone: 


Area Development Department - The West Penn Electric Company 


Room 915, 50 Broad Street - New York 4, N. Y. 
WHitehall 4-3740 


Monongahela Power Company 
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How a helicopter hangs by its “elbows” How a jet engine runs on its ‘‘nerves” “Sinews” to give cars “‘go”’ 


For flexible 625-part rotor 
assemblies that control the peculiar 
flying maneuvers of its dependable 
*“*W ork Horse” Helicopter— 


PIASECKI /ooks to Lycoming! 


To produce the auxiliary “nerve center” 
for its J-40 jet engine —a complex gear- 
box that transmits power to vital en- 
gine accessories— WESTINGHOUSE looks 
to Lycoming! 


For vital automotive parts—mass- 
produced precision components that 
can ‘‘take it” year after year—leading 
automobile manufacturers like FORD 
look to Lycoming! 


Strong “‘wrists’’ for America’s new hay balers “Leg muscles” that cushion a jet’s landing 


For tough main leg cylinders that 
house the hydraulic action which en- 
ables the F-86 Sabrejet to absorb the 
jolt of fast landings—CLEVELAND 
PNEUMATIC looks to Lycoming! 


For sturdy, dependable spur and bevel 
gears—steel “‘wrists’’ that drive the 


tying mechanism of its ‘‘one-man’ 


time- and money-saving hay baler— 
NEW IDEA looks to Lycoming! 


that play 
a “big part’ 


Peak performance by any product requires 


big performance from small parts. Lycoming’s skill 
at producing such custom parts explains why 
so many leading manufacturers look to Lycoming. 


Look at Lycoming’s record! Parts ranging from tiny precision eT ee 


made aircraft gears to rugged mass-produced automotive parts. 
And scores of others produced for America’s industrial and 
military leaders. All “‘living’’ evidence that Lycoming can 
solve your metal-working problem, too! 


Story’. . . 40 interesting, 
illustrated pages showing many 
ways Lycoming is ready to help 
you. Write for it on your 
letterhead. 


If you need dependable parts ... or any other of the diver- 
sified services listed with our signature... call on us without Aircraft Engines 
Industrial and Tank Engines 
Engine Overhaul 
Generating Units 


obligation. Lycoming’s wealth of creative engineering ability, 
its 2)2 million square feet of floor space, and 6,000-plus 
Turbine Engineering and Research 
Engineering Design and Development 
Hardened and Ground Precision Parts 
Gears and Machine Parts 


machine tools stand ready to serve you. Whatever your problem 
... look to Lycoming! 


Complete Assemblies 
Heat-Treating and Plating 
Steel Fabrication 


ety Castings 
FOR RESEARCH + FOR PRECISION PRODUCTION 


oivision oF ( ) stratroro, conn. 
——="_ Manufacturing plants in Stratford, Conn., and Williamsport, Pa. 
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—as. fast as the lunch! 


Schieber rable ail benches 
Fold-up and Roll 
Eliminate the Costly 

pingle-Purpoce Lunchroom! 


Opens up, closes up 
in less than 2 minutes. 


You can fulfill your obligation to provide 
a satisfactory lunch facility without the 
expense of building and supporting an 
area exclusively for the purpose. Schieber 
equipment is proved by 16 years’ use 
from coast to coast. Sales engineers are 
located in every industrial area to consult 
with you and your architect. Let them 
demonstrate the practicability of this 
sturdy equipment. Schieber Sales Co., 
Brightmoor Station, Detroit 23, Michigan. 


Schieber 


FOLDING 


| 


Write for this booklet 
Learn the 12 advantages 


pumps, scales. A particularly good 
idea is inclusion of an office floor 
plan, showing where each buyer 
sits, and keyed (by location num- 
ber) to the purchased commodity 
list. 


Sluggish liquids can be sped on 
their way with a new type of pip- 
ing, developed by Aluminum Com- 
pany of America. Instead of the 
usual steam jacket or external steam 


tube, the piping has a built-in steam 
conduit. As the cross-section shows, 
it’s an extruded aluminum unit 
with two cavities, the pipe itself 
above, and the steam conduit be- 
low. A typical joint section is shown 
in the second photograph. Here, 


aluminum “Utilitube” 


jumper is 
used to carry steam across the joint, 
which has been welded shut. 
Alcoa calls the new piping “Uni- 
trace,” and is producing it in the 
standard two-inch pipe size. Other 
sizes can be obtained at extra cost. 


A non-skid printing ink—de- 
signed to keep paper bags and car- 
tons from slipping, as well as to 
provide identification—is the latest 
from General Printing Ink Divi- 
sion of Sun Chemical Corporation. 
Identical in appearance to conven- 


HANDLES ALL INSIDE CALLS 
---and does it handsomely 


Your city-phone switchboard is free and 
clear—customers can reach you instantly 
—you get maximum business efficiency— 
when you use TWO communication sys- 
tems... (1) SELECT-O-PHONE to han- 


(2) 


dle all inside traffic and keep your 
city-phone system free for those profitable 
incoming-outgoing calls so vital to your 
success! 


bey Automatic SELECT-O-PHONE goes 
direct —requires no operator— -gives 
you instant “priority service’ to any part 
of office or plant. You hold quick confer- 
ences—conversations are always private. 
All stations call each other at the quick 

flick of a dial. 


New SELECT-O-PHONE INSTRUMENT, Amer- 
ica’s most attractive inside phone, is hand- 
some evidence of continued progress and 
leadership by Kellogg Intercommunication 

ystems! Completely new—features 
instant-action dial and ringing button 
complimentary brown finish enhances any 
desk! 


FAST! ... AUTOMATIC! . . . GUARAN- 
TEED! KELLOGG INTERCOMMUNICA- 
TION SYSTEMS FOR ANY BUSINESS, 
ANY BUDGET. 


KELLOGG SELECT-O-PHONE— 
serves one to 55 stations. Saves 


time, steps, money! 


KELLOGG RELAYMATIC—for sys- 
tems requiring more than 55 sta- 
tions. Provides for any future 
expansion! 


Available through Kellogg’s nationwide 
dealer service organization. Your dealer 
will gladly survey your inside communica- 
tion problem, without obligation. Get ac- 
tion—send coupon today! 


Intercommunication Systeme 


The Inside Voice of Business 


KELLOGG SWITCHBOARD AND SUPPLY CO. 


A Division of international Telephone 
and Telegraph. Corporation 


| Kellogg Switchboard and Supply Company 
| Commercial Products, Dept. 54-E 

j 79 West Monroe St. 

Chicago 3, Illinois 

" Show us how we con save time and money with A 
KELLOGG INTERCOMMUNICATION SYSTEM. 
Name 

Company 

Address 

State 


MAY 
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A tomatic BF Skylift 2000 Ib. capacity 
alee with exclusive money-saving features. 
memror trouble-free, heavy duty service. 


Liberal Plans Available on 
All Automatic Trucks! 
Find out how easily you can have 


a plan “tailored” to your special 
needs. Mail the coupon today! 


ELECTRIC-DRIVEN INDUSTRIAL TRUCKS 


day 


puts this Aulomalic truck 
to work in your a 


Automatic Transporter—operator- 
led electric truck with capacities 
- vp to 10,000 Ibs. Moves tons at 
4 the touch of a button. Raises loads 
” to moving height in seconds. 


Now, a// Automatic trucks can be leased as easily 
and simply as leasing a place of business. You get 
your truck complete with battery and charger, 
without delay and it immediately starts earning 


its own way, PLUS a profit for you! 


And how it earns! Actual case histories on file 
demonstrate that Automatic savings of time, space 


and money, can show a sizable profit on 
believably low rental costs shown below. 


LEASE PLAN 


the un- 


Model--complete *Average daily Average daily 
with battery cost of lease rental ofter 
and charger over 5 years lease expires 

TRANSPORTER $1.53 14¢ 
SKYLIFT FORK TRUCK 5.43 45¢ 


*The average figures are based on 5 year lease term (60 


BUDGET PAYMENT PLAN 


months), 25 operating days per month (300 days per year). 


If you’d rather own your own equipment, a mod- 
est down payment brings immediate delivery. The 
balance is paid off in 6 to 36 months—whatever 
schedule is best for you. Low monthly charges in- 
clude everything ... and Automatic savings can 


more than pay the whole bill! 


Plans available in U.S.A. only. 


Automatic Chicago 20, Illinois 


Lease PlanO) Budget Payment Plan 0 


79 West 87th St., Dept. E-4 


Without obligation, please send me complete 
information on your new Earn-Its-Own-Way 


tional inks, and available in the 
usual range of colors, the new 
“Hydry Non-Skid,” is nevertheless 
so formulated, says GPI, that it pro- 
vides a degree of rub-resistance and 
slip-resistance that can help to pre- 
vent a load of paper bags or car- 
tons from shifting. 


Emphasis on safety is marked 
by a portable. warning signal of the 
General Scientific Equipment Com- 
pany, 2700 West Huntingdon 
Street, Philadelphia, Pa. 

It can be easily wheeled to any 
location and carries an amber flash- 
ing light visible from all directions. 
The light is powered by a storage 
battery and can operate for more 
than 24 continuous hours without 
recharging. 

The word SLOW is on each side 
of the boxlike device which is 
mounted on eight-inch, rubber-tired 
wheels. 


A lot of mileage is wrapped up 
in the giant stator pictured here. 
Built by the British General Elec- 
tric Company in Birmingham, Eng- 
land, it will be shipped to Tas- 
mania for installation in a hydro- 
electric plant when finished—half- 


way across the world. But that’s 
only one aspect of its “mileage.” It 
will contain over seven miles of 
copper strip when finished, and will 
weigh over 60 tons. As the British 
proudly point out, it is only one of 
many recent accomplishments of 
British electrical manufacturers. A 
good many others are on display 


right now at the British Industries 
Fair. 


More jobs for adhesive tapes 
seems to be the goal of Minnesota 
Mining & Manufacturing Company 
of St. Paul, Minn. In recent months 


NOW! 


Quickly, Easily, Effectively Destroy il 
dential papers, records in your own office! 


NEW m 10 


portable shredding machine ata especially 
for office use! Quiet, compact, streamlined! 


Never before an office shredding 
machine combining the speed and 
economy of the new SHRED- 
MASTER BANTAM 10. Anyone can 
operate it. No fuss, no trouble! 
Greater cutting width, speed, 
capacity, and power than ever 
before! Safety throat! Smart func- 
tional design, about size and 
weight of business typewriter. 


Priced well within the budget of 
all businesses - large or small. 


YOUR PAPERS 
GO IN HERE 


FREE: Colorful, illus- 
folder, inc BLE 
FREE TRIAL details. ( 
“SHREDMASTER | SHREDS COME 
\. OUT HERE 
nd mail fe to: 


SHREDMASTER 


195 Willoughby Avenue 
Brooklyn 5, N. Y. 


Automatically dates, codes, or marks production runs of 
cartons, packages, filled bags, boxes, rolls, cans, etc. For 
candy manufacturers, food packers, distillers, oil com- 
panies, etc. Send for free catalogue. 


THE INDUSTRIAL MARKING 
EQUIPMENT COMPANY, INC. 


— 454 Baltic Street, Brooklyn 17, N. Y., Dept. DR— 


4 Pleze 7-0233 
165 West 46th $f. 
BCorrffer New York 19, N. ¥. 


in Quality at Any Price 
GENUINE 8" « 10” 


Yat In 5,000 Lots 


6c in 1,000 Lots 
EACH $7.99 per 100 
Postcards $23 per 1,000 
Mounted Enlargements (30x40) $3.85 
“Copy Negative 8”x10”, $1.25; postcards 75c’’ 
"Full color postcards 3M—$99 
Under supervision of famous 
J. Kriegsmann 


WE DELIVER WHAT WE ADVERTISE 
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9 g Operating costs, too. Unusual safety features 
& and fully automatic electric stop motions for 


yarn and filler supply add to the simplicity of 


KNITTED! 
; T ° Operation. Yarns used as purchased in cones, 


eliminate costly rewinding. 


oe WITH THE FIDELITY 
HIGH-SPEED KNITTER Write today for additional information about 


fast, economical production of quality rugs by 


Now you can knit rugs continuously in unique the High-Speed Fidelity Knit method. See the 
pattern designs ina fraction of the time it would Fidelity High-Speed Knitter in operation in the 
take to braid them—and reduce your labor and new showrooms at our Philadelphia plant. 


Designers and Builders of le, Mack ines 
FIDELITY MACHINE COMPANY, INC. 


3908-18 FRANKFORD AVENUE, PHILADELPHIA 24, PA. 


Export Dept.: Canadian Representative: 
25 Beaver Street, New York 4, N. Y. The E. V. Larson Co. Ltd. Toronto, Ontario, Canada. 
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WHY SO MANY COMPANIES 


ARE NO LONGER USING 
LABELS OR BRUSH-STENCIL 


New WEBER SYSTEM for addressing shipping con- 
tainers does job faster, more accurately, at much less cost 


Pictured above is a system that is 
now accepted as the most efficient 
method of addressing or marking 
containers. Time and cost studies 
taken by present users prove its 
superiority in speed and economy 
over less modern methods. It’s the 
Weber Direct-To-Container System. 

The cartons have been pre-printed 
with a label frame by the carton 
manufacturer. The ship-to address is 
printed inside the frames at the rate 
of 40 to 50 cartons per minute with 
a Weber RJ-1 Hand Printer. (Car- 
rier associations enthusiastically 


another 
| Weber | 


system 


Weber Label and Marking Systems 
Div.--Weber Addressing Machine Co. 
Mount Prospect, Illinois 


approve the sharp, waterproof, fade- 
proof print). 

The RJ-1 prints from an inexpen- 
sive stencil that can be typed indi- 
vidually or with bill-of-lading or 
invoice forms as described below. It 
has a reservoir that holds enough ink 
for 7,500 to 10,000 prints. Can be 
supplied with one or two counters 
for count control. 

Find out more about this efficient 
system for addressing and marking 
your shipping containers. Send for 


the folder offered in the coupon. 


SHIPPING PAPERWORK SIMPLIFIED 


Typist sticks Tab-On 
Stencil to form over the 
“Ship To” area. In one 
typing, form and stencil 
are prepared with ship- 
to address. Stenci] then 
goes to shipping. 


Continuous-form, mar- 
ginal punched stencils are 
also available. Can be cut 
on automatic tabulating 
equipment, electric or 
manual typewriters. 


MAIL THIS COUPON for more information on the Weber Direct-To-Container System 


WEBER LABEL AND MARKING SYSTEMS ° 
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Dept pR-6 Mt. Prospect, Illinois 


they have announced several new 
types of their “Scotch” brand tape. 

These include two kinds with a 
high gloss finish for printing which 
will also serve to hold pencil, ink, 
or crayon markings. The difference 
between the two is in the kind of 
backing; one is for general label 
use and the other, with a heavier 
backing, is for application to irregu- 
lar surfaces. 

A new filament tape has also been 
developed which is described as an 
“intermediate-strength” tape with 
a tensile strength of 325 pounds per 
inch of tape width. This is about 
midway between the 180-pound and 
the 500-pound which the company 
also produces. 

Some improvements have also 
been made in the double-coated tape 
for industrial use. These include a 
new protective liner and easier re- 
moval of the liner. 


Made-to-order wrenches can be 
provided by manufacturers to fit 
the special needs of their equip- 
ment where stock wrenches are not 
suitable. Dayton Rogers Manutac- 


turing Company, Minneapolis 7, 


Minn., eliminates the usual tooling 
costs in producing such die-cut 
wrenches. 

The box or open-end type wrench 
turned out by the stamping method 
can be designed in almost any size 
and with an over-all length up to 
20 inches. The dies are good for 
about 10,000 pieces. 


Forty new features and me- 
chanical improvements are includ- 
ed in its newest standard type- 
writer, says Underwood Corpora- 
tion proudly. Among the new fea- 
tures of the typewriter are: a lower 
front frame for added visibility, a 
simplifed margin-setting mecha- 
nism, an easier-to-read front scale, 
a new grit guard, and a front plate 
that swings open to permit ready 
access to the type. The machine is 
known as the “Underwood 150” and 
is available in a number of type 
styles. 


D U N ’ §S 


Just Publishe 


A bock to give or recommend to 
every woman in your company. 


SUCCESS AND 
SATISFACTION 


in Your Office Job 
By Esther R. Becker, author of 
“Secretaries Who Succeed,’’ and Rich- 
ard L. Lawrence. A book of sound . 


secretarial psychology for every office 
worker from typist to top secretary. 
“The skillful use of many illustrative 
episodes makes particularly effective 
this stimulating study of the rewards 
of office work.’’—-M ARIAN C. MANLEY, 
Business Librarian, Newark Public 
Library 


$2.50 at your bookstore or from 


HARPER & BROTHERS, N.Y. 16 


Ouer 50 Years machine. 


MOLINE “Hole-Hog’ 


Specially Designed 
MACHINE TOOLS 


have cut production 
costs for 
Industry. | 


From experienced NTLS 
of “All-Service” leasing . 


Locate 
—NTLS 


Ask ovr best boosters 
our 
trade mar 


brochure 
gE. Jackse 


We'll buy your 
present fleet! 


AMERICAN 


APPRAISAL 
company 
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property 
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Opening move! 


In chess, it’s OK to be slow. In your office, speed is 
important . . . especially at the start of the day. 

The day’s work can’t really get going until the morning 
mail is opened and distributed. If opened by the slow, 
hand-slitting method, precious minutes are lost. But with 
this electric MailOpener, one girl can open up a whole 
morning’s mail in a jiffy . . . contents undamaged . . . 
orders ready to be processed, leads for the salesmen, " 
checks, bills, inquiries in the right hands, in practically  <* 
no time. Don’t you need one? “i 

There’s a PB MailOpener, hand or electric, for any * 
business. Call your nearest Pitney-Bowes office for a € 
demonstration. Or write for the free illustrated booklet. 
PITNEY-BOWES, INC., 1552 Pacific St., Stamford, Conn. 
Originators of the postage meter. 93 offices in U.S. & Canada. 


FREE: Handy chart of Postal Rates 
with parcel post map and zone finder. 


PITNEY-BOWES 


MAILOPENER 


\Your employes and patrons just naturally enjoy 
their surroundings when the air is fresh and cool. 
You get greater employe efficiency and happier 
customers when they’re “on the go,” thanks to 
Emerson-Electric Air Circulators. 


Don’t let stale, dead air handicap your operations. 
Instead, install these “big breeze-makers”’ for 
cool comfort for years to come. 


Here are the answers 
to 
ventilation problems 


This bulletin gives complete 
data on these powerful fans, 
available in 24” and 30” blade 
sizes with two-speed, ball-bearing motors. 5-Year Factory- 
to-User Guarantee. Floor, counter, wall or ceiling mount- 
ings. Ask for Bulletin No. 781. 


St. Louis 21, Missouri 


ELECTRIC 


THE EMERSON ELECTRIC MFG. CO. 


EMERSON 


FANS» MOTORS APPLIANCES 


| FREE FAN CATALOG 

| THE EMERSON ELECTRIC MFG. CO. : | 

| ST. LOUIS 21, MO. 

Send us your illustrated ] 
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how 
NORGE MOVES 


refrigerator parts 


indirect 
labor 
costs ? 


3 

¢ 
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industrial trucks 


Norce Division of the Borg-Warner 
Corporation had an “inside-outside” 
handling problem in one of its plants. 
To keep refrigerator units rolling 

off the line, they were forced 

to unload incoming components with 

a yard crane and slings... 

and transport this material from yard 
to plant on four-wheel dollies by hand 
truckers. Labor costs soared ... 

until the operation was mechanized with 
Baker fork trucks! Suppliers parts and 
finished goods are now handled as 

unit loads with a material decrease 

in man-hours expended. Flammable 
liquids are safely handled and stored by 
a battery powered Baker truck. 

Overall maintenance costs “very slight” 
. with “little, if any, unscheduled 
down time for repair.” Materials handling 
can well be a short cut to lowered 

overhead in your plant. . 
write today for full particulars! 


RAULANG CO. 


120853 WEST 8OTH ST. 
CLEVELAND 2, OHIO 


Leaders in ‘hands-off’ handling 


THE BAKER— 


Baker-Lull Corporation, Subsidiary, Minneapolis, 
Material Handling and Construction Equipment 
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EW :- worth looking into! 


A Rugged High-Speed 
Loading Dock...Where 
and When You Want It! 


MAGCOA'S NEW Portable 
MAGNESIUM YARD RAMP 


e One man moves it! e Hydraulic lift posi- 
tions it! e Material starts to move, fast! 
You get fuller use of present facilities, lift 
trucks and operators—less idle time. You cut 
demurrage charges . . . eliminate additional 
investment in inflexible, immovable dock 
facilities. 

It’s light-weight magnesium engineered into 
a rugged, heavy-duty Yard Ramp... braced 
like a bridge. . . for your specific needs. Capac- 
ities to 16,000 lbs. in five basic sizes—or a 
“‘special’’—delivered with usual Magcoa mass 
production promptness. 

More than 1000 companies are already 
looking into how the new Yard Ramp can 
save them money. Free new literature can 
help you do the same thing. 


A For full Yard Ramp facts, clip this ad or lower 
eek portion to your business letterhead, sign your 
name and litle... and mail today to~ 


MAGNESIUM COMPANY 
OF AMERICA exsrcuicaco 16, no. 
Representatives in Principal Cities 


%& LUCRATIVE SALES 
OPPORTUNITIES 


..inm guaranteed territory for inde- 
pendent distributors. 


Controllers, cost or manufactur- 

$ ing department heads presently $ 
employed at $7,000 plus preferred. 
Five-figure earnings customary with 


VISIrecord. Send resume to Dept. MS. 


ViSirecord, Inc. 
Copiague, Long Island, N. Y. 


See our full color ad on page 27 
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REALTY INVESTMENTS 


565 FIFTH AVENUE + NEW YORK 17,N. Y. 


Decision-Making Executives 


DUN’S REVIEW AND MODERN 
INDUSTRY readers are executives 


who are seeking information 


and are in a position to act upon 


that information. 
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@ Vapor Blasting increases die production from 35,000 to 


90,000 pieces. 


@ Saves hours of hand polishing and dressing. 


@ Reduces ‘‘down time”’ 


@ Provides improved die finish. 


Vapor Blast Liquid Honing is cutting metal finishing time 
to fractions in hundreds of plants — and can do it in yours! 


CAN 


VAPOR BLAST 
MFG. CO. 


3O11E W. Atkinson Ave. 
Milwaukee 16, Wis. 


MILWAUKEE. 


MODERN I 


Harvester 
ies produce 


pieces instead of 


000 


® Forging dies at International Harvester East Moline Works 
now deliver 157% more pieces between rédressings. 


Simply send a part to our research 
. laboratory for finishing. We will 

supply full data for comparison with 
- your own time records for doing 

the same work on the same part. 


VAPOR BLAST 


Model 3030, Type B20 


One of five standard self- 
contained models. Custom 
Machines also built to order 
for special needs. 


***VAPOR BLAST'’ 
is o trademark 
LIQUID HONING” 


: WISCONSIN 
is @ trademark 
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ALL ELECTRIC 
DUPLICATOR 


A MINUTE 
OF ANYTHING YOU TYPE, WRITE OR DRAW 


NO STENCIL 
NO MAT 
INKING 


ELECTRIC 
oll DUPLICATOR 


Simplicity should be the name of this new Ditto 
electric duplicator, priced so low it is now within 
the reach of practically everyone. You need no 
special skills—just press the button and out 
come beautiful bright copies, in one to five colors 


USED IN OVER. 

300 LINES OF 
BUSINESS TO 
MAKE COPIES 


Sales Letter 


at once— it’s automatic. Your last copies are as . 
bright as your first with Ditto ‘“‘Magic Copy Price Sheets 
Control’’. This new Model D-11 takes paper or Menus 
card stock, in any size from 3 x 5 to9 x 14. Quotations, 
Automatic counter gives you an exact count. a... ds 
See this new low priced Ditto D-11 all electric Estimates 
duplicator...Mail coupon below, now. Blank Forms 
LITERATURE OR DEMONSTRATION Statements 
| WOW! FREE! on your work in Your oFFice. — 
| Ditto, Inc., 2221 W. Harrison St., Chicago 12, Ill. psn sn 
l Gentlemen: At no cost or obligation to me, please— (check your choice) Music Scores 
| ( ) Send me literature on new Ditto D-11 Duplicator and Full Color House Organs 
Process. Notices 
| ) Arrange a demonstration for me. Scripts 
rawings 
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‘‘Well, General Wirebound Containers cut shipping cost 
so much we can afford to put more into the product”’ 


The money you save with General Wirebounds won’t always 
show up as spectacularly as this. But the savings you w/// get can 
be a better friend than diamonds—to a businessman. 


Why not see what our packaging laboratories can do for your 
shipping operation? Have one of our engineers call. There’s no 
obligation. And send for your free copy of ““The General Box.” 
It’s loaded with money-saving ideas. © 


ENGINEERED CONTAINERS FOR EVERY SHIPPING NEED 


Factories: Cincinnati; Denville, N. J.; East St. Louis; Detroit; Kansas City; Louis- 
ville; Milwaukee; Prescott, Ark.; Sheboygan; Winchendon, Mass.; General Box 
Company of Mississippi, Meridian, Miss.; Continental Box Company, Inc., Houston. 


Genetal 


GENERAL BOX COMPANY, 1861 MINER STREET, DES PLAINES, ILL. 
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MODERN 


This is another Veeder-Root ‘“‘first’’ 
... the latest of one of hundreds of 
standard and special Veeder-Root 
Counters for every mechanical and 
electrical application. What do you 
want to count? Write: 


Everyone Can Count 


EEDER-ROOT 


ANOTHER NEW VEEDER-ROOT “FIRST” 
New Vary-Tally Multiple-Unit 
Reset Counter gives you quick 
finger-tip count of anything count- 
able. Comes in any combination 
up to 6 banks high, and 12 units 
wide (minimum of 2 units wide). 
Write for news sheet and prices. 


VEEDER-ROOT INCORPORATED . HARTFORD 2, CONNECTICUT 


tf 


Montreal 2, Canada + Dundee, Scotland 
Offices and Agents in Principal Cities 


Chicago 6, Ill. + New York 19,N. Y. + Greenville, S. C. 


The Name that Counts’’ 
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ong Distance calls now cost you less 


Recent reduction in federal excise tax means a substantial saving 


for you on every Long Distance call 


The reduction in the excise tax from 25‘; to _ LONG DISTANCE RATES ARE LOW 
10%, voted by Congress, is good news for Long . 


Some typical examples: 

Philadelphia to New York .. 50¢ 
Indianapolis to Cincinnati . . 55¢ 
Cleveland to Chicago ... . $1.00 
St. Louis to Baltimore ... . $1.50 


Distance users. It means that every Long Distance 


call — to anywhere in the country — now costs you 


less than it did before April 1. 


Basic rates remain the same. What you save is 
the difference between the old and the new tax. . 
Every bit of the tax reduction goes to our custom- _ San Francisco to Washington . $2.50 


ers. The telephone company does not keep any 


These are daytime Station-to-Station rates for 
the first three minutes. They do not include 
the new, lower federal excise tax of 10%. 


part of it. 


Now you can use Long Distance in your busi- 


ness even more profitably than before. 


BELL TELEPHONE SYSTEM 


3 

| 
~ 
|! 
ine 
<7} 
| 
| 
May 
ate 
{ 
hy 
pes 
rey 
by 
Af. 
att 
be 
> 
“a 
ee 
ry 
fe 
As >a? 
| fy 
| 
7 
| 
ite 
| 
st: 
“Te. 
kA 
| 
Lor f 
age 


Show how Plastic Sheets fit varied jobs 


New and better product ideas abound 
in the range of properties found in 
BAKELITE Rigid Vinyl Sheets. 

For example, they make possible a 
wholly new concept in ceilings. These 
translucent plastic panels rest on sup- 
porting channels under fluorescent 
lamps. They diffuse the light to every 
corner. Glare softens, shadows fade. 
Deep-drawn to interesting designs, 
they add a striking decorative effect. 

Slide rules made with BAKELITE 
Rigid Vinyl Sheets utilize other proper- 
ties. Low moisture absorption and di- 
mensional stability mean accurate com- 
putations. They can be clearly printed 
with fine, precise calibrations. They 
resist perspiration, oil, and chemicals. 


These features are just an indication 
of the product possibilities. BAKELITE 
Rigid Vinyl Sheets can be printed in 
four colors, then heat-formed into three- 
dimensional signs. Their toughness and 
flexibility make them excellent for comb 
bindings and packages. They can be 
used to package foodstuffs. 

BAKELITE Rigid Vinyl Sheets come 
in a variety of stock sizes and _ thick- 
nesses. They are available in clear trans- 
parent and translucent, and opaque 
colors. Surfaces may be matte, press- 
polished, or a combination of both. 

Perhaps you can get a better prod- 
uct, or a new product, through the use 
of BAKELITE Rigid Vinyl Sheets. For 
some successful ideas, and a descrip- 


tion of properties, get your free copy of 
the booklet, “Bakevite Rigid Vinyl 
Sheets.” Write Dept. XB-6. 

Be sure to visit Baxetite’s Exhibit, 
National Plastics Exposition, Public 
Auditorium, Cleveland, Ohio, June 7-10. 


TRADE-MARK 


RIGID VINYL SHEETS 


TRADE SO MARK 


A Division of 
Union Carbide and Carbon Corporation 


30 East 42nd Street, New York 17, N. Y. 


AUTO SPOTLIGHT with lamp base molded of 
BakeviIteE Phenolic Plastic plugs into cigarette 
lighter, throws 500-ft. beam. Base has good heat 
and electrical resistance, withstands abrasion, 
holds its shape. Snapit “Klipbeam” is made by 
Cable Electric Products, Providence, R. I. 


= 
TELEVISION UHF or VHF 300-ohm lead-in cable 


has core of BAKewrre cellular polyethylene, cover- 
ing of BAKELITE natural polyethylene. Structure 
resists water, sun, wind, abrasion. Separately 
sealed cells insure electrical stability. Made by 
Belden Mfg. Co., Chicago, Ill. 


PHOTOCOPYING MACHINE by American 
Photocopy Equipment Co., Chie ago, Iil., has back- 
up roller of foamed Bakewitre Vinyl Plastics. The 
vinyl rolls provide extreme softness, withstand 
rolling compression and ultra-violet light. By 


Elastomer Chemical Corp., Newark, N. J. 
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DIESEL LUBRICATION, for example. More and more power is 


coming from diesels of all types. Last year alone, approximately 
140,000 diesel engines were produced for all types of service, with 
a total rating of over 18 million horsepower. 

It’s a tough job to get full power from these engines yet keep 
maintenance costs and fuel consumption low. But operators every- 
where are doing it with the help of effective lubrication — Texaco. 
Take just stationary diesels, for instance — 


For over 20 years, more stationary diesel horsepower in the 
U.S. has been lubricated with Texaco thanwith any other brand. 


Throughout industry, made-for-the-job Texaco Lubricants and skilled 
Texaco Lubrication Engineering Service are keeping efficiency and 
production high, costs low. 

Put this combination to work in your business. Just call the nearest 
of the more than 2,000 Texaco Distributing Plants in the 48 States, 
or write The Texas Company, 135 East 42nd Street, New York 17,N.Y. 


Lubricants, | 
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